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Sparks 


It’s now Macy. Gimbels next? 
* t . 


They say Santa wants a shiny 
new super scatterbolt, too. 


It has been an impressive year 
for dealer charities on a large 
scale. But don’t tell the scaveng- 
ing ee anata 

J 


Quick, Phil, the Flit 


Phil Murray is out to kiil the 
“seed germ of the next depression,” 
he says. Getting some union pop- 
offs down to the grass roots of 
practical economics would help. 

* * * 


Battle of the Bulge 
Too many people want the im- 
possible. Price controls of the two- 
way stretch variety—holding up 
socks (wage boosts) to the econ- 
omy and holding down price bulges 
that must come in most cases 
meet increased costs. 
7 o . 


Good Advice 


“Don’t Let Death Take Your 
Holiday,” is the December slogan 
of the Inter-Industry Highway 
Safety Committee, with stress on 
winter driving hazards. 


Profit Picture 


For the first nine months, the 

of 26 automotive com- 

panies were up 41.8 percent over 

the same '47 period, according to 
the New York Stock 

For the 24 in the petroleum group, 

it rose 74.3 percent. 

+ s . 


Happy October 

Payrolls were up, new orders in- 
creased, and the price of food de- 
clined during October, the Depart- 
ment of Commerce reports. 

Personal incomes in the third 
quarter of this year were at an an- 
nual rate of $214 billion as com- 
pared with $197 billion in the same 
quarter of 1947, while new orders 
rose higher than at any time since 
Nov., 1947, and wholesale food 
prices declined for the first time 
since February of this year, the 
department said. 

+ * o 


Inventories Up 


Total business inventories at the 
end of September were $53.3 bil- 
lion, about $800,000,000 above the 
August level, the Department of 
Commerce reports. 

About three quarters of this in- 
crease occurred in retail inven- 
tories, which rose about $600,000,- 
000, or approximately $350,000,000 
more than the normal seasonal 
movement. Manufacturing and 
wholesale inventories during Sep- 
tember went up by $60,000,000 and 
$135,000,000, respectively. More- 
than-seasonal inventory gains were 
evident in all major retail lines 
except automotive products. 


Production 
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Holiday Holds 
Production to 
$2,182 Units 


This Week’s Output 
Likely to Hit Peak as 
Plymouth Reopens 


By Bernie Thomas 
Associate Editor 
LANT shutdowns for Thanks- 
giving Day held U. S. automo- 
tive production last week to 62,400 
cars and 19,782 trucks—a total of 
82,182 vehicles, according to AvuTo- 
Motive News estimates. 

Nearly all makers worked a 

a week, ——— Ford, 
which closed down all its final 
assembly operations Wednesday 

night until today (Nov. 29). 

Thus, production fell more than 
31,000 units from the previous 
week, when U. S. plants built 87,974 
cars and 25,714 trucks—a total of 
113,688. 

* a . 
URTH ER contributing to last 
week’s output drop was a steel 
shortage that idled the Plymouth 
plant in Detroit for the entire work 
period. Plymouth is also sched- 
uled to reopen today (Nov. 29). 


1949 jobs almost up to nor- 
mal volume at 
and Cadillac. 


While Chrysler has surrounded 
its new-model plans with secrecy, 
Automotive News learned last week 
that Chrysler plans to weave 1949 
models in with current models. 
Chrysler division is scheduled to 
build some 500 new models in De- 
cember along with the old. Other 
divisions have similar plans. 

Meanwhile, daily schedules at 
Packard, Hudson and Studebaker 
continued at a postwar high. Pack- 
ard, in particular, has been estab- 
lishing a new individual postwar 
record in each succeeding week. 

ca a7 . 

PEVERITHING seemed to point 

to the possibility that this 
week’s car and truck production 
throughout the industry will be at 
a postwar high. Plymouth’s idle- 
ness last week should ease that 
Chrysler division’s steel situation, 
and other plants report no imme- 
diate danger of running into the 
same problem. 

With two days of production left 
this month, U. S. plants will fall 
slightly short of producing the 
469,000 cars and trucks originally 
scheduled for November. Prelim- 

(Continued on Page 37, Col, 1) 





Top Cars 
New car registrations for nine 
states, for Oc- 


months, plus 28 
tober: 
Make 1947 Pos. 


Chev. 


2,710,076 2,449,591 
For further details see page 18, 
today’s issue. 


Buick, Cadillac 
Slow Trend to 
Big Price Rises 


RICE INCREASES are all but 

certain for coming 1949 models, 
but they might not be as high as 
originally thought. 

Buick and Cadillac did not shock 
the industry by the price 
tags on their new cars last week, 
but many were surprised by the 
relatively low amount of the in- 
creases. 

In Buick’s case, the increases 
amounted to an estimated 4 per- 
cent despite complete seen Se of 
Super and Roadmaster 
and the addition of over dou. me- 





entirely new engine, hiked prices 
by only 3.2 percent, 
Some observers said the compara- 
tively small Buick and 
boosts may have arrested the trend 
which saw some makers hoist prices 
by as much as 20 percent at intro- 
duction time. The action of Kaiser- 
(Continued on Page 7, Col. 1) 
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Lists Slated 


For Attack as Macy 
Resumes This Week 


Probers to Air Complaints on Deposits, ‘Place’ Selling 
And Role of Go-Between in New-Car Sales; 
Olds Cancels Kearney Franchise 


By William Ullman 

Washington Correspondent 
ASHINGTON.— Macy commit- 
tee hearings on questionable 
trade practices in the local auto 
field will be resumed here this 
week, according to Committee 
Counsel T. M. Reddan, who 
is ive working head of the 
investigating group. 


Wednesday's press time for this 
edition of Automotive News, be- 
cause of the absence of Rep. 
Macy, chairman of the commit- 
tee, and the uncertainty of his 
return to Washington. 
Meanwhile, it was learned from 
a reliable source, committee inves- 
tigators have been busy with a 
number of prospective witnesses 
and a larger list of dealers will 
be called to the stand than par- 
ticipated in the initial hearings. 


In announcing plans for this 


Texts 


Texts of statements by dealer 
and factory officials, testifying 
before the Macy are 
on pages 24, 25 and 28. Other 
stories on pages 3, 6 and 31. Edi- 
torial on page 4. 


week’s hearings, Reddan said that 
one thing likely to be developed 
would be the question of the “fu- 
tility” of getting on waiting lists 
of some dealerships. 
. 7 - 

EDDAN said the committee 

aims to find out how these 
lists operate, and that it was hoped 
that the testimony would show 
how long the average wait should 
be. He said that the committee has 


received complaints that some 
dealers have an allegedly fake 
waiting list and reportedly sell 
places on such lists for $200 to $300. 

committee, he said, also 
may examine a practice said to be 
prevalent among some dealers of 
requiring deposits on cars, even 

(Continued on Page 30, Col. 1) 


Hudson to Ship 
Half of Cars 


Minus Extras 


ASHINGTON.— With the en- 
dorsement of its dealers, Hud- 
son broadened its sales policies last 
week, it was revealed in a state- 
ment by Rep. W. Kingsland Macy, 
head of the special House com- 
mittee to investigate questionable 
trade practices. 

The company, said Sales Man- 
ager N. K. VanDerzee, will ship 
50 nt of its cars to dealers 










universal demand). 

Dealers are to offer the cars to 
the public without the extras. 

* = a 

X ADDITION, new cars are to be 

sold with or without trades at 
prices not to exceed suggested fac- 
tory delivered prices, for cash or 
time payments. There are to be 
no special considerations whatso- 
ever, VanDerzee said. 

The statement of policy submit- 
ted to the committee by: VanDer- 
zee follows: 


(Continued on Page 35, Col. 1) 


UAW Case Hit as GM Pay Line Holds 


By Mac Gordon 
Associate Editor 
oleae of the wage line at 
General Motors last week tem- 
porarily weakened the UAW-CIO’s 


MED TO LEAD OHIO DEALERS—New officers of Ohio Automobile Dealers Assn. are 


(etanding, lat left * eas 


ha sTrandenbira oavahington 


president, and 


Marcus Feder jr., Cleveland, 
lent; M. &. Purdy, (seated, | 

retirin ae t and a director of NADA 
nd F. C. Limctvene 


waned meg Low Wilsch, 
Van Wert, left to gon: 


[r., Warren, secretery. 


case for fourth-round pay in- 
creases by other auto makers. 

The 338,000 GM workers will re- 
ceive no increase in their income 
rates Dec. 1 because the govern- 
ment’s consumer price index 
showed a drop during the last 
quarter. The decline was not suffi- 
cient enough to occasion a cut in 
GM pay scales. 

UAW-CIO President Walter P. 
Reuther had previously sought to 
open a ballyhoo barrage for 
fourth-round demands. Reuther 
told a businessmen’s club in 
Portland, Ore., that an hourly 
pay boost of 15 cents an hour 
would be needed to restore work- 
ers’ ing power to the 
level of June, 1946. 

A slight rise in GM wages had 
been expected on the basis of Au- 
gust and September rises in the 
price index of the Bureau of Labor 
Statistics. The October index, made 
public last week, wiped out these 
increases and officially restored the 
price level to that of July 15. 

- + * 


HUS, GM said, both its salaried 
and hourly-rated employes will 


?| continue to receive the same cost- 


‘lof-living allowance during Decem- 


ber, January and February that 
they received during September, 
October and November. 

For approximately 270,000 hour- 
ly-rated employes, this cost-of-liv- 
ing allowance will continue to be 
11 cents an hour—eight cents 
granted last June 1 and three cents 
Sept. 1. These workers also re- 
ceived an extra three cents an hour 
last June 1 in a GM move to bol- 
ster employes’ standards of living. 

Eligible salaried employes re- 
ceive their cost-of-living adjust- 
ment in a lump sum at the end 
of each three-month period. 

Therefore, approximately 68,000 
salaried employes will receive $40 
in March representing their cost- 
of-living allowance for Decem- 
ber, January and February. In 
December, they will receive $40 
representing the cost-of-living 
adjustment for September, Octo- 
ber and November. 


The next GM cost-of-living ad- 
(Continued on Page 34, Col. 4) 
























NADA Employe Service 


WASHINGTON.—The first of a 
. series of reports dealing with in- 
centive plans for new car and 
truck dealers has been issued here 
by NADA. 

Circulated as part of NADA’s 
Employer-Employe Relations 
Service, the report lists the ma- 
jor objectives of a good incen- 
tive plan and some of the known 
advantages and disadvantages of 
such plans. 

The report also reproduces a 
questionnaire which NADA sent to 
2,500 dealers in an attempt to gain 
factual data about incentive plans. 
The results of the survey have 
not been compiled and the ques- 


K-F Buys Land 
For Parts Depot 
Near Chicago 


WILLOW RUN. — Kaiser-Frazer 
announced conclusion last week of 
negotiations for purchase of a 
parts and accessories warehouse 
site at Franklin Park, Ill., a Chi- 
cago suburb. 

General Manager Edgar F. Kais- 
er said the warehouse would pro- 
vide 218,000 square feet of storage 
and shipping facilities on 10 acres 
of land. It will be erected by Wil- 
bur E. Howett Co. at a cost of 
approximately $1,100,000. 

The warehouse will serve as a 
centralized parts distribution cen- 
ter for all K-F dealers in the US., 
Kaiser said. It is scheduled for 
completion in nine months. 


Wilson to Open 
Florida Deal 


MIAMI, Fla.—Don Wilson, for- 
mer sales manager of Studebaker, 
will open a Studebaker sales and 
service establishment at Avenue 
Almeria and Salzedo St., Coral Ga- 
bles, Dec. 15. 

A native of Detroit, Wilson was 
with Studebaker in South Bend for 
22 years. 


Increased Lead Costs 


Raise Ethyl Price 7% 

NEW YORK.—An increase of 7 
percent in the price of ethyl, the 
anti-knock compound, effective Feb. 
1, has been announced here by 
Ethyl Corp. The new price will be 
63.23 cents a pound for motor mix, 
or about 23 cents a cubic centi- 
meter. 

The higher costs of metallic lead 
and other products used in the 
manufacture of tetraethyl lead 





compound necessitated the increase, 
@# corporation spokesman declared.| They will 








On Incentive Plans 


And Disadvantages of System 
tionnaire is included for informa- 


Report Lists Advantages 


tion only. 

According to the NADA report, 
the advantages of incentive plans 
are: 

1, Dealer profits should increase. 


2. It may reduce dealers’ over- ; 
head. 


4. Encourages tie-in parts sales. 

5. Promotes better maintenance 
of dealer equipment. 

6. Automatically adjusts em- 
ployes’ earnings with fluctuations 
of business. 

7. Employes can make more 
money. 

8. Employes’ pay is commensur- 
ate with their efforts and skill. 

9. Employes better equip them- 
selves for their jobs. 

10. Increases employes’ satisfac- 
tion with their jobs. 

On the debit side, the disad- 
a. of incentive — ac- 
cording to NADA, are 

1. Tend to encourage cheating 
in performance of work. 

2. Require more careful inspec- 
tion of work performed. 

3. Employes are reluctant to ac- 
cept minor jobs. 

4. Employes lose interest in per- 
forming incidental services. 

5. Tend to break down teamwork. 
6. Tend to encourage overselling 
which weakens good customer re- 
lations. 

7. Can create serious inequities 
when all employes are not included 
in incentive basis. 

8. Can cause grievances through 
inequitable distribution of work. 


The NADA report points out 


creases. wages and long-range 
profits. 

However, there is no one plan 
which would be workable with all 
dealers and each plan must be 
tailored to fit the dealer’s opera- 
tion, the report says. 

Future releases will report the 
plans in use by many dealers, 
NADA said, after the answers to 
the questionnaire have been care- 
fully analyzed. 
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FINGERTIP INFORMATION—Administrators of 
lance how students enrolled in any part of the 7 
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director of service, and William Landon, 












Chrysier Corp.'s master technicians’ service 


are ing 

J. Gleeson, 
the plan; W. B. Rice, Plym- 

Plymouth Sh Geonalieass service manager. 


Chrysler Service Gains 
Under Training Plan 


DETROIT.—The master techni- 
cians’ service plan, through which 
Chrysler Corp. provides postgrad- 
uate schooling for mechanics in 
dealerships, has completed its first 
year of operation. The plan’s suc- 
cess insures its continuation as an 
integral part of the corporation’s 
divisional service program, spokes- 
men said. 

W. B. Rice, director of service 
of Plymouth and administrator 
of the plan for the master tech- 
nicians’ service conference, point- 
ed out that the plan has been 
put into operation in 9,400 deal- 
erships and involves more than 
60,000 


mechanics, 

Rice, together with Service Di- 
rector B. B. Settle of Dodge, R. 
W. Utley of DeSoto and W. A. Hil- 
man of DeSoto, comprise the mas- 
ter technicians’ advisory board, 
governing body of the conference. 

The program is believed by its 
sponsors to be the largest educa- 
tional undertaking sponsored by 
American industry. 

“We feel that we have a pro- 
gram which can be of great serv- 
ice to the automobile driving 
public,” Rice said. “We started 
with the objective of making ex- 


Pontiac Is Host This Week 
To Its 25-Year Dealers 


PONTIAC.—Pontiac Motor divi- 
sion announces it will honor its 
“elder statesmen” with an elab- 
orate program Dec. 1-2 to which 
Sales Manager L. W. Ward has 
invited dealers who have had Pon- 
tiac selling agreements for a quar- 


ter century or more. 


The veterans, who have grown 
with Pontiac through the years, 
the factory from 
all sections of the country to at- 
tend the meeting which is be- 
lieved to be unique in the history 
of the industry. 
meet with factory 


Lauy" largest 
, Phil M. 


executives, and participating in a 
“Pontiac - type” conference, will 
make presentations bringing their 
long experience to bear upon to- 
day’s problems. 

A special tour of the recently 
expanded plant setup has been ar- 
ranged and as “silver anniversary” 
dealers, they will be the first to 
inspect the 1949 Pontiac Silver 
Streaks, scheduled for January 
production. 

A banquet at Bloomfield Hills 
country club the evening of Dec. 1 
will be featured by a commemora- 
tive presentation to the veterans. 


The invited dealers, who have 


their first contract with the com- 
pany, follow: 

Carl P. Longnecker, Longnecker 
Motor Sales, Erie, Pa. (1908); A. C. 
Hine jr., A. C. Hine Co., Hartford, 
Conn. (1914); L. H. Racke, Nauga- 
tuck, Conn. (1924); Lloyd W. Hoag- 
land, Hoagland’s Garage, Somer- 
ville, N. J. (1924); Harold R. Arm- 
strong, Armstrong Sales Co., South 
River, N. J. (1924). 

Russell Ohoro, Russell Motor Car 
Co., Scranton, Pa. (1919); J. Russell 
Eldridge, Stacy-Trent Garage, 
Trenton, N. J. (1924); A. W. Golden 
sr., A. W. Golden, Inc., Reading, 
Pa. (1924). 

L. E. Turner, Motor Sales Co., 
Inc., Henderson, N. C. (1923); F. 
E. Witherell, F. E. Witherell & Son, 
Cuba, N. Y. (1924); B. L. Crowell, 
Coudersport, Pa. (1924); Herman J. 
and Walter P. Staebler, Staebler & 
Sons, Inc, Ann Arbor, Mich. 
(1919). 

G. S. Means, G. S. Means Co., 
Fort Wayne, Ind. (1919); F. E. 
Avery, F. E. Avery Co., Colum- 
bus, O. (1924); Earl B. Swingle, 

(See ELDER, Page 35, Col. 5) 


cellent mechanics out of good 
ones, and we have already made 
great strides in that direction. 
With a continuing educational 
program, we think that dealer 
service will attain and keep a 
level of excellence which will 


rogram maintains the ex- 
acting academic requirements 
which characterize institutions of 
higher education. Students must 
keep their grades above passi 
level or, as in any accredited uni- 
versity, fail to get credit for the 
course. 

The program teaches mechanies 
the fundamentals of engineering 
principles and the latest methods 
of automotive service through the 
most modern concept of approved 
education. 

It utilizes the “tell, show, and 
do” type of instruction which 


courses for each of the many 
assemblies which go to make up 
the automobile, and each is stud- 
ied individually. 

Each course is prepared by an 
operations committee consisting of 
representatives of all divisions of 
Chrysler Corp. Every piece of in- 
structional material is carefully 
considered and must receive the 
unanimous approval of the opera- 
tions committee before it is in- 
cluded in the course. After all ma- 
terial has been approved, it is as- 
sembled into a kit and shipped to 
the dealer as a complete course. 

The service manager is usually 
the instructor, following the lesson 
plan which has been supplied him 
in the kit. 

A typical class will start with 
the instructor setting up a basic 
service problem. He will demon- 
strate the subject on a large blow- 
up chart and suggest a solution. 

Then a sound film strip shows 
the proper steps to be taken by 
the mechanic. After that the in- 
structor demonstrates on an actual 
automobile and the students go to 
work following the steps prescribed 
in the film strip. 

The mechanics are given care- 
fully edited and illustrated hand- 
books which describe in detail 
each subject as it is studied. 

After a mechanic has success- 
fully completed 12 consecutive 
courses, he becomes eligible for 
a certificate. Dealers are also cited 
when shop staffs have finished the 
course. 
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'|Four Top Posts 
|Are Filled by 
|| Mopar Division 


DETROIT. — Frederick C. Bahr 
vice-president of Chrysler Motors 
Parts Corp., announced four new 
executive appointments “in order to 
handle more efficiently the greatly 
increased parts activities and parts 
business of the company.” 

Nelson I. Farley, formerly admin- 
istrative executive, was appointed 
to a new position of administrative 





T. E. Waterfall John 0. Huse 


advisor to Mopar. T. E. Waterfall, 
formerly operating manager of Mo- 
par, was made general manager. 
John O. Huse, formerly on the 
staff of H. L. Weckler, vice-presi- 
dent and general manager of Chrys- 
ler Corp., was appointed sales man- 
ager of Mopar. Lee Lewis, formerly 
assistant operating manager, was 
promoted to operating manager. 


Ford Will Honor 
Its Old-Timers 


DEARBORN.— Ford Motor Co. 


Ng | will honor 627 employes who have 


completed 35 years of service with 
the company at a series of banquets 
to be held in Detroit and other 
plant cities during December. Each 
of the old-timers will be presented 
with a gold and ruby service pin. 


At the same time, Ford announced 
that plastic identification cards soon 
will replace metal badges for the 
25,000 salaried employes of the com- 
pany. Each card will carry the em- 
ploye’s name, signature, and social 
security number permanently im- 
printed in the plastic. Metal badges 
will continue to be worn by all 
hourly employes. 

Linceln-Mercury will honor 11 
employes who have completed 35 
years of service with the company 
at a banquet in the Fort Shelby 
hotel, Dee. 8. Benson Ford, vice- 
president-general manager of the 
division, will present each of the 
old-timers with a gold and ruby 
service pin. 


Cincinnati Santa 
Dealers Start Fund 
For Orphanages 


ge gene .—This year, for the 
first time, orphanages here will 
benefit ae joint action on gifts 
from the Cincinnati Automobile 
Dealers Assn., Inc. Last week the 
association made its first move to 
substitute a cooperative plan for the 
individual contributions of past 
years. 

Karl Gatchett, Dodge trustee on 
the board, made the suggestion and 
the response with $25 pledges from 
board members was unanimous, ac- 
cording to Erdie Turner, secretary. 
A. F. Kirsten, president, appointed 
Gatchett chairman, with Walter 
Hallerman and Andy Schain also 
serving on the committee. 

The association asks that firm or 
personal contributions reach it be- 
fore Dec. 1. Last week the CADA 
Orphan’s Christmas fund had a 
“nest egg” of $300. 


ALABAMA DEALERS TOP GROUP—The executive committee of Automobile Dealers Assr. 


of Aagnenia, elected last month at the I3th annual meeting 
Maring, Birmingham, first wap-avesidaate $s. 


Cox, Boaz, second vice-president; Don H. 
Brewbaker, Mont jomery, esident; Frank R. 
dent; M. S. Williams, 

vice-president 


‘aula, secretary and treasurer; 


Left to right: George W. 
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T= FIRST phone call I received 
the other morning was from a 
dealer who read last week’s col- 
umn recommending that dealers 
use discretion in giving away cars 
to charitable organizations for the 
purpose of raffle. He says I am all 
wrong. For supporting evidence he 
states that he recently gave away 
a car as a publicity stunt, and he 
received a lot of favorable com- 
ment. 

Of course, members of the or- 
ganization who received the car 
were very happy about it. But it 
is a consensus of many dealers I 
have talked to that the same 
amount of money represented in a 
free car could be used in other 
channels and bring a far greater 
return. 


Of course, the organization who 
sold the tickets and the one in- 
dividual who won the car were 
happy. But the raffle disappoint- 
ed thousands of others. The 
thousands of losers, therefore, as- 
sociate the car’s name with dis- 
appointment. Articles that are 
raffled off are depreciated in the 
publie’s mind. No dealer can af- 
ford to have his product suffer 
in this regard. 

Giving away a car, of course, is 
a publicity stunt. But it is not good 
publicity, and it is an expensive 
stunt. If one is looking for cheap 
publicity, I suggest that on some 
busy day they stand on their head 
in the center of Main street. This 
is a stunt that won’t cost them 
any money, but will get them 
talked about. 


- . * 
Stunts Don’t Pay, 


It Is Contended 


(‘OOD public relations aren’t the 
result of stunts. Good public 
relations is just a planned pro- 
gram that is contributed to by the 
lowliest employe to the top execu- 
tive of the dealership, all striving 
constantly to give friendly, prompt, 
and economical service to owners. 
Forty years ago I was connected 
with an automobile factory. We 
had plenty of cars but little money. 
We started to trade cars for ad- 
vertising space—trade deals. This 
was satisfactory to no one. The 
publishers got the cars for space 
that wouldn’t otherwise have been 
sold, so they cost them nothing. 
Articles that cost nothing aren't 
appreciated. The cars, therefore, 
were not properly maintained and 
caused a lot of trouble in the ter- 
ritory and injured the manufactur- 
er’s reputation. 

The advertising was not effec- 
tive. It didn’t cover the market, 
nor was it consistent. It ap- 
peared only in the territory where 
papers would accept such a deal 
and the seasons when the pub- 
lishers had unsold space, rather 
than at a time, and in the terri- 
tory, when it could do the adver- 
tiser the most good. - 

With a trade deal, the advertiser 
isn’t favored with position or even 
careful printing. Such a practice 
is not prevalent anymore in the 
industry. Legitimate publishers or 
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smart advertisers would not enter 
into it. 


Must Keep Up 
With Changes 


DEALER cannot afford to have 
his advertising or publicity be 
directed by outside influences if he 
expects maximum returns from 
his investment. He must employ 


* 





a carefully planned campaign and 


use care in selection of mediums. 
He must reach his market consis- 
tently so that people won’t have 
time to forget. 

Bordering on this subject was 
a remark a dealer made to me 
the other day to the effect that 
satisfied owners were his best 
advertisement. Of course, he is 
absolutely right. Unless we have 
ability to keep customers satis- 
fied, we have no excuse for be- 
ing in business. Nor do I think a 
dealer can last long when a com- 
petitive market returns unless he 
has such ability. 

Satisfying customers is the basis 
of being in business. 
take it for granted that a mer- 
chant can satisfy them. But no 
one, including automobile dealers, 
can rest their future on merely 
their ability to satisfy present cus- 
tomers. 

Their present customers die and 
move away. If we depend on satis- 
fied customers we simply lose out. 
New people are coming to town, 
young folks are growing up, new 
energetic competition is entering 
the field. To assure our future we 
must have the ability to satisfy 
customers who patronize us. But 
we cannot rest there. Neither can 
dealers depend on the factory’s 
present advertising to keep ahead. 
Dealers can’t afford to be known 
just as another outlet for a cer- 
tain make of car. For security 
they must become known as mer- 
chants of transportation—a dealer 
who delivers a plus value with 
every car he sells. 

- * 
Consistent Program 


Held Only Solution 


A DEALER has a wonderful story 
to tell. Only he can tell it. He 
and his customers are the only 
ones concerned. Dealers’ major in- 
vestment isn’t for the purpose of 
selling cars, but to take care of 
owners. They are unique in this 
respect. Merchants in other lines 
only have a shelf full of goods, and 
clerks to sell it. There is no after- 
sale problems. The ordinary mer- 
chant’s investment is in merchan- 
dise to sell, rather than equipment, 
tools, parts, and manpower to sat- 
isfy and maintain the product they 
sell. 

Therefore, a dealer who is to 


develop a public understanding 
ng his ideals and his poli- 
cies and constantly explain to 
automobile owners what his in- 
vestment and life’s efforts mean 
to them in terms of owner benefit. 
This is altogether a too serious 
problem to depend on stunts or 
even satisfied customers, 
business promotion means a care- 
fully planned consistent program 
using a certain percentage of the 
gross receipts each month or sea- 
son to sell the dealer and his re- 
sponsibility to the community. 


Ala. Dealers Pick 


Group Chairmen 


MONTGOMERY, Ala. — Commit- 
tee chairmanships for the forthcom- 
ing year for the Automobile Dealers 
Assn. of Alabama have been an- 
nounced by W.S. Brewbaker, ADAA 
president. 

They are George W. Cox, associa- 
tion membership; Don H. Maring, 
legislative committee; M. S. Wil- 
liams, public relations; R. J. Jones 
jr., highway safety, and R.)K. Mc- 
Millan, fair trade and practices. 


Customers 






an BRDINA DEALER OFFICERS AND DIRECTORS— 
Walter i Is a. Norfolk. apt ood 


in Richmond. ae Oe to a 


Flournor, Norfolk Newman rmville; 
president: 
com): Cha nevies A Pine, Winchester 


VIRGINIA CONVENTION FUN—There was nfey 


when the Viegiols Automotive Trade Assn 
Coens, 

Randolph Hall Danville; W. D. Hockman 
R. L. Son (Bui ick), Front Royal, and Mrs. 


A. 5 Norton; 
Winiree Fore Culpepper; Charles e ‘iexnnie. ‘Richm ond, and 
G.King, Richmond, seabenetremaner Cc. T. 


P. Hughes, Lynchburg, president; Whee c Utterback, Richmond, ‘first vice-president, and abe W. Freed, \Wehieinare: 


‘et the audience participate. Left to right: R. 
(Reo), 


Denver Raps Probe 


Dealers There Assail Smear of Industry, 
Hold Profiteers in Minority 


Josep 


e, Peters’ burg; W. 


W 


its convention. Paul La 
W. Grubb (Ford), Shatham; Mrs. 
Front Royal; Miss Driver, Waynesboro; 
. 6. Cole, Yanceyville, N. C. 


DENVER.—Automobile dealers of | Murphy-Mahoney Motor Co. (Chev- 


this city do not feel that the Macy 
House investigation into automobile 
sales paints a true picture of the 
situation. 

It is the general opinion that 
there may be a few unscrupulous 
dealers operating in Denver as well 
as in other parts of the country, but 
that the vast majority of estab- 
lished outlets conduct their affairs 
on sound businesslike principles. 


Dealers here, a survey shows, 
have refused offers of just about 
everything for a new car—“bo- 
nuses” running all the way from 
$500 to $1,500. The outlets have 
established individual policies in 
the distribution of new cars and 
handling of tradeins. 

Denver automobile men — those 
that have been here a goodly num- 
ber of years—blame the flagrant 
price abuses on dealers who have 
entered the business of late on a 
get-rich policy and the general pub- 
lic in accepting what they have to 
offer. 

Tom Braden, secretary of the 
Denver Automobile Dealers Assn., 
says that only four cases have been 
taken into court here against buy- 
ers who violated their repurchase 
contract clauses forbidding them 
from reselling their new cars for 
six months. He further pointed out 
that the 65 new-car dealers and 160 
used-car dealers in this city are 
controlled by a Denver ordinance 
and a state dealers’ license law. 

E. Jack Beatty, Hoskins-Beatty 
Co, (Oldsmobile), and a director of 
the NADA, said he did not think 
dealers in this section are practic- 
ing a bonus system in regard to 
new-car sales. He is seriously con- 
sidering posting a $500 reward for 
anyone offering proof that any of 
his salesmen had asked for, or re- 
ceived, a “tip.” He deplored ‘the ac- 
tion of Congress in picking out a 
few bad cases and offering them to 
the general public as an example of 
the industry as a whole. 

R. L. Rickenbaugh, Ricken- 
baugh Cadillac Co., termed the 
action of Congress as “making 
something big out of a few tramps 
in business.” 

Russell Lyons, sales manager of 


rolet), stamped the “*‘ 7-by-night” 
dealers as being to blame and pre- 
dicted they wouldn’t be around 
much longer. He declared further 
that the majority of automobile 
concerns are selling 50 percent of 
their cars without tradeins and that 
half of the tradeins were ancient 
models that were handled without 
profit. 


Los Angeles Dealers 


Elect Symes to Board 

LOS ANGELES.—Glenn C. Cran- 
dall, Highland Park Chevrolet Co., 
5001 N. Figueroa St., has been elected 
to the board of Los Angeles Motor 
Car Dealers Assn. He succeeds J.C. 
Symes, resigned. 


were named at the recent annual convention 

esident and NADA director; L. 

W.. Phillips, fe a 5 Tysinger, 
W. H. Witt, 


entertainment as well as serious Saeiee 





of Automotive Trade Assn. of Virginia 
R. Wyatt. coeewe So Seaborn J 

lam as 
third were, Seated. (left to 
Appomattox; John 


Macy Charges 
Deplored by 


Henderson 


ALBANY, N. Y.—C. D. Hender- 
son, executive vice-president of the 
New York State Automobile Deal- 
ers, has called the charges of the 
Macy subcommittee “unfair and 
misleading,” asserting they “black- 
ened all dealers because of the 
faults of a few.” 

In a letter to Rep. W. Kingsland 
Macy, New York Republican, Hen- 
derson declared that the only high 
profits in the used-car field are 
found in the sale of “new-used 
cars” by speculators. 

“An established dealer, who has 
a substantial investment in fixed 
assets, approaches the on 
from a long-range point of view, 


“Most dealers do make a profit on 
used-car sales—but is there any- 
thing wrong with that? Automobile 
dealers, like any businessmen, are 
in business for profit. If there were 
no profit, they would not be in busi- 
ness for long. 

“The ‘historical’ fact that they 
lost money in prewar days on trade- 
ins did not make that practice cor- 
rect. Has your committee had an 
opportunity yet to check the busi- 
ness mortality rate among automo- 
bile dealers in prewar days? 

“Besides the fact that there is no 
logical reason to perpetuate a busi- 
ness practice simply because it is 
‘historical,’ it must be pointed out 
that today an automobile dealer re- 
ceives at best only the same per- 
centage of profit on each new-car 
sale as he did in prewar days. Yet 
today the dealer's operating ex- 
penses and labor costs have in- 
creased more than 150 percent from 
1941, and he must of necessity make 

(See HENDERSON, Page 6, Col. 5) 





On the House 


How bonafide are new-car order backlogs? Everyone admits they 


aren’t very reliable; that they’re cancellable tomorrow. .. . 


But a 


finance official shed new light on the subject the other day. First of 
all, he told me, factory reports on backlogs are at 


ees. 6 





¢ 


Wemhoff ers.” 


best two weeks late; generally 30 days behind. 
Second—and most important of all—he declared 
any dealer would be a fool to report few orders, if 
he hoped to get his full quota of cars. 

Seems to be a trend in GM towards breaking 
up multiple-line dealerships in some areas, while 
consolidating some lines in 

. An orchid to Ralph A. Young, president 
of Buffalo association; he didn’t forget to thank 
the Buffalo Courier-Hzpress for its editorial 
which pointed out that the Macy report was 
“not a blanket indictment of all new-car deal- 
Young’s letter pointed out that “if the 


communi- 


dealers had robbed the public, there would have been little room 


for the public . 
least 10 percent did): = 


. to dispose of their new cars at a profit (as at 


New York Times’ annual luncheon last week drew the usual num- 


ber of top auto brasshats. 


. Among the 300 who heard a discussion 


of the East vs. West crisis in Europe by Edwin James, managing 
editor of the Times, were J. B. Wagstaff, Bd Quinn, John Gordon, 
George Mason, Bob Somerville, Bill Fish, Don Ahrens, John Cronin, 
Dan Eddins, K. T. Keller, Frank Pierce, Herman Weckler, George 
Romney, Johnny Johnson, Al Crowley, C. B. Thomas, Tex Colbert, 


C. E. Bleicher, L. C. Goad, A. M. 


Wibel, Joe Little, M. L. Douglas, 


A. vanderZee, George Mann, Carl Breer, Jim Zeder, Harvey Fruehauf, 


Joe O’Malley and Nick Kelly sr. 


—Perre WemHuorr, 
ditor. 
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OUR PLATFORM: |. 
and dealers in motor vehicles, parts and accessories. 
™ the dealer on every used vehicle accepted in partial payment for a new 
A car or truck. § 3, hey dollar of gasoline tax collected by state or —— 
governments applied to the building and maintenance of highways. The 
e elimination of governmental and bureaucratic controls over this hover 
R 4 5. A return to the precepts of independence and the rewards of applied 

energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


A Little Breeze Stirs 
A Powerful Storm 


ARE 46,000 new-car dealers in the United States. 
We think that is an important figure. There is another 
important figure. It is 2. It did not get much publicity. It 
was lost in a maze of projections which brought unfavor- 

able public notice to the auto industry. 
Few realize it, but the source of the millions of words 
spread across the country by the Macy committee in Wash- 
ington were the practices of 
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Fair and equitable contracts between manufacturers 
§ 2. A fair profit to 
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two dealers. Two out of 46,- 
000. 


We aren’t trying to 
whitewash the other 45,- 
998. We are just trying to 

int out what a little 

reeze it takes to stir up 
a storm against the auto 
industry these days. 

There is an almost uni- 
versal willingness today to 
believe the worst of the auto 
industry at the slightest 
provocation. The Macy hear- 
ing did not prove much. It 
just served as a handy whip 
with which an indignant 
public might beat the indus- 

qinus OOD Sere. Shes Sow’ thee tuchesary’ in the 
v4 ington ews. tion for the in in the 

Latest Model—Now on Display fact that the evidence is so 
m . The incident should serve, however, as an occasion 
for auto dealers and manufacturers to consider thoughtfully 
what they can or want to do about public disfavor. 

“There isn’t much doubt that the industry stands indict- 
ed, justly, - unjustly. As for the individual dealer, the 

erent. If he is treating customers fairly, 
he anak, stands well in his own community. 

There isn’t any easy, overall answer to the problem. The 
problem goes out to each factory and each dealer. They 
must weigh merchandising practices and extra profits 
against goodwill and illwill. 

Certainly it is no sin to sell accessories. Nor is it a sin 
to make a profit on a car traded in for a new one. But it 

isn’t a gi business practice for a dealer, who wants to 
maintain a reputation in a community, to force customers 
to take accessories they don’t want. 

Nor is it sound business to claim cars are delivered in 
rotation by order date and then move a late comer with a 
good trade to the top of the list. 

It is no more wise for a factory to load dealers with ac- 
cessories to the point where they have to load the customers. 

We think that very few factories or dealers are breaking 


laws. But it eehding that those who break good business 
practices are building a bad reputation for all. 


t 
& 
= 
s 
Bs 


vy weal 
yore 


NS Sara 
As 


Ki 


i} 
— 


A“ 





‘| will: 





PROBABLY IT IS a good thing 
for most of us to be required to 
“go into drydock” once in a while 
to check up on our operating ma- 

chinery, and per- 
SHORT haps even to have 
TAKES eur bottoms 


scraped of ac- 
cumulated teredos and barnacles. 
When the doctor, in whom you 
have confidence, says, “My boy, you 
are going to the hospital for a cou- 
ple of weeks’ rest and observation,” 
you beg off pleading that after 10 
weeks away from home, that hum- 
ble edifice has taken on all of the 
attributes you ever hope to find in 
heaven. So, as a 
good physician 
who understands 
you better than 
you do yourself, 
he reluctantly 
gives you permis- 
sion, but only 
after you have 
sworn on a stack 
of Bibles that you 
(1) have no 
visitors, (2) an- 
swer no tele- 





G. M. Slocum 
phones, (3) climb no stairs, (4) take 


your medicine like a man. His 
parting shot is always the most 
disarming, “Remember, it took you 
years to get this way and you can 
hardly expect to get perfectly well 
again overnight!” So here are a 
few of the things a convalescent 
thinks about as he reads his news- 
paper or listens to the radio. 
. * * 


IT HARDLY seems possible that 
less than a month ago we were 
standing with no less than a half 
million Britishers in Hyde Park 
watching King George VI review 
troups with Gen. Montgomery who 
is retiring from active service. For 
more than an hour, we watched the 
king standing in a converted Jeep, 
holding on to a rail which had 
been placed just back of the driv- 
er’s seat, dashing up and down the 
long lines of men standing at atten- 
tion. We thought then that even 
a king would have to be made of 
stern stuff to stand that kind of 
punishment. Now we read that he 
is suffering from a rare arterial 
disease in his legs which makes 
even standing a chore and may lead 
to very serious complications. We 
dislike to think we witnessed the 
demonstration which undoubtedly 
brought this on. 


WHAT'S THIS I see? A senator 
from Vermont (of all places) and 
even if that were not alarming 
enough (of all things) a Republi- 
can, is asking for an inquiry into 
corporation profits which he esti- 
mates will run $20 billion for the 
current year. He wants to know 
how come and what is going to be 
done with this money. Well, not 
knowing, we will accept the sena- 
tor’s figure and assume he means 
after Uncle Sam has skimmed 38 
percent of the $20 billion right off 
the top. Just what does this “stag- 
gering figure” mean when com- 
pared with this year’s national in- 
come of from 220 to 250 billion? 
It is all a question of how much 
you estimate the American dollar 
has been inflated. If, for easy figur- 
ing, you say 50 percent, then all 
figures take on their proper per- 
spective. Labor, materials, replace- 
ment, new buildings and machinery 
—all have increased proportion- 
ately in cost so that the “$20 bil- 
lion” represents actually only a fair 
return to the stockholders who in- 
vested their hard-earned dollars 
when a dollar was worth twice 
what it is today. 


Surely, these investors who risked 
their capital are entitled to the 
same increases which labor de- 
manded and received. If we could 
ever change the cartoonist’s con- 
ception of the capitalist from the 
bloated bond-holder type with his 
high hat, long cigar and heavy 
watch-chain, to the schoolteacher, 
widowed-mother or worthy-charity 
type who actually are the principal 
stockholders in our corporations to- 
day, we would remove the principal 
stock in trade of the political 
demigod.—G.M:S. 
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AvTO MAKER SAYS 
‘WERE LIVING INA 
Fools PARADISE" 


‘An Oviatt... ... 


This ie an open forum for the discussion ef any sub; 
weleomed. 


readers, and your letters are 
letters but you may sign your 


No attention is 


name with the assurance 
used, ff you so request. Address Editor, Autemotive News, Detroit 26, Mich. 


Set the Pace 

In your issue of Nov. 1, there 
was an article written by Bernie 
Thomas, entitled “Independents 
Set Pace.” In this article Mr. 
Thomas did not mention Stude- 
baker. 

In our opinion, Studebaker has 
set the pace for all new design and 
has done an outstanding job in 
manufacturing. We don’t see how 
anybody could write an article like 
this and not mention the name 
Studebaker.—WituiaM CaTLIn, Wil- 
liam Catlin and Sons (Studebaker), 
Jacksonville, Fla. 

Eprror’s Note: A bad over- 
sight; Writer Thomas is eating 
crow along with the election 
pollsters. He atoned in part with 
a@ pointed paragraph on Stude- 
baker’s fine record in his pro- 
duction story of Nov. 15 (page 
one, column five). 

. + +o 


Concurs 


We read with particular interest 
Jack Weed’s column and the article 
“Extra Truck Profits Imperiled” in 
your Sept. 27 issue. 

We concur wholeheartedly and 
believe your warning was most 
timely because, in our opinion, 
many dealers are already “selling 
themselves short” to the detriment 
of the entire industry. 

Needless to say, we read every 
issue of AvuTomotive News from 
cover to cover. Keep up the good 
work and let’s hope “a word to the 
UNwise” will be sufficient—P. C. 
DuckwortH, manager, Virginian 
Motors, Inc. (Ford), Lynchburg, Va. 


* + * 


Mistakes? 


I think Tucker Corp. has made a 
big mistake in not tooling up and 
bringing out an assem*'-4 conven- 





tional car in the medium-priced 
field like Kaiser-Frazer Corp. 

I don’t see why Crosley doesn’t 
add a larger four-cylinder car—one 
around 60 or 65 horsepower and 
with a wheelbase of around 104 
inches—one that would be suitable 
for the farm. There aren’t any one 
of the Big Three suitable for the 
farm any more.—HERBERT PARKER, 
Oakland, IIl. 

+e aa e 


Used Car Market 


Just received your Nov. 22 issue 
of Automotive News. Thanks for 
the story on page 2 clarifying the 
used-car market picture. — Jack 
Moss, used-car dealer, Oklahoma 
City. 


Coming Events 


NOVEMBER 
Nov. 29—Wyoming Auto Dealers Assn. con- 


vention, 
DECEMBER 
Dec, 3-4—-Missoula, Mont. Annual conclave 
of Montana Automobile Dealers Assn, 


Dec, 6-7 — Wichita, Kans. (Hotel Broad- 
view). Annual eee Kansas Motor 
Car Dealers A 

Dec. 6-7—Boise. 
annual meeting. 

mee oe -— Chicago (Navy Pier). 


ng °9-—Detrolt (Book-Cadillac hotel), Hun 
dred Millionth banquet, Automotive Man 
—ae Assn. 

it Lake City. Annual convention 
of Utah Auto Dealers Assn. 

Dec. 11 — , Ariz, (San Marcos 
hotel). Annual convention, Arizona Au- 
meee Dealers Assn. 

Dec, 14 — Detroit (Statler pene Annua! 
ae Detroit Auto Dealers Assn. 

JANUARY 

Jan, 13-14—Lincolm. Nebraska Auto Deal 
ers convention. 

Jan, 24-27 — San Francisco (Civic Audi 
torlum). Annual Convention and Equip 
ment Show of NADA, 


“Tdaho Auto Dealers Assn. 
ASI 


MARCH 
March 25-28—Toronto (King Edward ho- 
tel). Annual convention, Canadian Auto- 
motive Wholesalers Assn. 


March 29 - Apr. 1—Toronto (National Ex- 
hibition grounds). Canadian automotive 
service show, 
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_ Searching inquiry by experts 
=~ proves the Swfercorcty of 
PORCELAINIZE 


TRADE MARK REG. U. S. PAT. OFF. . 


in spectacular beauty and matchless durability over waxes, glazes 
and ordinary polishes. This fact is confirmed by those major 
automobile manufacturers who have tested PORCELAINIZE com- 
petitively not just for months but for years. PORCELAINIZE, in 
a field by itself, is the process these experts recommend 

both for new and older cars. 


If you are not now offering PORCELAINIZE advantages to 
your customers, order an initial supply today. Prove 
for yourself its guaranteed superiority on 50 cars. With this 

2 a) ae) ik cite We tehBadl tastiest Sibi lit 


CAN BE THE MOST PROFITABLE SPACE helps available, PORCELAINIZE can become 
your third largest source of service revenue. 
ON YOUR SERVICE DEPARTMENT FLOOR . 


AN EXCLUSIVE NEW CAR DEALER SERVICE 
HERE’S ALL YOU NEED... Nationally Advertised 


One electric power buffer (costs $60 to $75). - Approved by thousands of successful 
One easily and quickly trained operator. L Automobile Dealers and countless 
One case of PORCELAINIZE Liquid Bi automobile pwners, since 1934. 
(Services 48 cars and costs ; 
$60 per case). 
One case of PORCELAINIZE 
WASH CREAM 
(Services 96 or more jobs; Se 
costs $8.64). ee 


For evidence of Team weer FILL IN, MAIL 


Denver 9, Colorado 


, PLEASE MAIL US without obligation, full information regarding 
PORCELAINIZE profits and “dealer designed” merchandising program: 





as well as full information regarding Name of Compony 
one of the smallest investments you To Attention of 
ever made, mail this coupon now .. . City onan State 
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FREEMAN & FREEMAN, INC., DENVER, COLORADO 












NEW YORK.—More than half of 
the nation’s car owners, 54 percent, 
think dealers are unfair in allocat- 
ing new cars to customers, Crowell- 
Collier Publishing Co. says, Adding 
in nonowners, the figure is 50.6 per- 
cent. 

The statement is based on the 
firm’s 12th annual automotive sur- 
vey, which is broader this year, 
covering both urban and rural fam- 


ilies, car owners and non-car 
owners. 
Only 18.1 percent regard the 


dealer as fair, while 31.3 percent 
withheld opinion, 

Perhaps as a hedge against this, 
nearly one out of four respondents, 
23.6 percent, admitted placing or- 
ders with one or more dealers. 

The survey involved 6,402 per- 
sonal interviews taken among a 
cross-section of urban and rural 
families, according to Ray Robin- 
son, Crowell-Collier research di- 
rector. 

Other high points: 

1. Crowell-Collier figures the auto 
industry will be kept humming at 
capacity production for more than 
two years to keep up with demand. 

2. The annual car servicing and 
repair bill amounts to $4.7 billion, 
of which about half goes to car 
dealers, over a third to independent 
shops and the rest to filling stations 
and other places. 

3. Half, 52.5 percent, 
pay cash for new cars, 


4. Most, 56.7 percent, realistically 


40 Pct. of Deals 
In Utah Made 
Without Tradein 


SALT LAKE CITY.—Over 40 per- 
cent of the new cars sold in Utah 
since the end of the war have been 
sold without a tradein, according 
to a survey conducted by the Utah 
Automobile Dealers Assn. 

Charles C. Freed, regional vice- 
president and executive committee 
member of NADA, reporting on 
the results of the survey, pointed 
out that before the war only 10 
percent of the new cars sold did 
not involve a tradein. 

Freed also said the average gross 
discount for dealers on new cars is 
18 to 20 percent depending on the 
make. He also praised dealers for 
not selling above list price and for 
not loading cars. 

“New-car dealers have saved 
people millions by not selling cars 
above factory list prices, such as 
was the practice of some purchas- 
ers of new cars,” Freed declared. 

“The average dealer over the last 
three years has had to backlog 
orders for radios and heaters be- 
cause of insufficient production. We 
have made pledges that we will not 
force anyone who buys a car to 
purchase accessories that do not 
come from the car manufacturers.” 


Meetings Planned 


For Minn. Dealers 


MINNEAPOLIS.—In an effort to 
get his new administration under- 
way, Herman Miller, newly-elected 
president of the Minnesota Auto- 
mobile dealers Assn.,will attempt to 
visit the state’s automobile dealers 
in a series of local meetings. 

Miller has requested various local 
dealer groups to plan meetings 
which he and Secretary Glenn 
Atcheson will attend during the 
coming winter months. Atcheson 
also requested dealers who do not 
have a local association to organize 
a meeting so that Miller and he 
may discuss the association’s 1949 
program and membership drive 
with them. 

Meanwhile it was revealed by 
Minnesota NADA director George 
Ziesmer, Mankato, that Minnesota 
exceeded its quota during the NADA 
Give a Day drive, placing second 
with 139 new members to bring the 
total NADA members from the 
state to 1,457 as of Nov.1. 


Powell Replaces Bowen 
Charles A. Powell jr. has been 
named manager of Lee Motors 
(Ford), Fort Myers, Fila. Powell 
replaces John Bowen, who re- 
signed. 


intend to 





Half Call Dealers Unfair 


Survey Shows Only 18% Think Well of Them; 
Capacity Output for Two Years Seen 
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look for a price increase on 1949 
models, while only 8.1 percent ex- 
pect a price drop. 


5. In rural areas (2,500 or less 
population) there is a distinct pref- 
erence for used cars, nearly three 
out of five, 58.5 percent, of existing 
autos having been bought second- 
hand and 77.6 percent of them are 
of 1945 or earlier model. 


The survey shows 15,400,000 pros- 
pects for cars to be bought, new or 
used, between the time the survey 
was taken last July and the end 
of 1950. Moreover, for every three 
prospective purchasers the survey 
uncovered one family—a total of 
5,000,000—undecided about buying a 
ear during this period. 


Should any of this group be 
persuaded to purchase new cars, 
the auto industry’s production 
lines, now turning out about 
4,000,000 annually, could be kept 
going ful tilt far into, if not be- 
yond, 1951, it was declared, 

The typical car on the highway 
today is a 1940 model with 59,000 
miles on its speedometer, the sur- 
vey found, and an average of 9,200 
miles was driven by all car owners 
during 1947. One out of every four 
cars, 25.4 percent, traveling the 
roads today, is a postwar model, 
the survey indicated. 

Of the 15,400,000 prospective buy- 
ers, 12,900,000 plan to purchase a 
new car but only 6,091,000 orders 
have been placed by 4,500,000 pros- 
pects. 

The study showed that 3,000,000 
hoped to buy new cars between 
July and December this year, 
4,800,000 next year, and 2,900,000 in 
1950, with 2,200,000 undetermined as 
to which of the years. In addition, 
there are 1,100,000 families unde- 
cided between buying a new or 
used car and another 1,400,000 plan- 
ning on purchasing the second-hand 
variety. Remaining is the sizeable 
5,000,000 undecided group for man- 
ufacturer-dealer cultivation, it was 
indicated. 

Models produced by the indus- 
try’s Big Three remain favorites 
among car owners as well as 
prospective purchasers, and the 
principal dominating factors in 
the selection of makes by pros- 
pective purchasers are: 1. Previ- 
ous ownership; 2. general satis- 
faction; 3, economical as to price; 
4. low maintenance and operating 
cost. 

Inasmuch as nearly $5 billion is 
spent yearly on service and repairs, 
Crowell-Collier sought attitudes on 
these essentials. It developed that 
the majority of car owners go to 
dealers for major repairs, adjust- 
ments and tuneups—more than two 
to one to the dealership from which 
the auto was purchased—but to fill- 
ing stations for lubrication. 

As vehicles get older, especially 
among cars bought second-hand, 
the owners are inclined to patronize 
independents for repairs, it was 
shown. A discovery in this respect 
was that, whereas only 7 percent 
of urban car owners said they made 
their own major repairs last year, 
the number this year jumped to 
11.8 percent. 

In the main, however, outside 
repair work seems to please, 89.4 
percent expressing satisfaction 
with the last repair job and 59.3 
percent saying the charges were 
just about as expected. 

As evidence that owners have 
ready money to finance the upkeep 
and repair of cars, 94.2 percent paid 
cash during the past year for re- 
pairs and services, the survey 
found. 


Reuscher Named 


To Hudson Post 


DETROIT.—W. J. Reuscher has 
been appointed comptroller of Hud- 
son Motor Car Co., it is announced 
by A. E. Barit, 
president. 

Reuscher comes 
to Hudson from 
the Bendix Home 
Appliance Co., 
where he has 
served since 1942. 
At Bendix he was 
secretary of the 
company and 
later vice-presi- 
dent and treas- 
urer. 





New Dealer Buildings . 















‘49 BUICKS SHOWN AT OPENING—The new Mueller-Harkins (Buick) building in Tacoma, 


Wash. This pioneer firm has been a distributor since 1916, serving the 


Tacoma area and 


southwest Washington. The four-story building is at Sixth and St. Helens. Features are the 
huge pylon, the twin turntable show windows and the round glassed-in tower which will 
serve as employes’ lunch and recreation room. In all, there are over two acres of floor 
area under cover, in addition to large parking areas on the roof and adjacent lots. Prin- 
cipals of the dealership include R. A. Mueller, president; J. A. Mueller, vice-president and 
treasurer; Elsie Mueller, secretary; W. C. 
zone service manager. 





Baldwin, zone sales manager, and R. L. 


ee Ra 


Renwick, 





15,000 ATTEND DALLAS OPENING—Boedeker-Verner Motors (Dodge), presented orchids 


to the first 500 women attending and distributed 9,500 helium-filled 


alloons and a certifi- 


cate of a free wash or grease job to every visitor. The $500,000 dealership is headed by 
Lawrence T. Verner, veteran Dallas dealer who is president and general manager. Waller 
. Boedeker, Dallas businessman, is vice-president. 


* 
; 
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NEW NASH DEALERSHIP IN MILWAUKEE—Tellone-Nash, Inc., on the south side of the 
city, covers about 22,000 square feet of floor space, of which 17,000 are used for service, 


2,300 for showroom, 1,800 for the 
Equipment, according to Frank 


arts department and 900 for executive and general offices. 
ellone, includes |! Globe hoists, Sun testing and tuning 


apparatus, a John Bean Visualiner and Kent-Moore merchandisers. 





READY FOR SERVICE IN SOUTH BEND—Formal opening was held recently of the service 


shop for commercial cars of Scherman-Schaus-Freeman (Studebaker 
Sts. Service manager is Vic Harshman; truck service foreman, John 


at Lafayette and South 
dgar, and shop foreman, 


Walter Korkhouse. The total floor space assigned to truck service is 6,500 square feet, and 
the department is now handling from 15 to 20 trucks daily. 





CUSTOMER CONVENIENCE AND UTILITY EMPHASIZED—The new Mark Leach Lincoln- 
Mercury Sales & Service building at 12955 Grand River Ave., Detroit. The entire establish- 
ment occupies a whole city block with 25,000 square feet devoted to the building proper 
and 13,000 square feet for a used-car and parking lot. The new building features large 
display windows slanted so as to provide a better view to the traffic coming from both 
directions. The parts department also occupies an important section of the front windows 
The service entrance, reached through a covered canopy, provides customers with added 


protection against unfavorable weather. 


Bottleneck Broken 
3-Power Agreement Signed 


On Threaded Parts 


NEW YORK. — Standardizing of 
threads of ordinary screws, bolts, 
nuts and other threaded parts was 
a step closer to realization recently 
when representatives of the U. S., 
Canada and England met here to 
formalize a uniformity agreement. 

The program had its foundation 
in a discovery, during wartime, that 
British and American gun parts of 


identical design could not be fitted 
together because of a difference of 
five degrees in the angle of threads 
on their bolts, nuts and screws, The 
same was also true of all motor 
vehicles. 

Members of the U. S. standard- 
ization committee included the fol- 
lowing: Harry A. Marchant, Chrys- 
ler Corp.; W. L. Barth, General 
Motors; C. G. Davey, A.C. Spark- 
plug: division, General Motors; P. 
M. Delzell, Gage division, Ford Mo- 
tor Co.; F. C, Leiner, Cadillac; J. 
M. Crawford, Chevrolet, and W. S. 
James, Ford Motor Co. 


42,000 Throng 
N. Y. Showing 
Of Dodge Trucks 


NEW YORK.—More than 42,000 
visitors attended the four-day 
Dodge Truck and Equipment show 
staged by the Metropolitan Dodge 
Dealers, Inc., at Madison Square 
Garden last week. 

The show offered 204 exhibits of 
trucks, chassis, parts, accessories, 
special services, with a complete 
range of body types. More than 90 
bodies were furnished through the 
cooperation of 210 Dodge dealers in 
the territory and 62 exhibits were 
staged by equipment manufac- 
turers. 

Three special days were set aside 
for dealers and their invited guests, 
including many fleet operators and 
special equipment users. Thursday 
(Nov. 18) was designated New York 
day, Friday was New Jersey day 
and Saturday was dedicated to 
dealers from Connecticut and Penn- 
sylvania. Dealers from those re- 
spective areas attended noonday 
luncheons given by the show com- 
mittee. 

Milton Lipkins, president of the 
Metropolitan Dodge Dealers, Inc., 
declared that while many actual 
sales were made at the show, its 
chief purpose was to enable exhibi- 
tors to obtain lists of prospects and 
to afford the public its first oppor- 
tunity to inspect the new Dodge 
route van. These included numer- 
ous small users of motor trucks, 
Lipkins said. 

Among Dodge officials attending 
the show were the following: L. L. 
Colbert, president, Dodge; L. J. 
Purdy, vice-president; E. C. Quinn, 
general sales manager, and George 
Orphal, assistant truck sales man- 
ager. 

Plans for the show were formu- 
lated by J. W. McLaughlin, New 
York regional manager. He was 
assisted by Meyer Lasker, vice- 
president, and Roland Babb, secre- 
tary-treasurer of the Metropolitan 
New York Dodge Dealers, Inc. 


Henderson 


(Continued from Page 3) 
a profit on his used-car sales if he 
wishes to remain in business. 

“You have said that your investi- 
gations show dealers are selling 
used cars at an average of 43 per- 
cent above the amount they have 
allowed. Yet the same report shows 
that one individual has made profits 
on tradeins ranging up to 500 per- 
cent. 

“Naturally an exorbitant profit 
of this sort on the part of one 
dealer is bound to pull your aver- 
ages all out of line, making it 
seem that all dealers have real- 
ized ridiculously high profits... . 

“May I suggest that your com- 
mittee look into the following top- 
ics, answers to which might serve 
to throw a different light on the 
entire question: 

“1, The traditional dealer’s dis- 
count allowed to dealers in com- 
parable businesses. 

“2. The high cost of buildings 
which factories are requiring their 
franchised dealers to erect. 

“3. The average profit made by 
dealers prior to the war and the 
high rate of business mortality 
among automobile dealers in that 
period. 

“4. The rate of return received by 
most dealers on their investment. 

“After our long acquaintance dur- 
ing your years in the state legisla- 
ture at Albany, I know you are too 
fair to place blame where no blame 
is due, but are honestly attempting 
to clean up the practices of those 
few individual dealers whose ac- 
tions are hurting the automobile 
business as a whole. I am certain 
that a study of these questions by 
your committee will help the future 
of the automobile business and 
make transportation available to 
more people.” 


Myers Heads Up 
Ottawa Dealers 


OTTAWA, Ont.—Gordon Myers, 
of Myers Motors, Ltd., last week 
was elected president of the Ot- 
tawa Automotive Trades  Assn., 
which includes all automobile dea!- 
ers in this region of Canada. 

Others elected were Edward Ca- 
beldu, vice-president; Edward Mi!- 
len, secretary, and George Tichie 
and Ken Guest, directors. 
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‘49 Buick Up Only 4%, Cadillac 3.2% . . . 
Trend to Smaller Price Increases? 


(Continued from Page 1) 


Frazer in holding the price line on 
its 49 models was cited as further 
evidence of a possible cutback in 
price-raising. 

. +. * 

T WAS POINTED OUT, however, 

that the ’49 model cost problems 
of other makers may be such as to 
necessitate price increases higher 
percentage-wise than those made 
by the two General Motors divi- 
sions. 

On the other hand, several ob- 
servers said there was reason to 
believe the Buick-Cadillac increases 
would exert a dampening influence 
on the price-hike plans of others 
whose introductions are yet to come. 

The rest of the GM divisions 
will unwrap their ’49 packages in 
December and January, in time 
for the GM show at New York’s 
Waldorf-Astoria hotel starting 
Jan. 20. Oldsmobile, Pontiac and 
Chevrolet are scheduled to make 

announcements in that order. 

Chrysler Corp. unveilings of the 
new Plymouth, Dodge, DeSoto and 
Chrysler are expected to get under- 
way in February, and President 
K. T. Keller has already indicated 
higher prices for the ’49s. The 
Packard and Studebaker introduc- 
tions are slated after the first of | 
the year. 


* * * | 


BOOST in prices was also an- 
“4% nounced last week by M. D. 
Douglas, general manager of the 
GMC Truck & Coach division. Fac- 
tory list prices of GMC light and 
medium-duty truck chassis went up 
$90 to $175, while $10 was added to 
the price of cabs for trucks and 
$50 to the price of panel bodies. 

Buick increased its Flint ad- 
vertised-delivered prices by $52 
on the unchanged Special series, 
$105-$106 on the newly-styled Su- 
per series and $364-$366 on the 
redesigned Roadmaster line. The 
latter boost, however, included 
an estimated $254 for Dynaflow 
drive, windshield washer and 
dual back-up lights—all of which 
are now standard equipment on 
Roadmaster cars. 

Cadillac posted the following in- 
creases in its Detroit advertised- 
delivered prices: $112 on Series 61; 
$107 on Series 62; $71 on Series 60 
Special, and $54 on Series 75. 

* * * 
THE NEW models of both Gen- 
eral Motors divisions were to be 
on display by today (Nov. 29) at 
dealerships throughout the country. 

No GM vehicle division has 
boosted prices since last summer, 
when increases were made follow- 
ing the third round of postwar 
wage hikes. 

Buick set a list price of $200 for 
Dynaflow automatic transmission, 
which is available as _ optional 


Resale Contracts 


Ruled Illegal 
In Seattle Test 


SEATTLE.—Repurchase contracts | 
of the type used by two local auto- | 
mobile dealers were declared illegal | 
here by Superior Judge James T. | 
Lawler. 

Judge Lawler sustained defense 
demurrers to four suits against 
new-car purchasers by dealers who 
claimed the customers resold their 
new cars without giving the deal- 
ers a chance to buy them back. 

Finding in favor of the defen-| 
dants, the court said that the con- | 
tracts lacked mutuality and were| 
unilateral in that all the obliga- | 
tions were on one side and that 
the dealer was not bound to buy| 
back the cars. 

The court also found that the| 
money the new-car purchasers | 
pledged to pay the dealers in case 
of resale was not liquidated dam- 
ages, but was a penalty. Penalties, 
Judge Lawler pointed out, are dis- | 
avowed by the law. | 

The dealerships involved, Ander- | 
son Buick Co. and Marriott Coch- | 
ran Motors, Inc. (Dodge), have ap- | 
pealed the decision to the State 
Supreme court. 








AUTOMOTIVE NEWS WANT ADS have 
een proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
Bee the back pages of this issue. 


equipment on the ’49 Super series. 

Indicative of increasing costs 
for auto makers was the $52 rise 
in the prices of Buick’s Special 
series models, although these did 

not undergo any changes for 

1949. Buick has said that the 
Special series would be rede- 
signed next spring. 

Buick listed no price for the new 
Roadmaster Riviera hard-top cus- 
tom coupe, which is scheduled for 
production next year. 

7 + * 
UICK four-door sedans now 
have the following advertised- 
delivered price tags, which include 
federal taxes and dealer handling 
charges: Special, $1,861; Super, 
$2,192; Roadmaster, $2,782. 
Cadillac four-door sedans are 


Here is streamlined 
beauty at its best! This 
Deluxe Twin Air Model 
with the new 11-segment 
motor provides excellent 
heating, defrosting and 
foot-warming. 


eal en Mme Cee ORS 


The Super Power Heater 
is custom built like all 
other E.A. heaters for 
easy installation in knock- 
outs on the interior. side 
of the dash in the latest 
Chrysler-built cars. 


Handsome in every de- 
tail. Easily installed on 
all latest models. 





F-21B—for Mercurys, Ford Cars and Trucks 


priced as follows: Series 61, $2,945; 
Series 62, $3,103; Series 60 Special, 
$3,891; Series 75, $4,833. 

Of the new ’49 models unveiled 
to date, price boosts were made on 
all except Kaiser and Frazer. 
Others to go up in price, besides 
Buick and Cadillac, were Ford, 
Lincoln, Mercury and Nash. 

As of Nov. 1, Hudson began de- 
livering °49 models. New serial 
numbers for title designations were 
the only change from the '48 
Hudsons, 





Sunshine Motors Opens 


Sunshine Motors, Inc., 200 S. 
Tampa St., Tampa, Fla., has opened 
in its remodeled and enlarged plant, 
according to Raymond S. Keller, 
manager. 
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HUNDRED MILLIONTH PARADE IN DALLAS—Spectators packed Main St. five deep to 


witness the celebration of the industry's 100,000,000th car milestone. The photo shows a 
1906 Cadillac chugging its way successfully along the parade route as one of numerous 
relics that depicted the evolution from “horses to horsepower,"’ the theme of the mile-long 
procession. The event was sponsored by the Authorized New Car Dealers of Dallas, Inc. 








AUTOMOTIVE NEWS offers to advertisers a weekly audience of an estimated 
90,000 cover-to-cover readers! 


FURNISH THE 
RIGHT HEATER 


When you buy from E.A. (national heater 
headquarters), you choose from a complete 
line of custom-built, easy-to-install heaters. 
You'll like E.A. big-dollar, top-performing 
value immediately . . . you'll like the high, 
wide and handsome profit that comes with 
every heater, too! se ae 
E.A. has the right heater for you. Buying from 
E.A. means being assured of the best possi- | 
ble service from the world’s largest inde- 
pendent manufacturer of auto heaters. The 
heaters shown here are three leaders. - 





E. A. LABORATORIES, INC. 
Myrtle Ave. & Spencer St., Brooklyn 5. 


Gentlemen: We are interested in your proposition. 


E. A. LABORATORIES, Inc., Brooklyn 5, New York 


El Monte, California + Chicago, Illinois 


Made by E. A.—the leader since 1904 in the automotive accessory field. 


We are agents for 
Name 
Address : sistilbasinntcuitateticaiga ht NN 
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Chevrolet—‘“‘Tops”’ in Sales for the Total 18-Year Period—1931 


to date—is ‘“‘Tops in Times Square, Too’”’ with this Huge 


“Spectacular” Sign. Height—More than 74 feet. Width—105 


feet. Illumination —Ten Thousand Light Bulbs! 


At the ‘‘Showplace of Manhattan’’—48th Street endorsement of their merchandise and an appeal 
and Broadway in New York City—stands today to purchase that affects local communities whose 
the Great White Way’s electrical “center citizens are numbered among the millions who 
spread.”” A mammoth symbol of the annually visit the heart of the 
leadership of Chevrolet! nation’s greatest metropolis. 

Each day, hundreds of thousands Yes, Chevrolet is again represented 
of people view this giant “spec- where all Americans may note the 
tacular”’ sign and identify the prod- , Ps product that continues to be their 
uct which for years has maintained ae overwhelming choice for outstanding 
an undisputed ‘“‘top place’”’ in sales of ae value. Chevrolet is “‘tops in Times 
both passenger cars and trucks. Square”’ to tell the world again and 

To Chevrolet dealers in all parts of again—CHEVROLET AND ONLY 
the country, it represents a ‘‘colossal”’ CHEVROLET IS FIRST! 


CHEVROLET MOTOR DIVISION, General Motors Corporation DETROIT 2, MICHIGAN 
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FORD DEALERS PICK COUNCIL REPRESENTATIVES—Dealer representatives of the Ford 
Central region met in Detroit last week and elected Art Kane of Art Kane Motors, Dand- 


ridge, Tenn., and Russ Dawson of Russ Dawson, Inc., Detroit, to the National Ford Dealers 
council to meet in Dearborn next month. Left to right: W. R. Power, Euclid Ford Co., 
Euclid, O.; R. L. Allen, district sales manager, Cleveland; Ray L. Walker, Walker & Battat 
Motors, Newark, O.; E. C. Dennis, manager, Central region administrative department; 
Robert Lowe, Central region; E. H. Scott, manager, regional parts and accessories sales 
department; N. C. Wilson, manager, regional service department; W. C. Lobdell, manager, 
regional business management department; J. W. Chenault, manager, regional truck and 
fleet sales department; D. C. Burdette, assistant regional sales manager; J. C. (Larry) Doyle, 
Central regional sales manager; Kane; R. W. Craig, assistant sales manager, Louisville 
district; O. E. Nonn, Hippodrome Motor Co., Nashville; William Keck, Keck Motor Co., 
Mount Vernon, Ind.; O. F. Yando, district sales manager, Indianapolis; George H. Hoster, 
Hoster-Roberts, Inc., Indianapolis; E. F. Wieneke, E. F. Wieneke Co., Saginaw, Mich.; C. 
E. Ewers, assistant sales manager, Dearborn district; Dawson; C. A. Cronin, Cronin Motor 
Co., Cincinnati, and J. K. Lester, district sales manager, Cincinnati. 





Zh to functional coated fabrics. 


oe for rerftmance 


In one of the nation’s most modern and completely equip- 
ped coating plants, your coating is produced under the most 
rigid and exacting supervision. Actual wearing conditions 
are simulated and studied in American's test laboratories, 
actually a miniature coating plant in itself. 





We urge you to consult us on your coating 
needs for now or the future. Our technical 
department will design the exact coating you 
need, Write, wire or call today. 


AMeTICAN +» . 


‘ N N E 


Bleaching, Sanforizing, Water Repel- 
lent, Zelan, Mercerizing, Definized 
Shrinkage Control, Coating, Dyeing, 
Finishing, Cottons, Rayons, Rayon Mix- 
tures, Printing; Napping. 


It is no longer necessary to choose a coated fabric from a stand- 
ard, limited line. American offers you Custom Coating, coating to 
best fit the fabric to your industry's needs—Coating that is job- 
engineered to increase the value, the quality, the consumer accep- 
tance of your finished products. This is American's answer to the 
multiple needs of modern industry. This is the new way, the modern 


Piant and Home Office: 
Memphis, Tennessee. New York 
Representative, 320 Broadway. 
Phone BEekman 3-6242. 
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Repeal of State Business Tax Urged . . . 
Stress Productivity, W. Va. Dealers Told 


WHITE SULPHUR SPRINGS, 
W. Va.—By emphasizing individual 
productivity, sales and service or- 
ganizations could save the equiva- 
lent of three million workers who 
could then be used by other indus- 
tries needing manpower, according 
to Arthur H. Motley, publisher of 
Parade magazine. 

Motley’s remarks were con- 
tained in an address to the 15th 
annual convention of the West 
Virginia Automobile Dealers 

Assn. here last week. 

Richard D. Chittum of Parkers- 
burg was elected president of the 
association, succeeding Arthur E. 
Walker of Morgantown. 

The New York publisher called 
for less emphasis on production and 
more emphasis on individual pro- 
ductivity. 

The resolutions committee, under 
chairman R. D. Camey of Mont- 
gomery, endorsed repeal of a 1947 
West Virginia legislative act per- 
mitting the levy of a business and 
occupation tax on auto dealers. 


The committee further proposed 





$3 € 4 


a general reduction of 25 percent of 
this tax in place of the present 10 
percent and that the state legisla- 
ture be petitioned to revise the 


most dealers should suffer be- 
cause of the “greedy few.” 

He said the investigation points 
up the need for additional public 


present law in order to eliminate relations activities to correct im- 


inclusion of amounts paid as fed- 
eral excise tax in computation of 
gross business upon which the 
state’s business and occupation tax 
is levied. 

The committee’s final action 
was a resolution expressing con- 
fidence in and support of the Na- 
tional Automobile Dealers Assn. 

The second day’s session heard 
A. W. Zelomek, president of the 
International Statistical Bureau, 
warn against misinterpreting cur- 
rent developments in terms of fu- 
ture results. 

He said that today’s economy is 
shaky because it is measured 
against artificial prosperity born of 
inflation. 

Zelomek said the recent inves- 
tigation of the selling practices 
of Washington auto dealers had 
“given dealers in general a black 
eye” and expressed sympathy that 
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mediate impressions and educate 
the general public that automobiles 
are actually in short supply and 
not being channeled off through 
unscrupulous practices. 


“Automobile demand has run 
consistently ahead of supply,” Zelo- 
mek said. “The ethical dealer has 
not satisfied all his customers and 
he has had a hard job explaining 
why and convincing them that the 
customer’s place in line was being 
scrupulously held.” 


Other officers elected are T. A. 
Galyean, Tag Galyean Motors, 
Charleston, first vice-president; 
Thomas J. Arnold, Spencer, and 
Miriam H. Wilson, Wilson Motor 
Co., Clarksburg, regional vice- 
Presidents; Walter M. Duncan, 
Beckley, secretary-treasurer, and 
William Randolph, Charleston, 
continued as general manager. 
Miriam Wilson, a director last 

year, is the first woman ever 
named a director or officer by the 
organization. 

The board elected Irvin S. Iden 
of Buckhannon to fill the unexpired 
term of director H. D. Abbott of 
Buckhannon, who resigned. 

A proposal by I. W. Bays, Moun- 
tain Motors, Beckley, that directors 
amend the by-laws to permit the 
election of any officer from total 
association membership instead of 
only from the board of directors 
was referred to the board. 


Buick Executives 
Plan 3 Dealer 
Parleys in South 


FLINT.—Buick General Manager 
Ivan L. Wiles and Sales Manager 
Otis L. Waller will leave Dec. 5 to 
address Buick dealers in the South 
and Southwest on the factory’s 
1949 manufacturing, sales, mer- 
chandising and distribution plans. 

They will speak before several 
hundred Buick dealers at luncheon 
meetings in Atlanta on Dec. 6, Dal- 
las on Dec. 8 and Memphis on 
Dec. 9. 

Buick executives will be joined 
in Memphis by Harlow H. Curtice. 
executive vice-president of General 
Motors, and William F. Hufstader. 
GM’s vice-president in charge of 
distribution, in connection with a 
testimonial dinner for Henry C. 
Gillespie, Buick’s southern region 
sales manager who is retiring Dec. 
31 after 28 years’ service. 

Buick officials who will accom- 
pany Wiles and Waller to Atlanta 
and Dallas include C. A. Chayne, 
chief engineer: A. H. Belfie, assis- 
tant general sales manager; R. E. 
Rudd, director of merchandising; 
Gillespie, and C. C. Darby, assis- 
tant southern region sales manager. 

They will be joined in Memphis 
by J. B. Nash and H. J. C. Miller, 
assistant general sales manager; 
O. W. Young, general manufactur- 
ing manager; W. J. Brewer. direc- 
tor of purchases; K. H. Hender- 
shott, comptroller; C. W. Jacobs, 
general service manager; P. E. 
McCracken, general parts man- 
ager; L. M. Taylor, director of dis- 
tribution; E. T. Ragsdale, assistant 
chief engineer, and H. K. Poffen- 
berger, Central region sales man- 
ager. 


Cadillac Chiefs 


Touring Southwest 


DETROIT.—John F. Gordon and 
Don E. Ahrens, Cadillac general 
manager and sales manager, re- 
spectively, planned to visit South- 
western distributors this week in 
a tour by private plane. 

Their itinerary includes Memphis, 
New Orleans, San Antonio, Fort 
Worth, Dallas, Wichita Falls, Tex., 
Oklahoma City, Tulsa, Kansas City 
and St. Louis. 





Lacy Joins Hughes Motor 

George B. Lacy has been added 
to the retail sales force of J. B 
Hughes Motor Co., 2024 W. Broad 
St., Richmond, Va., it was an- 
nounced by Harvey Dean, general 
manager for the concern. 
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@ When Kaiser-Frazer issues an express 
warranty on a new car, the factory makes 





~ good that warranty. On all such warranty 
- work, Kaiser-Frazer pays the bill—the 
e- dealer is reimbursed for 100% of his parts 
4 cost. He is reimbursed for 100%, of his 
r Gin an fh 4a labor cost at his full retail selling rate. 
ast ‘ y 
he Me ' , : 
4 , We do this because it seems to us the fair 
= 4 ; thing to do—fair to both the dealer and i 
™ | | the customer. And we’ve found that being ¥ 
» D re € * fair with those we deal with—in addition . 
~ Le ay to building the finest cars of their kind on 
of , the road—is the best possible way to guar- 
™ a antee the cooperation and acceptance a 
new manufacturer must have to make his 
uy A i & a ae = F a & Z £ a mark in a tough, competitive field. 
‘ We’re not so new, any more. In just a lit- 
> Give Full Retail Profit tle more than two short years, we have 
- become the world’s largest independent 
’s producers of automobiles, with more than 
. To D ea i ers on N ew Cc ar 4,000 dealers and more than 300,000 cars 
n in the hands of satisfied and influential 
Warranty Labor? onan: | 
d 
i But the principle that worked in the begin- is 
; ning is still working. We believe that a ' 
; square deal for everybody is the best possible I 
n deal for us. | 
[ 


Keep your eyes on Kaiser-Frazer. We have 4 
plans for the future that will dwarf any- & 
thing yet accomplished. 





ocemerrermcnweneee 





eg Sem cent pee ae 


KAISER-FRAZER SALES CORPORATION ee oo 
Willow Run, Michigan | 
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Changeover Time Cut 
Called Postwar Feat 


(The opinions expressed herein are those of Columnist Allen and are not 


necessarily those of Automotive News.) 


By A. H. Allen 


a of model changeover time is one of the 
i really important accomplishments of the automotive 
industry in the postwar period. In prewar times, a plant 
shutdown of 30-60 days was normal for effecting retooling 


and the general regrooming®@———— 


of plants in preparation for a 


succeeding model; now plants 
are doing the job in two or three 
weeks, and that goes only for final 
assembly lines, since there is no 
complete shutdown because of the 
careful overlapping of parts pro- 
duction on two models. 

Tool and die suppliers have con- 
tributed a measure to the quick 
changeovers. At one time it was 
the practice of an outside die shop 
to deliver a new set of dies to a 
motor plant, which then had to set 











THE MORE YOU CUT WEIGHT THE MORE 





aside some of its 
production 
presses to be fit- 
ted with the dies 
and tried out on 
new stampings. 
Die tryout is a 
laborious and 
time - consuming 
work, involving 
much hand work 
on the dies after 
they are located 
in presses. 





Now the die shops, at least two | chased on the outside, a change- 


of the larger ones in the Detroit 
area, are equipping their plants 
with complete press tryout lines 
so that dies can be delivered to 
the customer ready in every sense 
for production. This involves the 
expenditure of a large amount 
of money by the die shops, but 
evidently they believe it is worth 
it, or they are being reimbursed 
sufficiently for new dies to take 
care of the investment required. 
In the motor plants themselves, 
there is a high degree of “sand- 
wiching” of new and old model pro- 
duction. Lead time on new axles, 
transmissions and other parts 
needing a considerable amount of 
machining is so extended that a 
start on such parts is made weeks 
before the last of old-model as- 
semblies comes off the line. 


+ + 
MBANWHILS, 
as paint ovens, conveyor lines 


and the like which may have to be | 


shifted to accommodate new de- 
signs is being installed, often right 
alongside production of old models. 
Examples of this technique can be 
observed in several of the Chrysler 
division plants at the present time. 

Naturally, if all a new model 
involves is a new radiator grille 
and minor revisions in parts pur- 


YOU CUT COSTS... 


+ 
equipment such | 


over can be effected almost with- 





Sharks have been known to eat 
rubber tires and five-gallon oil 
cans. 


out any delay, as has been the 
case since 1945, with a couple of 
exceptions. However, where a 
major model change is involved, 
previously necessitating extended 
shutdown periods, enormous 
strides have been made in re- 


ducing layoffs to the minimum, 


that’s why it pays to cut deadweight to the bone 




















Cross members being ‘“‘shot- 
welded” to the uprights of the 
side sections—‘‘Shotwelding”’ is 
an exclusive process used to 
fabricate Stainless Steel into 
trailers of unequalled strength. 


Here the sturdy Stainless Steel 
underframe starts to take form, 
A light but rugged foundation 
engineered to spread stresses 
over the greatest possible area 
—to safely withstand even the 
heaviest loads. 

































with 155 Stamnless Otee! 


@ Stainless Steel is expensive. But NOT when 
you want to give your equipment the highest pay- 
load capacity that can be built into it. For actually, 
only with Stainless Steel—that combines maximum 
yield strength with maximum corrosion resistance 
—is it possible to get rid of every last ounce of 


useless deadweight, safely. 


When other materials are used for reducing truck 
or trailer weight, the designer has to make allow- 
ances for weakening by corrosion. But not with 
Stainless Steel. Working with Stainless all he needs 


rosion. 


to worry about is how strong the structure must be. 
And because Stainless Steel is obtainable with high 
tensile properties he can use very light Stainless 
sections and still come up with a structure that 
while stronger than ordinary is many pounds 
lighter—and that will never be weakened by cor- 


It is those many extra pounds that Stainless can 
save that often make Stainless construction the 
cheapest you can use. Those additional pounds 
saved pay off in additional pounds that can be car- 
ried. What’s more, the ruggedness and toughness of 
Stainless Steel plus its resistance to corrosion pay 
off in very low maintenance and repair costs, in 
freedom from painting expense, in easier cleaning, 


in longer life. Users of Stainless equipment don’t 
think Stainless Steel is expensive—ask them and 


they'll produce operating figures to prove it. 


AMERICAN STEEL & WIRE COMPANY 
GENERAL OFFICES: CLEVELAND, O10 


CARWEGIE-ILLINGIS STEEL CORPORATION, PITTSBURGH & CHICAGO 
COLUMBIA STEEL COMPANY, SAW FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
NATIONAL TUBE COMPANY, PITTSBURGH 


UMITED STATES STEEL SUPPLY COMPANY, WAREHOUSE 
DISTRIBUTORS, COAST TO COAST 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


When you build with Stainless —build with the best 


In U-S-S Stainless Steel we offer you a perfected, service-tested Stainless that 


allows a wide latitude in design and permits the employment of the most ad- 
vanced manufacturing techniques. The result — trailer equipment that will 
deliver the utmost in performance. 


STRIP - PLATES - BARS 


BILLETS - PIPE - TUBES - WIRE 





U°S°S STAINLESS STEEL 


SPECIAL SECTIONS 





8-1381A 











and the achievement should be 
acclaimed, particularly by work- 
ing forces who can now keep on 
the job most of the time. 

The trouble is that, psycholog- 
ically, much of the working force 
is not too interested in staying on 
the job, whatever the _ reason, 
whether it is the deer season or a 
bad Monday morning hangover. 

+ + * 


Costs Delay Changes 


— HIGH cost of new tooling 
for a completely new model is 
making it practically impossible to 
amortize tools and dies over a sin- 
gle year’s production, as has been 
the case in past years for some 
manufacturers, so it is becoming 
the policy now to have a basic 
new model “last” over a two-year 
period, using minor decorative 
changes on the off years. 

In large companies, like Gen- 
eral Motors, where there is a con- 
siderable degree of interchange- 
ability of bodies between differ- 
ent makes, a slightly different 
version of the policy may be in 
the making. Thus GM’s new C 
bodies appeared early this year 
on Cadillac and the Futuramic 
Olds. The new A bodies will ap- 
pear in January on Chevrolet, 
Pontiac and the smaller Olds. 
The old B body is now in process 
of being retooled, but observers in- 
dicate it may be late next year be- 
fore it is ready for production, or 
probably for 1950 models. Thus, 
GM could logically be following 
the pattern of bringing out only 
one new body series next year, 
making a period of three years be- 
tween major changes in each of 
the three series. 





Brake Testing 
Of Traffic Cars 
Begun by U.S. 


WASHINGTON. — The Public 
Roads Administration, with the as- 
sistance of the Advisory Committee 
on Motor Vehicle Brake Research. 
launched the first of a series of 
brake-test studies in Maryland last 
week. Similar studies will be con- 
ducted in the Midwest and on the 
Pacific Coast after the first of the 
year. 

The test runs in Maryland, over 
a section of U.S. 40 about six miles 
southwest of Elkton, will continue 
until Dec. 1. In making the tests, 
passenger cars and trucks are se- 
lected at random from the general 
traffic, weighed and subjected to 
three emergency stops from a speed 
of 20 miles an hour. 

Approximately 100 passenger cars, 
150 single-unit trucks and 150 truck- 
trailer combinations having various 
load capacities were chosen for test 
purposes to determine the minimum 
stopping distance of a large number 
of vehicles of different types. 

Principal objectives of the re- 
search program are to find out what 
levels of brake performance can 
reasonably be met by vehicles cur- 
rently in service, to determine the 
essentials of reasonable brake regu- 
lations and practical means of com- 
plying with these regulations, and 
to establish a better understanding 
of braking phenomena. 








Rustproofing Salt 
Chemical Said to Halt 


Corrosive Effects 


| PITTSBURGH.—Motorists alter- 
nately bless and curse the salt used 
by many towns and cities for ice 
and snow removal. They hate get- 
ting stuck on the street or highway, 
but also fear the corrosive effects 
of the salt on their fenders and car 
underbodies. 

To combat the corrosive effects, 
a Pittsburgh chemical firm has just 
announced a chemical which, added 
in small amounts to the salt, is said 
to stop this rust attack. 

Research completed this autumn 
by Calgon, Inc., has indicated that 
| addition of Banox to the salt—1 per- 
;cent of the chemical, by weight— 
will create a protective film on 
either clean or already rusted metal 
| Surfaces when the street slush is 
splashed against it. 

Calgon chemists explain that 
credit for the idea of “rustproofing” 
the salt belongs to M. L. Davis, 
service director of the city of Akron. 





AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
cover-to-cover readers! Want to buy or 
sell something? Try AUTOMOTIVE NEWS 
WANT ADS! 
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Dealer Business Counsel 


Salesmen’s Salaries and Commissions Will Climb 
In Coming Competitive Market 





(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B. Van Tassel 

= THE WAR, salesmen’s 

salaries, commissions and bo- 
nuses accounted for an average of 
17.8 percent of all a dealer’s busi- 
ness expenses, according to state- 
ments I had ac- 
cess to at that 
time. During the 
first nine months 
of this year, those 
items accounted 
for only 83 per- 
cent, according to 
the latest dealer 
statements that 
have been sent 
me for analysis. 

This is a reduc- 
tion of about 54 

percent in a most important cate- 
gory of doing business. However, 
the closer we get to a buyer’s mar- 
ket, the more dealers will be forced 
to hike salesmen’s salaries and 
commissions. 

It is obvious that a greatly in- 
creased selling job is going to be 
required, This will, of course, find 
the average dealership spending 
more money for salesmen’s salaries 
and commissions, 

Chances are that the average 
dealer won’t be able to offset this 
increased expense by reducing some 
of his other large expense items in | 
this abnormal period of doing busi- 
ness. Consequently, it will mean 
less net profit for dealers. 

It has been my experience in 
the past that maintaining an 
underpaid and undermanned sales | 
force is a very costly proposition. 
It usually results in selling cars | 
and trucks on a price-discount or 
over-allowance basis, rather than 
on a high-grade basis of sales- 
manship that sells a product 
mainly on its superiority. It is | 
my recommendation that dealers | 
endeavor to build up selling man- | 
power on a basis of quality rather | 

| 





4. B. Van Tassel 


than quantity. They should have 
salesmen on their staffs who have 
the qualifications to sell the prod- 
uct instead of a price-discount or 
an over-allowance, 
+ * . | 
AN ACCENT on quality should 
give a dealer a better chance of 
building up a higher gross profit on 
car and truck sales, which will in 
turn result in a larger provision for 
increased salesmen’s compensation. 
A good sales staff is an expense 
item a dealer cannot afford to hold 
down and still expect a sales vol- 
ume that will pay expenses and | 
earn a gross profit. | 

Dealers just can’t do a sales job 
in a competitive market without 
manpower. The stronger and better 
equipped a sales force is to do a 
complete selling job, the higher the 
gross profits. 

Strong sales forces cannot be 
built up overnight. Dealers should 
start now to build them up by 

#employing junior salesmen and 
training them to sell a product on 
the basis of superiority. Mean- | 
while, every effort should be made | 
to lower other operating costs | 
wherever possible. But in these 
days of high costs and wages it 
will be a very difficult job to 
make any drastic decrease in ex- | 
penses in general, 

But then, too, a program of de- | 
creasing expenses is another long- 
range proposition. It requires more 
interest in setting up expense bud- 
gets, and regular checking in order | 

| 
| 


Milwaukee Buyer 
Sues U.C. Dealer | 


MILWAUKEE.—In a suit filed in 
circuit court here, a salesman, E]l- | 
wyn G. Darbo, charges that a used | 
car he bought from Ed Hall Mo-| 
tors, Inc., did not come up to the| 
guarantee. The purchaser asks | 
$1,324.75 damages. 

It is claimed in the suit that the | 
dealer warranted the used car as 
good as new and that it would 
perform as well as a new one. 
However, the purchaser claims that 
many of the parts of the car he 
bought were second hand and 
some were rebuilt, and that the 
dealer had misrepresented the 
make of the engine in the old car. 

A spokesman for the dealer 
stated that the action would be de- 
fended in court. 
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to hold items at a minimum at all | 


times. 
In my checks of dealer state- 


ments I find that where some ex- | 


pense items were of minor impor- 
tance before the war, they can now 
be rated as semi-major items. 

When a dealer has organized his 
expense set-up to the point where 
he cannot reduce below a certain 
figure, he should then start analyz- 
ing his selling gross profits with a 
view to increasing them as much as 
possible. 

In this connection a quality sales 
force, selling cars and trucks on a 
basis of product superiority rather 
than on a basis of price-discounts 
and over-allowances, will help ma- 
terially in obtaining a maximum 
gross profit. 

+ +. . 

Any questions on business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of AuTo- 
MOTIVE News. 
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| famed in song and story. 
| Mark Twain. 


ene : 
'S-W Purchases 


Heating Research 


CHICAGO. Stewart - Warner 
Corp. has purchased the physical 
assets, patents and trademarks of 
Heating Research Corp., Anderson, 
Ind., it was announced here by 
James S. Knowlson, president and 
chairman of Stewart-Warner. 

Knowlson added that production, | 
marketing and other operations of 
Heating Research Corp. will be in- 







OLD MAN RIVER GOES MODERN—Lincoln and Mercur 
0 to New Orleans and Houston in this new barge, whic 
Radar directs the boats through fog, a far cry from the days of 


cars made in the St. Louis plant 
is replacing the oldtime packets 


sion of Stewart-Warner at Indian- 
apolis. 
Heating Research Corp., of which 


Allan W. Lundstrom is head, pro- 


duces a convection type space heater 
using manufactured, natural or bot- 


|tled gas. Lundstrom, who invented 


the device and disclosed that more 
than 5,000 of the units have been 
produced and installed during the 
past two heating seasons, will join 
the Stewart-Warner organization, 
along with H. W. Milner, sales di- 
rector, and other key personnel. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 


tegrated with the South Wind divi-! more than 100,000 cover-to-cover readers! 


| N. Y. Legislature 
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To Get Measure 


ee eetereses — Curbing Finance 


NEW YORK.—A law regulating 
financing of automobiles and other 
goods will be sought in the New 
York state legislature in January, 
it was revealed last week by State 
Sen. J. Raymond McGovern, chair- 
man of the Joint Legislative Com- 
mittee to Study Installment Sales. 

Sen. McGovern made public a 
proposed bill that would limit time- 
deal interest rates and require con- 
tracts to specify clearly the pur- 
poses of charges. 

The bill would limit the credit 
service charge or interest rate to 
1 percent a month on unpaid bal- 
ances. This would be equivalent, 
McGovern said, to a 6 percent dis- 
count rate or an effective rate of 
between 11 and 12 percent. 

Purchasers would be charged for 
only the actual amount of insur- 
ance premiums, under the measure, 
and rebates of unearned finance 
charges would be required on pre- 
paid contracts. 








FEDERALS HAVE 


ores 


@ For 38 years Federal has been building trucks 


that have enjoyed 


an outstanding reputation for 


ruggedness, dependability, low up keep cost, long 
life and bed-rock operating economy. 


Men in a position 


to judge—fleet owners, main- 


tenance superintendents, service mechanics, dispatch- 
ers and drivers—have learned by keeping comparative 


FEDERAL MOTOR TRUCK CO. 


Part of a fleet of 
FEDERAL TRUCKS operated 
by the State of Maryland 


Road Commission 


WON &y Costing Le55 to Run! 
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cost records, checking lay-up time, servicing and run- 
ning costs that Federal Trucks have those qualities of 
endurance, economy and rugged all-truck perform- 
ance that insure owner satisfaction. 


That's why so many truck users now say: “Toss the 
Tough Jobs to Federal." They're available in sizes 


and capacities up to 25 tons. 


© DETROIT 9, 


MICHIGAN 


><. Since 1910... Known in Every Country — Sold on Every Continent 
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Steel, Labor Cloud 
Parts Outlook 


By George Deery 
Associate Editor 


ESULTS for the parts companies 

in the first half of 1948 were 
generally good and earnings for the 
full year are expected to compare 
favorably with the year before. 
Many all-time peaks should be es- 
tablished, according to Standard & 
Poor’s current quarterly analysis on 
the parts firms. 

The service points out that “com- 
panies concentrating primarily on 
original equipment business, but 
not hurt by the lengthy Ford 
model changeover shutdowns, are 
expected to make the best rela- 
tive showings. 

“Moreover, with requirements for 
plant expansion much smaller, sev- 
eral dividend rates have been in- 
creased and year-end extras in 
many cases should be lifted. Thus, 
total dividends for 1948 in excess of 
1947 disbursements are looked for. 
However, payments generally will 
still be conservative in relation to 
earnings,” the survey states. 

“The steel supply situation is the 
major cloud in the immediate term 
outlook and, until this picture is 
clarified, any predictions on 1948 
results for the industry must nec- 
essarily be tentative.” 

* *~ * 


A§ THE survey points out, “re- 
quirements under the European 
Recovery Program and the stepped- 


have yet to be spelled out. The ef- 
fects of the government’s new allo- 
cation powers cannot be fully ap- 
praised. 

“In addition to the supply prob- 
lems, the labor situation cannot 
be regarded without concern. 
Growing competition in the re- 
placement field and probable 
greater resistance from vehicle 
manufacturers to price advances 
will probably bring a strong stand 
among parts companies against 
new wage demands. 

“Furthermore, satisfactory opera- 
tions will depend upon labor peace 
not only within this group, but also 
among automobile manufacturers 
and such important suppliers as the 
coal and steel industries. 

“Finally, sight must not be lost of 
the prospect of an eventual reces- 
sion in business, and of the tension 
in international affairs. It should 
be noted in the latter connection 
that many parts companies may be- 
come active participants in the 
armament program, Standard & 
Poor’s declares, 

“For those whose military work 
would be closely allied to normal 
lines, this could prove constructive 
earningswise, while those requiring 
major conversion would suffer.” 

* « . 


Earnings 





Auto Stocks 

Nov. 22 Nov. 15 

Chrysler .................. 52% 54% 
GI vst sishitioroteniscsse 1% 8% 
General Motors ...... 58% 61% 
Hudson ................... 18% 14% 
Kaiser-Frazer ........ 8% 8% 
Nash-Kelvinator .... 15% 15% 
Packard .................... 4% 4% 
Studebaker ............ 22% 238% 
Willys-Overland ... 7% 1% 
Average for — —_— 
Nine Stocks ...... 21.15 22.18 






























share, contrasted with $4,743,979 or 
$2.44 a share last year. 


Campbell, Wyant & Cannon 
Foundry Co. and subsidiaries—Nine 
months: Consolidated net profit, 
$972,407 or $2.79 each on 348,000 
common shares, against $1,124,593 
or $3.23 a share last year; net sales, 
$19,132,596 against $21,169,507. 


Thermoid Co. and subsidiaries— 
Nine months ended Sept. 30: Net 
profit, $681,458, equal to 77 cents a 
common share, compared with 
$610,974, or 77 cents a share last 
year. om 


Van Norman Co.—Forty weeks 
ending Oct. 9: Net profit, $289,284, 
equal to 78 cents a common share, 
against $682,753, or $1.90 a share in 
the similar period of 1947. 


Monroe Auto Equipment — Net 
earnings for the first quarter (July, 
August, September) were $225,596 
after allowance for $160,075 in fed- 
eral income taxes, compared to 
$155,650 after a $95,398 federal in- 
come tax allowance for the same 
period in 1947. The earnings this 


Uniontown, Pa., and W. L. Webster, Sc 


bridge, Mass.; A. W. 
assistant Northeast regional manager: C. J. 


Buffalo district manager; Henry 
and Phil Rulli, Ford, New York. 


Northwest Jobbers 
Choose Schutz 
As °49 President 


MINNEAPOLIS. — Wallace J. 
Schutz, Wallace Supply Co., Minne- 
apolis, was elected president of the 
Northwest Automotive Wholesalers 
Assn. at the annual meeting of the 
group here, which heard E, Whit 
Ruark, General Manager of Motor 
Equipment Wholesalers Assn., Chi- 


FORD REGIONAL DEALER COUNCIL MEETS—Dealer representatives and compa’ 
from the Northeast region are shown during the annual meeting held in New York. 
than 900 dealers in the region will be pepresentes at the national council by Don E. Sweeney, 


enectady, N. Y 
New York district mana er; H. M. Lidgard, Pittsburgh district manager; Ha 
ennedy, Cheswick, Pa 
—E . O'Donnell, Syracuse, N. Y.; Bill Monks ¢ ; 
Seyffer. Northeast regional manager; Al Oliva, 

Somerville, Mass.; Webster; Brown Northrop, 
Strout, parts and accessories sales manager, Ford, Dearborn, 


Briggs Mfg. and domestic subsid-| year are equivalent to 53 cents per 
iaries—Nine months to Sept. 30:| share on outstanding common stock 


up domestic armament program Net profit, $7,412,597 or $3.80 a after preferred stock dividends. 
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FLASH STOCK CONTROL FACTS AT 


ORDER POINT 
PLACE ORDER TO 
REPLENISH 


OVERSTOCK 
TAKE STEPS 
TO REDUCE 


iw eee 


STOCK NEARING 
DEPLETION—FOLLOW 
UP SUPPLIER 





HOWARD AUTO COMPANY, LOS ANGELES, CALIFORNIA 


Use of Graph-A-Matic Signals in their Kardex Simplified 
Inventory Control System enables Howard Auto Company 
of Los Angeles to sell and service Buick automobiles with 
speed and economy—and at the same time maintain a parts 
stock that is always adequate and in balance. 


Here’s what their Kardex system accomplishes: 


1. SIMPLIFIES ORDERING—Kardex Inventory Control allows 
accurate, split-second decisions in buying, because all facts 
needed for effective ordering are in one compact record. 
Signals show at a glance which items are short—which are 
overstocked. On every item requiring attention, detailed 
facts on current disbursement and past usage are available 
for a quick analysis of seasonal requirements and trends 
in demand. 


2. SPEEDS CUSTOMER SERVICE: Anticipating and preventing 
controllable shortages not only keeps business rolling—it 
builds and holds customer good will. This Kardex system 
forces action before shortages occur—helps prevent the 
expense of last minute rush orders and express shipments. 
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3. IMPROVES OPERATING EFFICIENCY AT LOWEST UPKEEP 
COSt—The fastest known method of posting and reference 
~as shown in scientific time tests—is Kardex Visible. It cuts 
the need for clerical help to a minimum. As an additional 
economy, Kardex provides a permaner: place for recording 
cost prices, selling prices, bin locations ad vendors’ names 
—information necessary for answering -aquiries and a real 
time saver at annual inventory time. 


POINT-OF-USE FIRE PROTECTION 
In order to protect their vital records and valuable accumu- 
lated information about parts demand, parts movement and 
Parts control from destruction by fire, Howard Auto Com- 
pany houses them in Safe-Kardex Cabinets—ai/ certified to 
protect their contents from fire twenty-four hours a day at 
point of use. 
FREE INVENTORY CONTROL BOOKLET 

The principles of this stock control system can be applied 
to the exact requirements of your business. Write today for 
a FREE copy of KD 375—“How To Get Profits From 
Inventories”. Systems Division, 315 Fourth Ave., New 
York 10, N. Y. Copyright 1948 by Remington Rand Inc. 








THE FIRST NAME IN BUSINESS SYSTEMS 


Crosley Reports 
Postwar Sales 


. 
Nearing 60,000 

CINCINNATI.—Sales of postwar 
Crosley cars by the company’s na- 
tionwide dealer organization will 
soon reach 60,000, Powel Crosley 
jr., president, told stockholders at 
their annual meeting at company 
headquarters here. The company's 
sales and service organization now 
totals more than 800 dealers, he 
announced. 

At their meeting, stockholders 
increased the board of directors 
to eight with the election of John 
W. Humphrey, executive vice-pres- 
ident of Philip Carey Mfg. Co., 
New York, and Thomas C. Hay- 
dock, partner in the firm of Hay- 
dock & Co., local investment coun- 
sellors, as new members. 

Reelected to the Crosley board 

were Powel Crosley jr., Lewis M. 
Crosley, H. E. Coombe, James J. 
Heekin, John J. Rowe and Stanley 
E. Kess. 
The board then reelected the fol- 
lowing officers: Powel Crosley jr., 
president and treasurer; Lewis M. 
Crosley, executive vice-president 
and secretary; Stanley E. Kess. 
assistant secretary, and A. L. Ehr- 
mentraut, assistant treasurer. 


Goodrich Markets 
New-Type Tire 


AKRON. — Passenger-car tires 
with treads made of the new type 
“cold rubber” now are being man- 
ufactured here on the regular pro- 
duction line at the B. F. Goodrich 
Co., James J. Newman, vice-presi- 
dent, has announced. 

The new tires bear no special 
markings, Newman said, and will 
be released through regular sales 
channels. Production of tires in 
which the new man-made rubber 
is used is limited as yet due to the 
small amount of low-temperature 
rubber available to the industry, 
he pointed out. Government-owned 
rubber plants now are being con- 
verted to turn out the improved 
general-purpose rubber in increas- 
ing volume during 1949. 


Continental Buys 


Detroit WAA Plant 
DETROIT.—Sale of a war surplus 
engine research plant here to Con- 
tinental Motors Corp., wartime op- 
erator and present lessee, for $126,- 
000 was announced last week by 
Otto G. Klein, regional director of 
the War Assets Administration. 
The property consists of four- 
fifths an acre of land and a one- 
story steel and concrete block build- 
ing with a floor area of 32,500 square 
feet. It is now being used in the 





production of internal combustion 
engines. 





officials 
more 


. Left to right are: Nelson F. Bowe, 
Cutler, South- 
-, H. F. Matthewson, Queens Village, N. Y.; 
Ford service manager, Boston; C. E Pierson 


atertown, N. Y.; Sweeney; R. F. Leonard, 


cago, discuss customer-wholesaler- 
manufacturer relations. Schutz suc- 
ceeded B. Scott Reardon, Dakota 
Iron Store, Sioux Falls, S.D., as 
president. 


Other officers chosen included: 
C. E. Johnson, Automotive Supply 
Co., Mitchell, S. D., first vice-presi- 
dent; John W. Goff, Speedometer 
Service & Accessories Co., St. Paul, 
second vice-president; Herman H. 
Walters, Walters Auto Supply, St. 
Paul, treasurer, and W. E. Lahr jr., 
W. E. Lahr Co., Minneapolis, secre- 
tary. 

The annual meeting was attended 
by nearly 50 wholesalers, who later 
joined with nearly 175 Northwest 
Booster Club members for a dinner 
meeting. 

Directors elected included retir- 
ing President Reardon; Harold Lin- 
deke, Clemons Auto Supply, Eau 
Claire, Wis:; Eric Johnson, Duluth; 
Al Brink, Bismarck, N. D.; Ernie 
Case, Case Supply, Watertown, 
S. D., and Walter L. Johnson, John- 
son Auto Supply, Minneapolis. 

Norman A. White, Automotive 
Service Industries, Minneapolis, ad- 
dressed the convention on the sub- 
ject of excise taxes. Ruark also 
gave a report on testimonies given 
before the recent nationwide tour 
of the House Small Business com- 
mittee. 


Eaton Purchases 
Saginaw Plant 


SAGINAW, Mich.—J. O. Eaton, 
chairman of Eaton Mfg. Co., an- 
nounces purchase from the War 
Assets Administration of a manu- 
facturing plant here for approxi- 
mately $750,000. 

The 175,138 square feet compris- 
ing the plant, which was previously 
leased from the government and 
operated by Eaton since October, 
1941, doubles the company-owned 
manufacturing facilities at its Sagi- 
naw division. With the purchase of 
the Saginaw plant the compan 
now owns a total of 2,650,560 square 
feet of manufacturing space in 
Ohio, Michigan and Wisconsin. 
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Oil Company Sales Up 22% Last Year... 
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Trends in Tire Replacement Sales Shown 


AKRON.—A study on wholesale 
tire replacement sales by chan- 
nels of distribution, covering the 
period 1926 to 1947 (war years 
omitted), has been released by Dr. 
Warren W. Leigh of the Univer- 
sity of Akron. 

This study shows the trends of 


sales by oil companies, chain 
stores, manufacturers’ stores, co- 
operative associations and tire 


dealers, broken down by passenger 

and truck tires. 

This study is based upon sales 
information supplied by all but one 
tire manufacturer and with the co- 
operation of the major chain and 
oil company organizations, Dr. 
Leigh said. 

Some of the facts brought out in 
this study are: 

1. Out of 91,000,000 tires shipped 
in 1947, approximately 25,000,000 
went to vehicle manufacturers; 3,- 
000,000 were exported and 63,000,000 
went to reshoe American cars and 
trucks. 

2. Tire replacement sales de- 
creased 4 percent from the 1946 
pinnacle. Nevertheless, they were 
still 75 percent above the 1940-1941 
level. In 1946 and 1947, the market 
absorbed sufficient units to pro- 
vide 32,000,000 vehicles with four 
new tires each. 

3. While brands and service are 
still important sales factors, tires 
are bought largely as conveni- 
ence goods. As a result, approxi- 
mately 305,000 outlets in 1939 and 
335,000 outlets in 1947 sold tires. 

4. The most significant tire dis- 
tribution movements registered in 
1947 were: 

a. An increase in oil company ship- 
ments of 2,704,000 units or 22 
percent over 1946. 

b. Chain and mail order tire sales 
decreased 1,360,000 units or 12 
percent. 

c. Dealer and _ distributor’ sales 
held practically the same indus- 
try position as in 1946. 

d. A decrease in the sales of tire 
manufacturers’ stores of 2,639,000 
units or 42 percent. 

5. Tires in 1947 were sold 
through approximately 150,000 
dealer stations under t.b.a. (tire, 
battery and accessory) programs. 
In addition, perhaps some 134,000 
petroleum outlets sold tires as 
regular, tire dealers or sub- 
dealers. 


6. The oil companies selling their 
own tire brands increased their 
purchases in 1947 by almost 2,800,- 
000 units and their percentage of 
the industry from 9.4 to 14.2 per- 
cent. Brand shifts and _ dealer 
stocking were partially responsible 
for this gain. These companies, 
likewise, made great headway as 
truck tire sellers. They practically 
doubled their 1946 standing. Dur- 
ing 1947, oil companies selling man- 
ufacturers’ brands increased their 
positions only slightly—from 9.3 to 
9.6 percent. 

7. Chains and mail order sales in 


order houses, grocery and combi- 
nation and general merchandise 
gains. 

8. In 1947, approximately 138.5 
percent of chain store tire sales 
were made to dealers for resale. 
There were over 5,500 such deal- 
ers, Or approximately two deal- 
ers for every chain-owned outlet. 
9. The tire sales of manufactur- 
ers’ stores declined in 1947 to the 


these outlets since 1929. Their sales 
share dropped from 9.6 of the total 
in 1946 to 5.8 percent in 1947. They 
held their position much better in 
truck than in passenger tire sales. 

10. Department stores, due to an 
added interest taken in tires and 
a flurry of special price promo- 
tions, increased their tire sales ma- 
terially in 1947. 

11. Cooperatives increased their 
tire sales slightly in 1947, 





lowest percentage level recorded by 


Sept. Sales Exceed 
Last Year’s Totals 
In North Carolina 


RALEIGH, N. C.—New car and 
truck registrations in this state in 
September surpassed the totals for 
the same month in 1947, according 
to the North Carolina Automobile 
Dealers Assn. 

New-car registrations for the 
month totaled 4,924 in contrast to 
last year’s 4,740, while new truck 
registrations were 2,531 compared 
to the September (1947) figure of 
2,003. 

The advance in passenger-car 
registrations came about despite a 
drop in 10 makes, many of these 
due to model changeovers. 





the September leader, followed by 
Chevrolet, Plymouth and Pontiac, in 
that order. 

Chevrolet maintained its position 
at the head of the field for the first 
nine months of the year with 10,320 
sales. Ford with 6,671 deliveries 
was second, followed by Plymouth, 
Pontiac and Buick. Total registra- 
tion of all makes was 43,821. 

Chevrolet also showed the way 


nine months with 7,240 to Ford’s 


ground in September sales with 939 
| units to Ford’s 565. 


Private Truckers 
Meet Jan. 27-28 


In Indianapolis 


INDIANAPOLIS. — Private truck 
operators of the nation will gather 
| here at the Hotel Claypool Jan, 27- 
28 to attend the 10th annual meet- 
|ing of the National Council of Pri- 
| vate Motor Truck Owners. 
| H. V. Haley, president of the 
/council and general transportation 
|manager of P. Ballantine & Sons, 
|said, “This will be the most impor- 
tant meeting in the history of our 
| organization.” 

Haley pointed to the Lenoir and 
Schenley cases, now pending before 
|the Interstate Commerce Commis- 
sion, in which he said the, highway 
common carrier interests are de- 
manding that the commission place 
a “fantastic interpretation” on the 
| word “compensation” in the Motor 
Carrier Act so as to prohibit the 











Ford, with 1,166 deliveries, was | 


in truck registrations for the first | 


5,373. The GM best-seller picked up | 





K-Spun 


Piston Rings Utilize 


Koppers’ New Metal 


BALTIMORE. — American Ham- 
mered Piston Ring department of 
Koppers Co., Inc., is introducing a 
piston ring set, engineered around 
a top compression ring made of 
the new miracle metal, K-Spun, it 
was announced here. 

The new metal, a development of 
Koppers, won't break during in- 
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TOWN CRIER GETS WHEELS—This new Chevrolet three-quarter-ton panel sound truck has 


gone into service for Les Vogel Chevrolet Co. in San Francisco. 


It replaces the former 


sound truck which had played to over 5,000,000 people through the dealership's policy of 
making its sound truck available, on a free loan basis, to worthy causes such as charities 


and municipal celebrations. The new truck made a prominent first appearance in San 


cisco's recent Portola fiesta parades. 


stallation or in service, has 50 per- 
cent more “spring” quality and 
four times the resistance to com- 
bustion shock, Koppers said. 
Already tested in fleet operation 
and in airplanes, K-Spun will be 


Fran- 


incorporated in the 1949 piston ring 
sets for most cars, trucks, buses, 
tractors, marine and aviation en- 
gines, stationary service of either 
gas or Diesel design, the company 
declared. 


Beal 1 It 
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1947 fell from 24.1 percent in 1941/ recovery of the costs of delivery in 
and 17 percent in 1946 to 15.6 per-| pricing his merchandise by anyone 
cent of the industry in 1947, The| who uses a private truck. 

sales loss was more marked in| Speakers of national prominence 
truck than in passenger tires. The | will participate in the two-day par- 
tire sales performance of these or-|ley program, Haley said. Private 
ganizations in 1946-47 ran counter | Truck Owners of Indiana, Inc., will 


to the sales of all chains and mail| be host at a banquet on Jan. 27. 
* + * © < - - 











| STARTS IN DECEMBER= 
| GET SET UP NOW FOR 
CHRISTMAS SELLING! 


Automotive Tire Sales 
by Distribution Channels 


1941, 1946, 1947 
By Dr. Warren W. Leigh, University of Akron 








1941 1946 1947 
Volume Pct. Volume Pct. Volume Pct. | R _ 

(000) (000) (000) Get set for greater-than-ever profits sales drive. Also included are posters, 
| Total replacement shipments ..... 39,894 65,490 62,871 with Lorraine Driving Lights! Lorraine newspaper advertisements, dealer dis- 
Oil companion tehore home offices . Be ee is booming into the live spotlight plays, and mailing enclosures for your 

are involved in tire sales)..... 6,183 15.50 12,217 18.65 14,921 a 
Ss anvfacturers breads ..... 3,622 9.08 6096 931 6011 9.56 market on the strength of a powerful —_ customers. Be at 
ein Gabi 2,561 642 6,121 9.34 8,910 14.17 national promotion campaign. Feature Lorraine in your store. Get 
Chaies shavers, aseosnnsenenesie vane oa yn ee — a0 Color advertising inleading national your Lorraine Displays up front. Get 
rough owned stores , ‘ ‘ 74 ’ . ‘ ‘ i 
edie 3.5... 208 (3.23 ‘55% 2:38 1546 246 magazines . . . starting with a full page ready now to get your part of the profits 
inne: dems... 3,498 877 6,259 9.56 3,620 5.76 in color in December 4 Saturday Evening and sales that are sure to come from 
Mail order (catalog sales) .. 1,628 4.08 1891 289 1,414 2.25 Post...sparks this tremendous Lorraine this great spotlight sales campaign! 
Department stores ............. 70 0.17 88 0.13 118 0.19 P 8 on — 
Mfr. direct sales (to commercial MEET US AT BOOTH A-129 AT THE 
business and gov't. accts.) .... 964 2.42 927 1.42 1.227 1.05 e ° er 
Cooperatives ............00- 328 0.82 675 1.03 694 1.10 
Distributors-dealers .......... . 19,225 48.19 34,186 52.20 32,513 51.72 
Mfrs. direct to dealers ........ 17,021 42.66 28,087 42.89 26,611 42.33 A e Pp a J .s Oo ed 3 a La Cc ‘i R | Cc ie oO nM | 9 A br] Y 
Through wholesalers .... 2,204 5.53 6,099 9.31 5,902 9.39 
Manufacturers brands . 1,324 3.32 5003 7.64 4,878 7.76 1737 WELLINGTON AVE., CHICAGO 13, ILLINOIS 
Distributors brands ........... 880 2.21 1,096 1.67 1,024 1.63 Manufacturers of Lorraine’ and Appleton Driving Lights 
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Bankston-Hall Appointed 


British Ford Distributor 


Bankston-Hall Motors, Inc. 
(Ford), Dallas, Tex., has announced 
its appointment as a distributor of 
Anglia, Prefect and Thames motor 
vehicles, Ford products made in 
England. 

At the same time, it was an- 
nounced that the company has been 
named a distributor for Ford parts 
in the Dallas area. Guy M. Godley, 
general manager, revealed the fol- 
lowing appointments: Jack W. 
Spiller, general sales manager; Ed- 
die Hull, sales manager for English- 
built cars; Jack Barbee, truck sales 
manager; Frank Robertson, parts 
manager, and Johnnie Creel sr., as- 
sistant parts manager. 

* + +. 


Lancaster Heads Up Outlet 
For K-F in Little Rock 


The Kaiser-Frazer distributor- 
ship in Little Rock, Ark., has been 
purchased from High Brothers, 
Ine., by Associated Automobile Co. 
Ken G. Lancaster, former manager 
of Unicn Motor Co. (Ford), North 
Little Rock, is president and gen- 
eral manager. 

The new company will be dis- 
tributor for Kaiser-Frazer in 26 
of the 75 counties of Arkansas and 
will operate two used-car lots at 
Ninth and Main and Eleventh and 
Broadway Sts. George W. Fair is 
sales manager. 

+ + * 


Russ Dawson (Ford) Opens 


Truck Center in Detroit 


Russ Dawson, Inc. (Ford), has | 
unveiled its new truck headquar- 
ters at 2435 Park Ave., Detroit. 

Located along one of Detroit's 
major crosstown trucking arteries, 
the attractive new structure has 
completed facilities to provide for 
servicing both trucks and passen- 
ger cars. A truck and used-car 
display occupies a 160-foot paved 
frontage on Vernor highway and 
an additional parking area pro- | 
vides a total of 45,000 square feet 
of outdoor space. Edward F. 
Shumaker, formerly road service 
manager for the Automobile Club 
of Michigan, is in charge of the 
new truck division. 

* * + 


Campaign Promise | 
Victor’s Treat for Kids 


To Halve Salary 


Peter F. Mack jr., Springfield, IIl., 
automobile dealer, was elected to 
Congress on the Democratic ticket 
but he figures that keeping his 
campaign promises is going to cost 
him half his annual $12,500 salary. 

Mack promised before the elec- 
tions that he would provide ex- 
pense-paid trips to Washington for 
100 underprivileged children if he 
won a seat. 

The new legislator estimates it 
will cost him more than $50 for 
each youngster but he says “I’m 
definitely going through with it. 
g’m going to provide the trip each 
year as long as I hold office.” 

+ *”~ + 


Dallas Nash Awarded 
10-Point Dealer Plaque 


Presentation of a 10-point dealer | 
award to Dallas Nash Co., Dallas, 
has resulted in a 100 percent rating 
for the Dallas zone, according to 
zone manager R. L. Alexander. 





On hand for the presentation din- | 
ner were: Larry Ingalls and Miles | 
F. Hall, partners in Dallas Nash | 
Co.; N. F. (Shad) Lawler, Nash ad- 
vertising manager; Earle Limb, De- 
troit, Nash regional manager; Jack 
Anderson, Dallas district manager, | 
and Alexander. 

* * * 


Fred Hughes (Dodge) Marks 
10th Year at Abilene, Tex. | 


Fred Hughes Motor Co. | 
(Dodge), Abilene, Tex., has en- 
tered its 10th year of service to 
truck and automobile owners in 
west Texas. 

Veteran staff members are 
Jack Tidwell, general sales man- 
ager, and W. L. Lewis, new-car 
sales manager, both with the 
company nine years. Others are 
L. A. Muston jr., parts manager. 
an employe of five years; J. W. 
Joyce, office manager for the past 
five years, and Bob Kirkley, 


parts man for three years. Latest 
addition to the staff is Hughes’ 
son, Fred Lee. 

+ + + 


Detroit Dealership Changes 


Name to Kessler Chevrolet 


Announcement has been made of 
a change in name from West Ver- 
nor Chevrolet Co., 3830 W. Vernor 
Highway, Detroit, to Kessler Chev- 
rolet Co. 

The dealership, one of Detroit’s 
oldest Chevrolet outlets, will con- 
tinue at the same address. 

* + + 


Formal Opening Planned 


For Hicks Chevrolet 


The new building of Hicks Chev- 
rolet, Inc., on York Rd. near Tow- 
son, Md., is now open for service 
customers and will soon be formal- 
ly opened, according to Robert F. 
Hicks, president of the company. 

The new plant, which cost about 
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$300,000, contains 30,000 square feet 
of floor space, two-thirds of which 
is devoted to service. In addition to | 
William | 
H. 
Jack Seifert, 
Emeral Ford, 
used-car manager; Clarence Small- 
wood, truck manager, and E. D. 


Hicks, other officials are: 
H. Parker, vice-president; 
Collings, treasurer; 
service manager; 


Ww. 


Beal, parts manager. 


* * * 


Tonkin Motor Will Erect 


$75,000 Building Annex 


Tonkin Motor Co. (Kaiser- 
Frazer), 334 S.E. Grand Ave., 


Portland, Ore., will erect a $75,000 | 


building addition to present fa- 
cilities. 
Present quarters will house the 
used-car business. 
+ + + 
W eissenberger Constructing 


Used-Car Display Building 


A used-car display building which 
will cost approximately $135,000 is 


under construction for Carl F. 
Weissenberger, Inc. (Chevrolet), 
Toledo. 


Carl Weissenberger, president of 


| 
| 


| 


NEW USED-CAR LOT—Marshall & Clampett (DeSoto-Piymouth) recently opened this used 
Well-lighted and bordered by attractive signs, the lot extends 
| for 150 feet along a busy thoroughfare. 


| car lot in Long Beach, Calif. 


Packard-Hartford dealership lo- 
cated at Park and Washington 
Sts., Hartford, Conn., and will do 
business under the name of Aber- 
nethy-Packard, Inc. 

Abernethy was associated with 
the Packard organization for the 
past 23 years, and had charge of 
the Buffalo, Washington, Phila- 
delphia and Boston zones. 





the firm, said that the new build- 
ing, which measures 65 by 185 feet, 
will have space to display 30 used 
cars. 

+ + * 


Abernethy Assumes Deal 
For Packard in Hartford 


Roy Abernethy, until recently 
East Coast regional manager of 
Packard, has taken over the 


Not how much 


@ guatiry is often given the big play when 
there isn’t much—of anything...seated down 
front so you won't notice the empty house. 

“Good goods come in small packages” is 
only a half-truth perpetuated by half-portions... 
or midgets might make things tough for Macy’s! 

But bigness seems to blind most people to 
other essential specifications ! 

The average man is so awed by a million of 
anything that he forgets to look under the top 
layer, or see if the items inside are the McCoy. 

Only a small soul can gaze at a glacier, and 
ask “What's it good for?” 

Even the-producer can get so fascinated with 
factory output as to forget why it puts out... 
Regarding which we must regretfully give 
ourselves some goose eggs. 


@ For years we have batted your eyes with late 
flashes on how much circulation ‘lhe News has. 
While 2,225,000 copies daily and 4,500,000 
Sunday are impressive figures ...they aren't the 

most impressive facts about News circulation. 
How good News circulation is... has been 
turned into a figure, too...Seven out of ten 
families, in and around New York. God made 
‘em, the Census Bureau counts ‘em, and 
Internal Revenue finds its best customers here! 
But most of the time, we have soft-pedalled 
or skipped the how come of News circulation 
...much more significant than how much! 
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@ Nobody can appreciate a hippopotamus, as 
the saving is, like another hippopotamus. . . or 
News circulation like another circulation man! 
The out-of-town circulation manager find 
it hard to believe there is such an animal! 
‘ And goes home grateful he doesn’t have to 
sell papers the way ‘I'he News is sold! 
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SALT LAKE CITY.— With the 
exception of urban highway funds, 
Utah has programmed all of its 
postwar state road money, accord- 
ing to the biennial report of the 
state road commission. 

Of a postwar road fund of more 
than $18,000,000, about $1,000,000 re- 
mains to be programmed, repre- 
senting two years’ accumulation 
for urban highways. Roy W. Mc- 
Leese, chief engineer of the com- 
mission, explained the urban fund 
could not be committed until the 
Salt Lake City westside express- 
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$18 Million Utah Road Fund & 4 
Nearly All Programmed | 
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Traveled Over 370 


WASHINGTON. — The combined 
travel mileage of all the motor 
vehicles in the U. S. in 1947 was 
almost equal to 2,000 round trips 
to the sun, according to estimates 
by the Public Roads Administra- 
tion. 

In a revised table issued here, 
the PRA estimates that U. S. 
motor vehicles traveled a total 
of 370,622,000,000 miles in 1947. 

In running up over 370 billion 
miles, motor vehicles consumed an 
estimated 28,107,000,000 gallons of 
fuel. That works out to an average 


cost $807,500; one project of nine 
miles was advertised and another 
of three miles awaited federal ap- 
proval. Primary roads programmed 
total 206 miles. 

Secondary roads under the post- 
war program total 410 miles at a 
cost of $6,337,144, including 188 
miles completed, 125 miles under- 
way, 80 in process of preparation, 
five advertised, and 10 awaiting 
federal approval. 

Also completed with postwar) 
funds were 31 miles of state roads 
at a cost of $758,891. 


Astronomical Mileage 


Government Agency Estimates U. S. Vehicles 


way definitely was located. Total cost of 


The report listed the total cost|grammed roads of all types was| «yowd be surprised how many 
of primary roads constructed with | listed as $17,242,734, of which the people think it’s a big deal.” 
postwar funds as $10,146,698. The| federal government pays 70 per- —- - 


25 primary projects completed add- | cent. 
ed 95 miles of highway at a cost 


of $4,998,101. Underway are 15 proj-| Butler Plans New Home 
ects totaling 74 miles, to cost $3,- In St. John, Kans 
. ° . 


791,096; in process of preparation 
are two projects of 24 miles, to 


Because...and it won't hurt to read this 
sentence twice... The News isn’t! 





@ For tnstancr: 

‘This newspaper helped nobody work his 
(or her) way through college. 

No Dapper Dan at the front door ever did 
a fast canvass on a cuckoo clock, set of dishes, or 
horse and carriage, absolutely rrEE with a long 
term sub...only a dollar down. If you don't 
like the paper, quit and let ‘em sue you! 

No freckle-faced kid or high school white 
hope ever showed up every Saturday morning, 
relentless as rain, and hounded a housewife 
to please ma‘am take the paper, only 15¢ a week. 

No amateur Aphrodite, ailing relative, 
churchgoer, PTA member, or local light 
heavyweight ever put the bite on anybody for 
a News subscription to win a beauty contest, trip 
to Hollywood, pair of blankets, or wooden leg. 

Nobody ever tied up anybody on taking 
The News for any time, on any basis whatever. 


@ Contests? Sure... but what kind? 

Every News Contest was an added attraction 
(usually money prizes) to induce more people 
to try the paper for a while...involved no 
contract to buy the paper, or even read it! 

You could look over somebody's shoulder! 

The purpose of any Contest was to hold a 
new group of readers for a while. Because after 
four weeks, most trial readers became regulars! 
The News is the fastest habit-forming paper 
anybody ever heard of! And circulation grew 
like bouncing bacilli in warm beef broth! 


@ By the typical circulation manager's 
viewpoint, The News is out of business after 
every issue...hasn’t anything to hold it up! 





Work will start soon on a new’! in size. 


the Utah pro-| 





Sales Co. in St. John, Kans. 


@ Subscriptions? Terrible! ...The ABC Report 
for six months ending March 31, 1945, shows 
outside trading zone subscriptions of only 4,450, 
which is .19 of 1%, of total circulation! And 
the Sunday subscriptions for the same period 
are 3,636, or .078 of 1%! Arrears—none. 


& 
€>| Le 
» Lathe. 
@ Note also. Copies sold by Premium, 
Combination & Special Offers ...Clubs... 


Contests Involving Subscription Contracts... 
Coupon Contests... Insurance — NONE! 


@ ‘There are no carrier routes. Home delivery is 
negligible. In a few neighborhoods, you can 
get The News delivered to your door — by paying 
extra for the privilege! 

‘The News drivers just throw off the papers 
approximately adjacent to the dealers. 

And rain or shine, snowstorm or heat wave... 
98% of News readers leave hearth and home, 
walk or run to the nearest newsstand or dealer 

..and lay down their pennies for a copy of 
The News...every day! 

The News is bought! ...more regularly, by 
more people, than almost any other commodity 
or service on earth! , 


@ The largest newspaper circulation in these 
United States is no sale—but a self-shopped, 
cafeteria, come-and-get-it, copy for copy buy! 


@ When you can put automotive advertising in 

such a medium...with such coverage...in such 

a market as New York...at such a low cost... 
Well, what are you waiting for? 


THE &@ NEWS, New York's Picture Newspaper, 
220 East 42nd St., New York City... Tribune Tower, Chicago, 
155 Montgomery St., San Francisco 


yearly consumption of 746 gallons 
of fuel per vehicle, which, in turn, 
— indicates an average of 13.19 miles 
building for the Butler Motor| per gallon. 
Passenger cars, 
J. H. Butler, owner of the firm, | rang up the highest total of miles. 
stated that a brick and steel struc- | They traveled 300,282,000,000 miles 
ture will be erected, 30 by 120 feet | during the year, an average of 9,727 
miles per car. The average car used 


including taxis, 
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Billion Miles in °47 


651 gallons of fuel and got 14.95 
miles per gallon. 


Commercial buses had the high- 
est individual total of miles. The 
average commercial bus traveled 
40,000 miles during the year and 
consumed 8,000 gallons of fuel. 
Their average of five miles per 
gallon was also the lowest of any 
motor vehicles. 


Trucks and combinations ac- 
counted for 66,089,000,000 miles of 
travel last year. The average truck 
got 9.13 miles per gallon, traveled 
9,939 miles and used 1,089 gallons 
of fuel. 


School buses were more econom- 
ical to operate, averageing 10.37 
miles per gallon while traveling 
= ee of 7,989 miles per ve- 

cle. 


The great majority of school bus 
travel was rural, of course. School 
and non-revenue buses covered 691 
million miles in '47 and all but 70 
million miles of it was rural travel. 


Commercial buses traveled 2,080 
| million miles in cities and 1,480 
| million miles in the country. 


Passenger cars and taxis regis- 
tered 156,620 million miles of urban 
travel and 143,662 million miles of 
rural travel. 


Trucks and combinations did 
most of their traveling in the 
| country, recording 40,771 million 
| miles of urban driving to 25,318 
| million miles of city travel. 

All told, urban travel edged city 
travel by about 2% million miles. 
For all vehicles, the estimated to- 
tals were: rural travel, 186,534 mil- 
lion miles; urban travel, 184,088 
million miles. 

The Public Roads Administration 
notes that its figure of 28,107 mil- 
lion gallons of mctor fuel con- 
sumed by all motor vehicles in ’47 
differs from the total of 28,216 
million gallons which the PRA esti- 
mated was consumed in an earlier 
analysis on motor fuels. 

The government agency explains 
that the amount was_ reduced 
slightly to allow for consumption 
by motorcycles. 


New Lines Set 
By Waterbury 
For ASI Show 


WATERBURY, Conn.—E. L. 
Manthey, sales manager of Water- 
bury Tool division of Vickers, Inc., 
here, announced recently that his 
company expects to show many 
renovations in the Waterbury-Sim- 
plicity engine rebuilding equipment 
and Waterbury-Hall valve equip- 
ment at the ASI show in Chicago 

The new Waterbury-Hall Model 
| 100 valve refacer will also be dem- 
onstrated at the show, Manthey 
| said. The new Model 100 is heavier 
and more stable than previous 
|models, features “built-in” wet 
grinding with a double-compart- 
ment sump, designed to give bet- 
ter coolant settling and protection 
to valve and grinding wheel, Man- 
they stated. This machine will 
handle valves up to five inch head 
diameter; that the workhead is 
doweled for 45 degree valves and 
can accommodate 15 degree valves. 
Machine can be stopped for in- 
spection without stopping the mo- 
|tor, he added. 
| The Waterbury-Simplicity twin 
head con-rod machine is another 
unit which has undergone consid- 
erablé change. Used for boring, 
facing and regrooving rebabbitted 
|con-rods, its former carbide tipped 
cutters have been replaced with 
|high speed steel, to get a faster, 


more precise cutting job and finish. 
” * - 














Valve Refacer 
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18 Associations 
Name Directors, 


NADA Reports 


WASHINGTON. — Eighteen state 
or district associations have recent- 
ly chosen their NADA directors. 

These directors, who will take of- 
fice at the San Francisco conven- 
tion, together with the states or dis- 
tricts they represent, follow: 

Arizona, W. C. Quebedeaux, Phoe- 
nix; Northern California, Hanford 
A. Crockard, Roseville; Southern 
California, F. L. Hastings, Santa 
Monica; Colorado, E. J. Beatty, 
Denver; Connecticut, Harry M. 
Sloate, Hartford; District of Colum- 


ho, E. A. Bogert, Pocatello; Illinois, 
B. B. Burns, Decatur; Iowa, Frank 
Collord, Waterloo. 

Massachusetts, Edward H. Baker, 
Brookline; Minnesota, George F. 
Ziesmer, Mankato; Mississippi, Har- 
ry McArthur, Hattiesburg; Metro- 
politan New York, William Frame, 
Mineola; New York state, Carl Frib- 
ley, Norwich; Ohio, Ray Branden- 
burg, Washington Courthouse; 
South Carolina, Russell B. Lentz, 
Spartanburg; South Dakota, J. J. 
Verschoor, Mitchell; West Virginia, 
Trammell Hollis, Martinsburg. 

The above list includes the follow- 
ing who have not previously served 
as NADA directors: Crockard, Hal- 
ler, Bogert, Collord, Baker, Frame, 
Fribley, Brandenburg and Hollis. 


AUTOMOTIVE NEWS, NOVEMBER 29, 1948 


| bia, Fred Haller, Washington; Ida- 








SAN FERNANDO VALLEY HOME—The facilities of Ray Brooks (Chrysler), Van Nuys, Calif., 
cost approximately $100,000. 


Plaintiff Wins 
Promise of Car 


CLEVELAND.—In the first suit 
of its kind, Philip P. Yarkony re- 
ceived a promise of a new automo- 
bile as a settlement of his suit 
for specific performance against 
Frankel Chevrolet Co. 

At a hearing in common pleas 
court, the company denied that it 
had placed Yarkony’s name on a 
numerical list or that it kept such 
a list. The firm admitted, however, 
it had promised delivery by Dec. 10. 

A $100 deposit had been placed 
for a new car in February, 1947. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 





New Passenger Car Registrations, 28 States for October, 1948-1947 
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BUICK—Special Series 40-—4-dr, sed., 


$1,861; 2-dr. sed., $1,787; Super Series 50 
—4-dr. sed., $2,192; 2-dr. sed., $2,092; 
conv., $2,624; stat. wag., $3,229; Road- 


master Series 70—(Dynafiow standard)— 
4-dr, sed., $2,782; 2-dr. sed., $2,661; conv., 
$3,203; stat. wag., $3,797. 
CADILLAC—Series 61—4-dr. sed., $2,- 
945; club cpe., $2,840; Series 62——4-dr. sed., 
$3,103; club cpe., $3,019; conv., $3,549; 
Series 60 Special—4-dr. sed., $3,891; Series 
75—4-dr. sed. (5-pass.), $4,833; 7-pass. 
; Imperial, $5,253; 
, $4,733; 9-pass. bus. Im- 


CHE —Stylemaster — 4-dr. 
$1,371; 2-dr. e.. $1,313; spt. cpe., $1,098: 
bus. cpe., $1 — Wicstmastor—4-dr. sed., 
$1,439; 2-ar. oa oe ae cpe., $1,402; 
conv., $1,750; stat. wag., $2,013; Fleetline 
—4-dr. sed., $1,492; sed. cpe., $1,434. 

CHRYSLER— “6"'—4-dr, sed., $1,- 
poy 2-dr. sed., $1,932.75; 7-pass. sed., 
$2,404.50; lim., $2,530.75; club oe $1,- 
958.25; bus. cpe., $1,843.50; Windsor 
4-dr, sed., $2,045.50; wet sed., sn 016; 
7-pass. 459; lim., $2,585.60; elub 


sed., $2,459 


_ bond . S38 








Current Prices on New Automobiles 


sed., $1,538 (V-8, $1.¢ aa) club Oe A | con 


cpe., $2,024.50; conv., $2,439.25; bus. 


sed., $2,446.25; 2-dr. sed., $2,409.25; club 
cpe., $2,419.75; conv., $2,850.25; bus, spe. 
$2,319.75; Town & Country conv., $3,430.25 
Crown Im “> — 7-pass. sed., $4,- 
711.75; lim., $4,816.75, 

CROSLEY—2-dr. . sed., $927; conv., $959; 


stat. wag., $991; spt. utility, $852. 
DeSOTO—Del juxe—4-dr. sed., $1,845; - 
dr. sed., $1,808.25; club cpe., ga 50; 
bus, cpe., $1,718.75; Oustom—4-dr, sed., 
$1,911.50; 2-dr. sed., $1,879.75; 7-pass. 
sed., $2, ; lim., $2,461.50; élub cpe., 
$1,893.50; conv., $2,315.75; Suburban, 
2,651. 
¥ Oban —Detwse sed., ping -t 
2-dr. sed., Pa ty torts; teen $1,606. 
. sed, $1,807 


Oustem—4-dr. 
$1,892; 7-pass. sed., $2,199; ae an ope., S1:. 
794; onv., $2,209. 

FORD—Six—4 ata. sed., $1,473.50 (V-8, 
$1,560); 2-dr. » $1,425 (V-8, $1,511.50) ; 
$1, ne ‘50 (V-8, $1,524); bus. 
2 (V-8), $1,433.50); Custom. 


(V-8, $1,613.50); 
wag., 5 $4,119.50 (V-8, §2,- 


, $2,482.77; Manhat- 


965.50 


264.50) 


FRAZER—4-dr. sed. 
tan—4-dr. sed., $2,746.11 


); stat. 


IN: “e"'—4-dr, sed., $2,- 
222.25 (8-eyl., $2,343); 2-dr. sed., $2,- 
171.75; club epe., $2,219 (8-oyl., $2,339. 75); 
bus, cpe., $2,069; comv., $2, Commo- 


“@">_4-dr. 


sed., 


"$2,898.50 


(8-cyl., 


$2,514); club epe., $2,374.25 (8-eyl, $2,- 
.75; conv., $3,056.75 


75 (8-cyl., 


$3,137.75). 
KAISER—Speeial—4-dr. sed., $2,244.37; 
Deluxe—4-dr. sed., $2,407.11. 


LINOOLN — 4-dr. sed., $2,690.50; spt. 
cpe., $2,633; conv., $3,117; Cosmopolitan— 


4-dr. 


spt. 


sed., $3,344; 


4-dr, town sed, 


$3,344; spt. ope., $3,201.50; conv., $4,054. 
MEROURY—4-dr. sed., $2,116; spt. cpe., 


$2,084.50; conv., 


$2,820.50. 

NASH—600 Super—4-dr. sed., $1,882; 2- 
dr. sed., $1,807; sedan cpe., $1,829; Am- 
bassador Super—4-dr. sed., $2,279; 2-dr. 
far , $1,591.50 (V-8, $1,665.50); 2-dr.  sed.. $2,254; sedan ope., $2,275; Ambas- 


$2,536.50; stat. 


wag., 


sador COustom—4-dr. sed., $3,489; 2-dr. 
$2,464; poten we. $2,485. 

OLDSMOBILE —_ “66” — 4-dr. 

sed., $1,677 ome $1,818); 2-dr. sed, 


$1, 634 (deluxe, $1,776); club cpe., —- 
(deluxe, $1,749); conv., $2,003; stat. 


$2,614 (deluxe, $2,739); 
4-dr. sed., $1,735 (deluxe, 
sed., $1,693 (deluxe, $1,834); 


Dynamic gare 
$1,876); 
club epe., 


2-dr. 


$1,667 (deluxe, $1,808); —er. sues stat. 


wag., we gel (deluxe, $2,797 

#16" —4-dr. $1,801 (deluxe, 
2-dr. sed., ot. 726 (deluxe, $1,873); 
“18""—4-dr. sed., $1,859 hao 
2-dr. sed., * $1,785 (deluxe, $1, 
turamic “9g"?—_4-ar. sed., $2,151 
$2,256); 2-dr. sed., $2,078’ (deluxe, 
conv., $2,624. 


931); 


Dynamic 
$1,947); 
Dynamic 


$2,006) ; 
Fu- 
(deluxe, 
$2,182); 


it — 4-dr. sed., $2,275 


PACKARD — Eigh 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
Super Eight— 


$2,517); stat. wag., $3,245; 
4-dr. sed., $2,827; 2-dr, sed 


$3,260; 7-pass. sed., $3,500 (deluxe, 


$2,802; conv., 


850); 7-pass. lim., $3,650 (deluxe, $4,000) ; 


Bight—4-dr. sed., $3, 
sed., $3,700; conv., 


704; 7-pass. lim,, $4,868. 
* Deluxe 


750; 
$4,295; 7-pass. sed., 


ca 


— 4-dr. sed., $1,- 


PLYMOUTH — 
455.50; 2-dr. sed., $1,307.50; 


club 


ope., 


New Commercial Car Registrations, 28 States for October, 1948-1947 


Truck registrations by states 
are released here weekly, as 
completed by R. L. Polk rep- 
resentatives in state capitals. 


Miscellaneous 


Total 


19| 19559 |'48 16 States Previously 





107| 19875 |'47 Reported for October 
s| 913 |'48 Connecticut 
5 893 | '47 a é 
364 |'48 District of Columbia 

2 i ‘47 
3| 750 |'48 Idaho 
465 |'47 e: 
| isiala Kansas 
8 1312|'47 f 
7 627 |'48 Maine 
688 | '47 ; 
yo ee be Maryland 
a1 3 Sela ~ Massachusetts 
28 nu ‘47 ; 
| 3 |'48 Missouri 

14 $002 ‘47 
912 |'48 North Dakota 

751 |'47 
3 1117 |'48 Oregon 
19] _1157|'47 . 
24| 5027 |'48 Pennsylvania 
32| 5639|'47 7 
937 |'48 South Carolina 

- 932 |'47 a , 

36611 |'48 28 States Reported 
ot 39390 | '47 to Date for October 
1948| 842195 |'48 Year 
3058} 689928 |'47 to Date 


$1,424; bus. cpe., £: 360.75; Special Deluxe 
—4-dr. sed., $i,54 4.25; 2-dr. sed., $1,- 
486.25; club’ ope., $1,518; conv., $1,872; 
bus, cpe., $1,454.75; stat. wag., $2,082.75 


penmae~-Supete “@"’—4-dr. sed., $1,- 
641 (deluxe, $1,731); 2-dr. sed, $1,583; 
sed. o*; ,614 (deluxe, 


,704); spt. cpe., 

$1,663 » $1,641); . Ope, $1,500 

$2,026; “ge? — 4-dr. sed., 

$1,685 aa $1,778); 2-ar. sed., $1,630; 

sed, ope., $1,661 SS $1,751); spt. ope... 

$1,590 (deluxe, $1,689 epe., ~t 
conv., $2,072; “6 —-4-dr, 

$1,727 —, $1, 817); sed. cpe., set 

(deluxe, $1,766); stat. wag., $2,374 (de- 


luxe, 442); “g)_4-dr, sed. 
$1,775 (deluxe, $1,864); sed. cpe., $1,724 
(deluxe, $1,814); stat. wag., $2,412 (de- 
luxe, §2,490). 

STUDEBAEKER—Onhanmpton Deluxe—4-d:. 
sed., $1,685.50; 2-dr. sed., $1,608.75; spt. 
26; Ohampion 


ope., $1,680; bus. ope., ; 
Roca Be a a ai gu! oy = 
’ eo; Gpe., 
$2,060.58; De- 


eonv., 


$1,608; 
luxe—4-dr. sed., $1,956.25; ae. sed., $1,- 


924.76; spt. cpe., $1,951; cpe., $1.- 
856.25; Commander — «dr 
eed, $2,077. 50; 2-dr. sed., ret sp 
cpe., =. bus. cpe., $1.9 50; conv., 
$2,430.75 ; land eruiser, $2,264 765, 


WILLYS-OVERLAND — Stat. wag., $1.- 
sin oed., $1,991.72; Joopoter’’ conv., 
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Paulin Named to Manage 


Cadillac Detroit Branch 
Don E. Ahrens, general 


sales 
manager of Cadillac, announces ap- 


pointment of Clarence E. (Pete) 
Paulin as manager of Cadillac’s 
Detroit branch. Paulin will be re- 
sponsible for operations in south- 
eastern Michigan where Cadillac 
maintains three branches and 21 
dealerships. 

Paulin, who has been sales man- 
ager of the Detroit branch since 
1942, succeeds Joe E. Robert who 
has assumed managership of Cad- 
illac’s Chicago branch. The new 
Detroit manager joined Cadillac 21 
years ago. Winston S. Cooper suc- 
ceeds Paulin as sales manager of 
the Detroit branch. 


* + + 
McLeese Heads Replacement 


In Dayton Rubber Sales 


Royal R. McLeese has been ap- 
pointed manager, Automotive Re- 
placement division, Dayton Rubber 
Co., according to 
L. C. Strobeck, 
vice - president in 
charge of mech- 
anical sales. He 
succeeds William 
Martel, resigned. 

McLeese be- 
came _ associated 
with Dayton Rub- 
ber in 1941, in the 
company’s auto- 
motive sales or- 
ganization, as a 
representative in the Kansas City- 
St. Louis territory. From there he 
was transferred to the Chicago 
district. In 1945 he was made dis- 
trict manager of the St. Louis 
district office. 

* +. * 
Manzel Promotes Roosa 
To Assistant Manager 

Herbert H. Roosa, vice-presi- 
dent of Manzel, Inc., who has 
been in charge of sales for near- 
ly three years, has been named 


assistant general manager by 
Ralph F. Peo, president. 


Sales direction of Manzel’s two 
main divisions will continue in 
the hands of Don L. Lewis, as- 
sistant sales manager in charge 
of automotive tools and equip- 
ment, and Robert W. Meyers, 
assistant sales manager in charge 
of lubricators and chemical feed- 
ers. Roosa was formerly asso- 
ciated with the sales department 
of the Niagara Machine & Tool 
Works. 

@ 7” . 


Three More Sales Reps 


Named by Ajax Parts 


Ajax Auto Parts Co., Racine, 
Wis., has announced the appoint- 
ment of three additional sales rep- 
resentatives to assure nationwide 
service on its line of Ajax me- 
chanical and hydraulic automotive 
jacks. 

According to L. F. Carbonneau, 
Ajax general sales manager, Mark 





R. R. MeLeose 


L. Berman of Detroit will repre- | 
sent the company in Indiana and | 


Michigan. 

Minnesota, North and South Da- 
kota and northern Wisconsin auto- 
motive wholesalers will be served 
on the Ajax line by James E. 
O’Brien, with headquarters in Min- 
neapolis. John J. Simpson will han- 
dle Ajax products in the metro- 


politan New York area and north- | 


ern New Jersey. 
. 7 


K-F Appoints MacMichael 
To Industrial Relations Post 


Appointment of Ralph MacMi- | 


chael as director of industrial rela- 


tions for K-F’s Detroit ——ee di- | 
. Bed- | 


vision is announced by T. 
ford, general manager. 

MacMichael succeeds Duncan 
Campbell, who will assume “ 
duties with Kaiser Services, Inc., 
Oakland, Calif., and moves up = 
his post as assistant director to 
Campbell. 

+ * 7 

Seiberling Appoints Julian 
Assistant Sales Chief 


Harry W. Julian, for the past 
three years merchandising mana- 


ger of Seiberling Rubber Co., has | 


been promoted to assistant ‘sales 
manager, according to L. M. Seiber- 
ling, vice-president in charge of 


Auto Personnel 





sales. Julian will assist Charles A. 
Reed, recently named sales mana- 
ger. 

Oscar Helfer, who has directed 
sales department administrative 
operations for the past 21 months, 
returns at his own request to New 
York as district manager, a post 
he held before his transfer to 
Akron. 

George W. Staples, who replaced 
Helfer in New York, becomes a 
special sales representative for the 
company. 

a * * 


Collins, Fossum Are Named 
To Stewart-Warner Posts 


Arthur R. Collins has been ap- 
pointed general manager of Stew- 
art-Warner Corp. South Wind 
heating equipment division at 
Indianapolis. 


Collins, who joined the South 
Wind division as an engineer in 
1942, has headed its manufactur- 


ing and engineering activities | 


for the past sixteen months. 
E. G. Fossum, who has been 
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assistant to F. A. Hiter, senior 
vice - president of Stewart-War- 
ner, has been appointed as assist- 
ant to the president. 


Bowser Elects Ehrman 


V-P and Sales Director 


Fred S. Ehrman, general sales 
manager of Bowser, Inc., Fort 
Wayne, Ind., since 1944, has been 
elected to the newly created post 
of vice-president and director of 
sales, it was announced by R. Hos- 
ken Damon, president, following a 
meeting of the board of directors. 

Ehrman has been associated with 
Bowser, Inc., since 1925, and has 
served successively in experiment- 
al engineering, sales engineering 
and divisional sales work. 


* * * 


Anders Retires 


Ray H. Anders is appointed di- 
rector of purchases of Sun Oil Co. 
to succeed Henry Thomas, who re- 
tires Dec. 1 after 36 years of serv- 
ice, it is announced by Robert G. 
Dunlop, Sun’s president. 

+ * * 


Heads Shell of Canada 


Shell Oil Co. of Canada, Ltd., has 
|named W. M. V. Ash president. 





STREET LIGHTS TURN SELVES ON—Art 
Bjontegaard puts housing on electronic eye 
that will enable streets lights to "'see'’ ap- 
proaching dawn or dusk. The control unit is 
adaptable to normal street lights and will 
turn them on automatically at dusk, out in 
the morning. (Acme photo). 





Tigges an Advisor 


Herbert L. Tigges, vice-president 
of Baker Bros., Inc., Toledo, and 
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second vice-president of the Ameri- 
can Society of Tool Engineers, has 
accepted an assignment as advisor 
and consultant to the National Se- 
curity Resources Board in connec- 
tion with the work of the manufac- 
turing division. 


* * * 


Clement Joins Black 


S. Duncan Black jr., president, 
Black Mfg. Co., Baltimore, has 
announced the appointment of S. 
W. (Bill) Clement as southeastern 
district manager with headquarters 
in Atlanta. 


* * * 


Milne Promoted 


George R. Milne has been ap- 
pointed operating manager of the 
National Carbide Corp., it is an- 
nounced by J. Carl Bode, president. 
Simultaneously with the promotion 
of Milne, Russell T. Lund was 
made assistant operating manager. 

* * * 


F. L. Jacobs Elected 


Fred L. Jacobs, vice-president, 
has been elected a director of F. L. 
Jacobs Co., automotive parts and 
household manufacturer, Detroit, to 
fill the vacancy on the board cre- 
ated by the death of R. W. Hook in 
March of this year. 
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EXCEEDS WILDEST DREAMS. «Compton popu- 
lation 47,000. Believe 30,000 have passed through 
our showroom the past 3 days to see the Nash Air- 
fiyte. Enthusiasm exceeds our wildest dreams. We 
believe greatest public acceptance of any car ever 
offered.’’ Compton, California. 


5357 FIRST DAY. “By an actual count, be- 
ginning 8 a.m. to 10 p.m., 5,357 persons crowded 
our showroom to see the 1949 Nash Airflyte. Public 
reaction indicates Nash has set the pattern for 
1949.” San ‘Francisco, Calif. 


MOST BEAUTIFUL. “Our first day of displaying 
the 1949 Nash Airflyte, the press estimated 8,000 
people passed through our doors. I have never wit- 
nessed a car accepted by so many thousands as the 
most beautiful car ever designed.’’ Rockford, Il. 


IT’S WONDERFUL! “By door count, 7869 
people have seen ’49 Nash Airflyte the first day. 
Wonderful enthusiasm. In my opinion this car has 
better public acceptance than any new model in my 
15 years’ experience.” Louisville, Kentucky. 


HELP! “Preview terrific, 5,200 attended. Private 
showing made public by demand, as doors would not 
stand pressure. Help!’’ Highland Park, Michigan. 


TOWN HOLIDAY! «at preview last evening 
people stormed our showroom. Crowd so terrific 
today that Mayor declared it a holiday. Stores close 
so everyone can see the Airflyte.’’ Meridian, Miss. 


SELLS ITSELF. “Elated to report spontaneous 
admiration of our new Airflyte automobiles. Our 
personnel augmented by 8 people to handle crowds. 
We are most optimistic about our Nash future in 
this community.” Jefferson City, Missouri. 


100% PERFECT. “Nash Airflyte instant suc- 
cess at Summit. Looks like a five thousand dollar 
car. Crowds are returning two and three times to 
admire this wonderful Airflyte. Remarks are ‘100% 
perfect’.”” Summit, New Jersey. 


SWARMED UNDER. ‘Response terrific. Accla- 
mation unanimous. Crowds out of hand. Congratula- 
tions pouring in. Traffic snarled. We are just plain 
amazed and happy with everything.’’ New York, 
New York. 


INSTANT SUCCESS. “Never in our 24 years 
as Nash dealers have we seen such crowds, interest, 
and enthusiasm on Announcement Day. The Nash 
Airflyte is taking Rochester by storm. Public re- 
action ‘beats anything yet’, ‘a dream car’.” Roch- 
ester, New York. 


DOORS WRECKED. ‘Nash is the car of the next 
five years. Public response stupendous. Billing you 
for doors wrecked by enthusiastic public. Congratu- 
lations on a marvelous achievement.’’ Reno, Nev. 





RE 
flyt 
boi 
in 

foll 


S. 

acc 
ext 
whe 
Por 








By wire, letter and telephone the reports are 


streaming in—all across the nation, it’s the same 


amazing story —the greatest showroom traffie in all 


Nash history ... the most enthusiastic endorsement 


we hawe ever seen America tender a new automobile. 


You said it—this is it—it°’s Nash for °492 


RESCUE TRUCK ALERTED. “1949 Nash Air- 
flyte truly hotter’n your depot stove. Enthusiasm 
boiling over. Fire Department rescue truck alerted 
in front of dealership for emergencies, Picture 
follows.” Sandusky, Ohio. 


5. 0. S. **Help. Help. Showroom too small to 
accommodate the crowd. Public acceptance running 
extremely high. Our hats off to you people of Nash 
who have put us far in the lead of the industry.’’ 
Portland, Oregon. 


DOUBLE PARKED. “Having a wonderful show- 
ing. Several thousand enthusiastic prospective Nash 
owners in our showroom, so thick we could stir 
them with a paddle. People looking through the 
windows. Doubled parked, blocking traffic.”’ Corpus 
Christi, Texas. 


TRIPLE THREAT. ‘Crowds enthusiastic beyond 
words. Competition slightly amazed. Please triple 
our quota before we are torn limb to limb.’’ Van- 
couver, Washington. 


100% PRAISE. “The biggest thing in the auto- 
mobile business I have ever seen. Nothing but 
praise on styling, roominess, and originality. Main 
question, ‘How soon can I get one?’ Wonderful 
job, we are very happy.” Elkins, West Virginia. 


IT’S CATCHING. ‘Salesroom packed. Crowds 
impossible to handle. Switchboard jammed. Nas’ 
Airflyte for 1949 completely upsetting our personnel. 
Public double parking. Crowds increasing by the 
hour.’’ Milwaukee, Wisconsin. 


PROUDEST MAN. “Introduction of Nash 
Airflyte colossal. Have never seen as large crowd 
attend any showing in this city. All complimentary 
about Nash Airflyte. I’m proudest man in Caspar.” 
Caspar, Wyoming. 





Hye 


GREAT CARS SINCE 1902 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit 





22 


High ways & Safety +-7-% 
Toll-Battle 
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Roads 


Lead to Ohio, Colo. 


UST AS consistently as various 
J highway user groups warn about 
the weaknesses of the arguments 
in favor of toll roads, new pro- 
posals for such highways come 
from widely scattered states. 

The latest is Colorado’s con- 
sideration of a $6,000,000 lane be- 
tween Denver and Boulder. It 
can be constructed if the legis- 
lature, meeting early next year, 
enacts legislation permitting the 
issuance of bonds for the proj- 
ect, according to State Highway 
Engineer Mark U. Watrous. 

In the same mail with this an- 
nouncement comes a_ statement 
from the Ohio Farm Bureau that 
the toll-road movement at bottom 
is as “fallacious as the chain letter 
or the Ham and Eggs idea.” 

Following latter characterization, 
the agricultural group “fries” the 





defense of toll strips. This timely 
warning comes because the issue 
is due for further airing in the 
Buckeye state soon. 
+ * * 

Oo= GROUPS are readying 

their forces for the legislative 
battle over what the bureau calls 
an idea whose apparent soundness 
fools “otherwise sound and ,ra- 
tional people.” 

It adds that “there are many 
points that can be made against 
the toll road plan, but all of them 
revolve around two main objec- 
tions. 

“First, toll roads are econom- 
ically unsound; that is, they have 
been in the past and will be, in 
all probability in the future, 
financial failures, and secondly, 
they are undemocratic. They do 
not fit into the American pic- 





ture of free roads paid for from 
public funds.” 

The bureau finds that if a toll 
road is to remain solvent, parallel 
free roads must be held to defi- 
nitely lower standards as to safety 
and congestion. “This brings us to 
the ugly conclusion that in order 
to provide for the safety of the 
minority who have long trips and 
money to pay for tolls, we must 
push back standards of conveni- 
ence and safety for those who 
make short trips and have lower 
incomes.” 

* * * 

HE MATTER of standards re- 

ferred to by the Ohio group 
seems to find confirmation in the 
reported statement by Watrous in 
Colorado that the advantage of the 
toll road would be that it could be 
built immediately and to much 
higher standards than under regu- 
lar highway fund allocations. 

Another interesting sidelight in 
the Colorado move is the report 
that those interested in the proj- 
ect are agreed that with the state 








SWEETS FOR THE SAFETY-MINDED—On 
about 500 boxes of candy in Washi 


Sweetest 
@s @ part of 
Commerce Traffic and Safety committee. This prog: 


day, a caravan of 10 autos distributed 


the project of the Junior Board of 


ram was planned by the Soae i 


charge, Thomas M. Amatucci Wey vice-president of Tom's Auto Service, Inc., 937 N St., N. 


Cc 


rysier dealers. The caravan distributed boxes of candy to 


one of Wash’ wanes? a 
pedestrians, motorists and streetcar and bus operators, and was led by Tom's Auto Service 


Amatucci. 


Paramount Pictures in 


savings might make the project 


highway department underwriting | self-liquidating. 


any deficit, the bonds could be sold 
at a lower interest rate and the 


flat panels. 


Saf BHY GOSS or ornnen 


DUPLATE SAFETY PLATE GLASS + DUOLITE SAFETY WINDOW GLASS 


PITTSBURGH 


PAINTS + GLASS 


ae 


* CHEMICALS - 


3 GLASS 


Like in Ohio, a battle looms 
soon for pay-roads in Colorado, 


- they follow the desires of the motor- 
ing public, they’ll have one thing in 
common: larger vision panels. For this 
is an improvement that they have been 
insistent upon. And those manufac- 
turers who have already met this de- 
mand have been roundly applauded. 
When you order Safety Glasses for 
your cars, make sure that you specify 
“Pittsburgh.” Why? 
burgh Safety Glasses are quality prod- 
ucts. They have an excellent record of 
service in the automobile and aviation 
fields. They have the full confidence of 
both manufacturers and car 
buyers. They are backed by an 
organization whose manufac- 
turing knowledge, technical 
skill and scientific resources are 
unsurpassed in the industry. 
Today, Pittsburgh Safety Glasses can 
be mass-produced in curved as well as 


Because Pitts- 


Regardless of the problem that con- 
fronts you in connection with the use 
of glass in the design and construction 
of your cars, feel free to consult our 
Safety Glass specialists. There is no obli- 
gation. Pittsburgh Plate Glass Com- 
pany, 2416-8 Grant Building, Pitts- 
burgh 19, Pennsylvania. 


PLASTICS 


COMPANY 





—- car, driven b From right to left: Charlies Burton, national committee- 
man the Public Sa 3 committee of the Junior Board of Commerce; Marjorie Peterson, 
‘ashington, who participated in the safety caravan, and Amatu 


cl. 


with an announcement last week 
by National Highway Users Con- 
ference that its Colorado affiliate 
“is pointing the way toward re- 
pealing existing toll road legis- 
lation in that state.” 

If this should happen, the Cen- 


tennial state would be “the first 
reversing the national toll road 
threat,” NHUC states. The user 


groups in many states have been 
fighting the toll theory actively 
and consistently toward the day 
when they can say, “We toll you 
so,” if their crusade for free roads 
wins. 
—Grorce Deery 
+ * = 


Report Stresses 
Dealer Role in 
Safety Drive 


The need for compulsory car in- 
spection and the fact that good 
safety programs “spearheaded by 
dealers are a most excellent pub- 
lic relations builder,” are among 
the main conclusions of the Sum- 
mit county safety contest, accord- 
ing to E. John Lehman, secretary- 
manager of the Akron Automobile 
Dealers Assn. 


Lehman, who is also secretary of 
the Ohio Inter-Industry Highway 
Safety Committee, states that the 
final report on the program offers 
proof that inspection is necessary. 
It points out that “while 50 per- 
cent or more will come in volun- 
tarily, they must rely on the po- 
lice to catch the 7 to 10 percent 
= junkers in an unsafe condi- 

on.” 


The majority of drivers are 
safety conscious and want the mi- 
nority to be compelled to have a 
safe car, is another finding of the 
report. 

ca * a 


$69,703,000 Road Program 
Studied by California 

Plans for a $69,703,000 highway 
construction program for the 1949- 
50 fiscal year have been outlined 
by the California State Highway 
Commission. Besides the construc- 
tion program, the commission’s 
proposed budget for the next fiscal 
year also contemplates a $17,701,500 
expenditure for purchase of rights 
of way for projects in 1950-51. 

Of the $63,703,000 proposed for 
construction, $32,419,000 would be 
spent in Northern California and 
$37,284,000 in the south. California 
law requires 55 percent of the 
funds to be distributed in Southern 
California counties. Pointing out 
that the proposed program will be 
the largest ever undertaken in Cal- 
ifornia, Purcell described it as the 
“fruits of Gov. Warren’s vigorous 
and successful fight” for passage 
of the Collier-Burns highway act 
of 1947, The entire budget is sub- 
ject to approval by the governor 
and state legislature. 

” e 


* 
Lund Succeeds Gray 


Russell D. Lund, Chicago indus- 
trial editor, has been named re- 
gional representative of the Na- 
tional Highway Users Conference 
in Illinois, Indiana, Ohio, Michigan 
and Wisconsin. Lund succeeds Har- 
old Gray, Chicago, whose promo- 
tion to the Washington NHUC 
staff was also announced by Ar- 
thur C. Butler, director, 
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In the Hopper 


Wisconsin Labor to Sponsor 


Sick Benefit Legislation 


A wage deduction plan for the 
financing of a non-occupational 
sickness disability benefit program 
under state government auspices 
will be offered in the 1949 legisla- 
ture by Wisconsin organized labor, 
it has been reported in Madison. 

The program will be sponsored 
by the Wisconsin State Federation 
of Labor, if it is not introduced in 
the legislature by the joint advis- 
ory committee of the industrial 
commission on unemployment com- 
pensation legislation, according to 
a WSFL spokesman. 


Key Laxity Curb Again 
Pressed in Wisconsin 


During the last session of the 
Wisconsin legislature an attempt 
was made to pass a law making 
it a misdemeanor to leave keys 
in an unattended car, but nothing 
was done about it, as there was 
rural opposition. 

Attempts are now being made in 
Milwaukee to enact ordinances to 
stop the practice of leaving keys 
in the ignition, as it may lead to 
juvenile delinquency. It is thought 
that with the increase in the habit 
the coming legislature’s session, to 
open in January, may do some- 
thing about it. 

+ 7 * 


New York to Consider 


Car Inspections in 1949 


Two pieces of safety legislation, 
one calling for periodic inspection 
of cars by the state to reduce the 
number of unfit automobiles on the 
highways, will be introduced at the 
next session of the New York leg- 
islature. 

The other bill will provide for 
the re-examination of drivers who 
are involved in a certain number 
of accidents over a prescribed pe- 
riod of time, such as three acci- 
dents within 18 months, according 
to State Senator Seymour Halpern. 


Use Tax Law Weighed 
By Arkansas Officials 


Proposals for the enactment of 
a state use tax law in Arkansas 
and plans for “tightening up” on 
sales tax collections were discussed 
by Gov.-elect Sid McMath and a 
group of state legislators at a con- 
ference in Jonesboro, Ark. 

The proposed use tax law would 
levy a 2 percent tax on goods 
purchased outside Arkansas for 
use but not resale in the state. 
Under the proposed more strin- 
gent sales tax collection plan, mer- 


Trailer Makers 
In Indiana Hit 


By Recession 


ELKHART, Ind.—With two firms 
involved in bankruptcy action and 
others laying off workers and cut- 
ting back production, the trailer 
industry here appears to be experi- 
encing a recession. 

Bankruptcy petitions have been 
filed in South Bend by Drexler 
Coach, Inc., and the Adams Coach 
& Mfg. Co. The latter’s creditors 
have already asked that a receiver 
be named for the firm. 

Meanwhile, Elkhart’s Schult Corp. 
has laid off 130 employes this 
month, telling them to look for 
other jobs because “business has 
fallen off to a point where we don’t 
know when we can hire you back.” 

Buddy Coach, another local firm, 
has also laid off workers. Employes 
in the two plants of the Prairie 
Schooner Trailer Co. have agreed 
to shorter hours rather than large 


layoffs under sharply curtailed 
schedules. 
In contrast, however, LaSalle 


Coach reports it is hiring some of 
the workers laid off by other firms. 
Two other firms, Pacemaker Trailer 
and Majestic Coach, report that 
business conditions are unchanged 
for them. 

Elkhart Coach & Trailer Co. re- 
ports that it had a big backlog of 
orders “when the slump came,” but 
that few are left to be filled. Excel 
Corp. also noted a lack of customer 
demand, 


chants would be required to buy 
sales tax coupons from the state, 
thus paying the tax in advance. 
They would give a one-cent coupon 
to each person buying as much as 
15 cents worth of merchandise and 
coupons equal to 2 percent on sales 


over 63 cents. 
* ao 


* 
Oklahoma Group Urges Cut 
In U. C. Yearly Markdown 


The revenue and taxation com- 
mittee of the Oklahoma Legisla- 
tive council has recommended that 
the motor vehicle excise tax of 2 
percent be amended by reducing 
the annual depreciation schedule 
therein from the present 35 per- 
cent to a figure more nearly re- 
flecting average value of used mo- 
tor vehicles. 


The committee requested the 





Pa. Truckers to Seek 


Weight Code Revision 


HARRISBURG, Pa. — (UTPS) 
—Modification of truck weights 
in the state will be sought by 
the Pennsylvania Motor Truck 
Assn, at the 1949 session of the 
legislature, it was reported last 
week at a meeting of the group’s 
legislative committee by William 
F. Crossett of Warren, PMTA 
president. 

While the association is not 
asking for an increase in maxi- 
mum weight permits on the 
state’s highways, a spokesman 
said that equalization of weight 
limits for modern trucks will en- 
able the trucking industry to 
compete with those of neighbor- 
ing states. 





Oklahoma Tax Commission to pre- 
pare an amendment which would 
plug a serious loophole in the pres- 
ent law for the benefit of the state’s 
general revenue fund. 


Air Seal Material 
Said to Guard 


Against Punctures 


VANCOUVER, B. C.—Tests are 
being carried out at the University 
of British Columbia on a commer- 
cial air seal material which is 
claimed to prevent under-inflation 
and tire punctures. 

The material is a pliable asbestos 
product which is blown under pres- 
sure through the tire valve stem. 
When the wheel is spun the air-seal 
is whirled to that section of the 
tube which underlies the tread, and 
some of it spreads about an inch 
up the side walls. 

One experiment is said to involve 
a 6x16 tube which had been leaking 
at the rate of two pounds per day. 
The tube was treated with the air 
seal and inflated to 31 pounds. It 
reportedly remained at this pres- 
sure, in use on a passenger car 
for 45 days. 

Treated tires have also been de- 


liberately punctured by driving a 
3/16-inch spike into the tread sec- 
tion. In each case there was a 
slight escape of air when the spike 
was removed, but then the puncture 
sealed completely. 


Some question arose as to the 
probability of treated tires affect- 
ing the steering of both cars and 
trucks. To check this point trials 
were conducted at speeds ranging 
from 30 to 85 miles per hour on 
straight stretches of road. These 
tests have proved conclusively that 
there was no chance of the air seal 
adversely affecting steering or 
wheel balance, it is said. 

Prof. J. R. W. Young, acting 
head of the department of agri- 
cultural engineering, feels that the 
use of this material could be a 
definite factor in reducing traffic 
fatalities. In addition, he said, 
there should also be a considerable 
monetary saving since tire life is 
extended when correct pressures 
are maintained. 


Want to Buy or Sell something? Try 
AUTOMOTIVE NEWS WANT ADS! 





THE JOHN E. WOLF COMPANY 
Again Wins National Recognition 
For Outstanding Direct Mail 
Advertising... 


MASA AWARD 


We feel it a real “feather in our cap” to again be awarded the coveted 
PRESIDENT’S CuP by the Mail Advertising Service Association, Inter- 
national. This award is presented annually for the Best Campaign created 
for a client. It was first won by The John E. Wolf Co. in 1937 for the 
original “Wolf Plan of Owner Follow-up.” Winning again in 1948 is con- 
crete evidence that The John E. Wolf Co. is still “tops” in the creation of 
resultful Direct Mail Advertising. 


DMAA AWARD 


The Second 1948 honor comes from the Direct Mail Advertising Associa- 
tion, who presented The John E. Wolf Co. a Best or INDUSTRY Award for 
their Direct Mail Campaign entered in competition with 3800 large users 


of Direct Mail from the U.S. and foreign countries. 


Since The John E. Wolf Co. originated the “Wolf Plan of Service Merchandising” 
in 1935, and proved the effectiveness of combining efficient mail promotion with 
sound principles of service merchandising, it has had many imitators. Many of its 
fundamental ideas and plans have been universally adopted by the Automotive 
Industry for more productive service department operation. 


With its many changes and improvements, the Wolf Plan of today offers aggres- 
sive dealers the most complete and productive plan for profitable Service Mer- 
chandising and Owner Follow-up. 


MAIL THIS FORM OR WRITE FOR INFORMATION 


Please send 


information about 


MERCHANDISING”’ to: 


Name: 
Dealership: 
he DMBIOIB® © vsciscsecarcrasincrii nda 
JO E.WoLFP 
L/’ COMPANY NEW HOME STATE LIFE BLDG. 


“THE WOLF PLAN 


OF SERVICE 


OKLAHOMA CITY 38, OKLA. 





1937 


11 Years of Creating 
Outstanding Direct 
Mail is represented 
by these Two Awards. 


1948 








Best of Industry 
Award for 1948 


THE WOLF PLAN OF SERVICE MERCHANDISING 


AUTOMOTIVE NEWS, NOVEMBER 





Dealers, Factories Testify .. . 





Macy Probe Statements 


RE IS a summary of the state- 

ment made to the House sub- 
committee on Questionable Prac- 
tices (Macy) Nov. 16 by Earle O. 
Baker (Nash), president of the 
Washington Automotive Trade 
Asen.: 

“The automobile dealers of Wash- 
ington have been singled out by a 
committee of Congress and charged 
with ‘victimizing’ the public of over 
$4,000,000 by making too much 
profit... . In spite of the qualifying 
statements in the fine print, to the 
effect that some dealers were doing 
business in an honorable manner, 
the headlines leave the impression 
that all dealers are ‘gyps.’ 

“What is too much profit? 
Where is the yardstick to meas- 
ure what is fair and what is un- 
fair in a business transaction? 
Opinions on that will vary great- 
ly. It will depend upon which 
side of the transaction you are on. 
Let’s go back a few years. 

“In prewar days you saw com- 
petition among dealers at its height; 
and it was a hardy individual who 
survived the struggle. The mortal- 
ity rate among dealers was terrific; 
many more went broke than sur- 
vived. The average life’ was 3% 
years, ... These dealers did not go 
out of business because of lack of 
customers—in almost every case it 
was due to the big losses sustained 
on used cars traded in on new 
ONG 3:5 

“I want to emphatically deny the 
statement made in the Committee’s 
press release that the discounts es- 
tablished by the factories were suf- 
ficient to allow dealers to take a 
loss on used cars. Even if the fac- 
tories made such a statement, the 
experience of the dealers in nrewar 
days rroved that they could not 
make money by selling trade-ins at 
less than cost. 

* a > 

“AFTER struggling through the 

prewar years and then through 
the war years without new c#rs to 
sell, the dealers have found them- 
selves during the postwar neriod in 
the unusual but very satisfying 
position of being in a seller’s mer- 
ket, and have enjoyed good rrofite 
after a long famine. It would seem 
however, that some of our Inw- 
makers believe we belong in the de- 
pressed class of small businessmen 
and would reduce our profits even 
before Internal Rvenue gets a 
chance.” 

At this point Baker pointed out 
that dealer profits are now being 
plowed back into their businesses: 
(1) adequate buildings and facili- 
ties; (2) proper reserves avainst 
competitive days ahead; (3) raising 
of wages and salaries: (4) meeting 
increased costs of doing business. 

“I would now like to deal with 
the two specific complaints men- 
tioned in the Committee’s press 
release,” Baker declared. “It states 
that tradeins have been under- 

,valued by approximately $300 per 
car and that dealers have received 
a mark-up of 48 percent. The 
committee states that these fig- 
ures were arrived at from thou- 
sands of invoices that were 
checked. I am not in a position 
to disprove the accuracy of these 
figures. I will only comment that 
it is larger than the profits se- 
cured on used cars in my own 
dealership. 

“But there is nothing said about 
reconditioning expense. Does the 
committee mean that the cars were 
sold for an average of $300 more 
than traded in for, or have they de- 
ducted reconditioning? If they have 
not deducted repairs, that $300 fig- 
ure would be reduced substantially. 

“The release speaks of a 43 per- 
cent markup. In our business we 
seldom refer to markups, but work 
on a discount from a list price. A 
43 percent markup is the equivalent 
of 30 percent discount from a list 
price. It is generally agreed that it 
cost 20 percent of selling price to 
cover cost of advertising, sales- 
men’s commissions, guarantee costs, 
and its share of general overhead. 
That means, then, that the dealers 
have made 10 percent net profit on 
their used cars, provided the inves- 
tigators have allowed for recondi- 
tioning. If they did not, that 10 


percent profit would probably be 
reduced to 5 percent. 
a * * 

“ATEW-CAR discounts range from 
~ * 20 to 25 percent. Discounts on 
parts are approximately 40 percent. 
According to the committee’s re- 
port, some dealers during the last 
few years received 30 percent on 
used cars. That puts the used cars 
right in between new cars and 
parts. I maintain that it costs a 
dealer more per dollar of sales to 
handle used cars than new cars; 
that he is entitled to the profit and 
should not be expected to sell any 
of his merchandise at a loss. Other 
industries have always handled 


tradeins on a profitable basis, no- | 


tably typewriters, without incurring 
public displeasure. 

“Another factor that should be 
taken into consideration is that 
dealers, since the war, have not re- 
ceived tradeins on more than about 
50 percent of their new-car sales, 
and I believe that is a liberal figure 
as many dealers tell me their trades 
did not run more than 20 to 30 per- 
cent... . With such a small number 
of trades coming in on a restricted 
supply of new cars, the dealer felt 
he should make a fair profit on the 
ones he did get. 

“Right now I would like to 
mention that the public could buy 
a new car without a tradein at 
the established factory list price. 
If he had a car to trade and if the 
dealer would take it at 30 percent 
less than resale price, the pur- 
chaser still was buying at less 
than he would have paid for a so- 
called new car on a used-car lot. 
In other words, the factories and 
dealers combined were selling 
new automobiles at less than price 
established by the public on the 
used-car lots, that being what 
they were willing to pay... . 

“The second complaint is that 
dealers loaded the cars with un- 
wanted accessories. Part of the dif- 
ficulty here is that the factories, in 
their desire to be competitive with 
each other, have priced their cars 
stripped. They have not included in 
their list prices items of equipment 
that have come to be recognized as 
a standard part of an automobile 
but are priced as separate items. 
Such items as heaters, clocks, oil 
bath air cleaners, sponge rubber 
cushions, overdrives, automatic 
transmission, etc., are recognized 
now as being as much a part of 
usual equipment as bumpers and 
spare tires. But because they are 
billed on the customer’s invoice in 
the same category as radios, spot- 
lights, etc., they are all added into 
the average of $286 in extra equip- 
ment that has been mentioned. I 
have to draw on my own personal 
experience on the subject of un- 
wanted accessories. 

“T find that in taking an order for 
a new car I go over the list of ac- 
cessories with the customer; I have 
no difficulty in selling him up to 
$286. They like them and want 
them, but want to select what they 
buy, I do not countenance deliver- 
ing new cars with unwanted acces- 
sories, but I do not believe we could 
sell stripped cars. 


people to come forward with gripes. 
Iam only surprised that they found 
so few. Since the war we have de- 
livered 58,180 new cars in Washing- 
ton, and the proportion who re- 
sponded was very small. Even pre- 
war when we were almost giving 
cars away you could have adver- 
tised for people who had com- 
plaints and many would have been 





THEY SERVICE CARTWHEELS—"'Bankers in White" might well be the title of this scene 
found. The satisfied customers are | showing employes of the West St. Paul bank in Minnesota wearing service coats provided 


| : . * 
| by Kallin Motors (Studebaker) while the bank was being enlarged and modernized. The 
silent—the dissatisfied are a noisy | enoghs not only set loose cater and dirt out of their clothes, but kept the wearers 


minority.” | warm while workmen removed a wall and a portion of the roof during the alterations 


Testimony of H. F. Banks of Oldsmobile 


Testimony of H. F. Banks, as- 
sistant general sales manager of 
Oldsmobile, before Macy commit- 
tee in Washington: 

Mr. Banks: We appreciate the 
opportunity of your invitation to be 
here today and attend this hear- 
ing. The statements made here to- 
day are of concern to General Mo- 
tors, the Oldsmobile division. How- 
ever, to acquaint all here with our 
operating policies with our dealers, 
I think first we should give you a 
background for proper understand- 
ing and interpretation of the infor- 
mation which we submitted just a 
few days ago. 

In a letter dated Nov. 11, to 
your committee, we wish to call 
your attention to the relationship 
of authorized General Motors 
dealers to our car divisions. They 
are not agents. They are, and 
historically have been, indepen- 
dent contractors, operating under 
a selling agreement or a franchise 
which runs for a stated term. 
Under the circumstances there 

are legal limitations affecting the 
policies and the practices which the 
manufacturer may adopt in connec- 
tion with its relation with its deal- 
ers, even though the manufacturer 
necessarily has certain rights in the 
distribution of its new car products 
to dealers. 
Exercise of Rights 

Furthermore, at least some of the 
rights move to the dealer when he 
acquires those new cars, although 
within certain legal limitations the 
contractual relationships between 
the manufacturer and the dealer 
may be dependent upon the proper 
exercise of some of these rights by 
our dealer. 

On the other hand, with respect 
to its products which have moved 
into the used-car markets and are 
purchased as used cars by dealers 
from the third party, the manufac- 
turer does not have the same rights, 
even though the manufacturer may 
have certain legal rights flowing 
from the contract relationship as a 


whole, which embraces all phases of | 


the dealer’s operations, 
his used-car business. 
Accordingly, our policies with re- 
spect to the distribution of our 
products by dealers are in the na- 
ture of recommendations and in 
this connection we counsel with our 
dealers regularly with respect to 
sound retail distribution practices. 
Dealer advertisements on dealer re- 
tail policies are in many inStances 
the result of cooperative effort on 
the part of the car divisions and 
their dealers. These cooperative ad- 
vertisements are paid for jointly by 


including 


| the dealer and the car divisions. We 


“This committee advertised for | have forwarded you several sample 





ENGLISH SPORT MODEL—The MG roadster will be exported to the U. S. in greater 
quantities soon, according to the Nuffield Organization, which produces the car at the 


MG Car 
| of 94 inches. 


Co., Ltd., Oxford, England: The car has a four-cylinder engine and a wheelbase 








copies of such advertisements which 
have been run by the GM dealers 
during the past several months. 
They were just recently presented 
here at this hearing. 

I would like to make it clear 
that these ads are paid for jointly 
by the dealer organization and by 
the GM corporation and by each 
division pertaining thereto. We 
believe you will be interested in 
the policies regarding the sale of 
new cars and accessories and the 
matter of tradeins as stated in the 
dealer advertisements mentioned 
above. These advertisements in 
general make the following points: 

There will be no padding of the 
price. 

The customer will receive an 
itemized bill of sale and all prices 
will be displayed in the dealer’s 
showroom, 

Must Specify Accessories 

No customer will be required to 
purchase accessories. 

Any car delivered to a customer 
will carry only accessories specifi- 
cally ordered by the customer. 

Tradeins are not required. 

The dealer will accept the order 
of a customer and deliver new cars 
with or without a car in trade. 

Every effort will be made by deal- 
ers to deliver cars in regular se- 
quence to bona fide customers. 

Addressing ourselves specifically 
to the inquiries which you have 
made in your letter of Sept. 28, I 
am referring to the committee, we 
will, for convenience, reply to each 
of your questions in the order 
which you have asked them. 

No. 1.—Factory Policy on Car 
Prices. General Motors Corp. 
does not fix or establish maximum 
delivered prices at which an au- 
thorized General Motors dealer is 
required to sell any General Mo- 
tors automobile, new or used. 

However, General Motors does 
suggest retail prices for new Gen- 
eral Motors cars. Our policy relat- 
ing to prices is perhaps best ex- 
pressed by the following paragraph 
which appears in the Selling Agree- 
ment which is in effect with every 
authorized General Motors dealer: 

“Seller (General Motors) will es- 
tablish advertised delivered prices 
on new (General Motors) motor ve- 
hicles and chassis at point of manu- 
facture of the home office, and it is 
the desire of seller that all retail 
customers wherever located be able 
to purchase such vehicles at not 
more than these prices, plus trans- 
portation charges and the retail in- 
stalled prices of any optional equip- 
ment and accessories selected by 
the retail purchaser, all as shown in 
the current sheet of suggested max- 
imum retail delivered prices issued 
to dealer by seller from time to 
time, plus applicable taxes, if any. 

“Dealer will cooperate with seller 
in advertising delivered prices in 
dealer’s town and will inform retail 
purchasers of such prices, and will 
give them itemized invoices cover- 


ing the details of their purchases.” 


Sent to All Dealers 

Copies of the schedules of sug- 
gested maximum retail delivered 
prices, of the type referred to in the 
above-stated policy, for the period 
Jan. 1 through July 31, 1948, which 
were sent to our dealers in Wash- 
ington, D.C., are enclosed herewith 
pursuant to your request and are 
marked Exhibit “A.” 

I would like to comment briefly 
that it may not be clear in every- 
one’s mind here today that a sug- 
gested advertised delivered price 
at Lansing, our home factory, and 
delivered price here in Washing- 
ton or any other point of delivery, 


is two different items and one 
which should be checked into 
thoroughly; because of transpor- 
tation, you have taxes and various 
other items of equipment, instal- 
lation of accessories, etc. 

Mr. Reddan: Excuse me, Mr. 
Banks. What is the relationship 
between that and the advertised de- 


livered prices? For instance, in 
these ads? 
Mr. Banks: In the advertised de- 


livered price there all those items 
are included for Washington, D.C. 

Mr. Macy: That is adjusted to 
Washington? 

Mr. Banks: Yes. 

So far as used automobiles are 
concerned, whether of General Mo- 
tors make or of another make, Gen- 
eral Motors Corp. does not suggest 
prices. 

In view of its policy of suggest- 
ing maximum retail delivered 
prices for new cars, however, 
General Motors obviously would 
not subscribe to any policy or 
practice which would permit 
prices for used cars in excess of 
suggested maximum new-car re- 
tail prices, and. of course, prices 
below those levels would depend 
upon and vary with many factors. 

2.—Policy Regarding Tradeins. In 
view of the legal relationship be- 
tween General Motors and its deal- 
ers. the dealer-customer relation- 
shin and the business factors in- 
volved. General Motors has not an- 
nonneed anv general overall policy. 
as such, with respect to used-car 
tradeins. In normal times, the used- 
car business is an important part of 
the dealer’s operation and we have 
always encouraged the develonment 
of that part of the business. In an- 
ticipation of future business condi- 
tions, the Corporation would like to 
see its dealers maintain and con- 
tinue to develop their used-car op- 
erations. This should be done by 
dealers on a fair and equitable basis 
by dealing with customers who 
wish to trade used cars. 


Treated as Usual 

Customers who do not have used 
cars should. of course, be treated as 
they would be in normal times un- 
der normal conditions and sold a 
new car without a tradein. In this 
connection. General Motors Corp. 
has definitely recommended that its 
dealers sell new cars without re- 
quiring tradeins and has enlisted 
the cooperation of its dealers in the 
formulation of advertised dealer 
policies accordingly. The newspaner 
advertisements referred to earlier 
state that no customer will be re- 
quired to trade in a car as a condi- 
tion to obtaining delivery of a new 
car. 

3.—Factory Policy on Dealer's 
Sales of Accessories and Extras. 
All cars which are shipped to deal- 
ers by General Motors Car Divi- 
sions, other than Chevrolet Motor 
Division, on which there are acces- 
sories or extra or optional equip- 
ment, are covered by dealer orders 
for such cars. including orders for 
the specific accessories and extra or 
optional equipment. Chevrolet Mo- 
tor Division ships all cars with 
standard equipment only: acces- 
sories and extra or optional equip- 
ment are installed by the dealer. 

Mr. Reddan: You say the dealers 
order those accessories? 

Mr. Banks: Yes, sir, every item 
of accessory shipped with that 
car is ordered specifically for that 
car and the wholesale car order is 
signed by the de»ler himself. 

Mr. Reddan: The factory does 
not ship any cars through with ex- 
| (Continued on Page 25, Col. 1) 
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(Continued from Page 24) 


tras that have not been specifically 
ordered by the dealers? 

Mr. Banks: That is correct. 

They are covered by dealers’ or- 
ders for such cars. I would like to 
emphasize that point. We do not 
ship any accessory item with a car 
unless it is ordered on the whole- 
sale car order, specifying that one 
car and the items thereon are speci- 
fied by the dealer and we ship them 
with the car. 

Mr. Reddan: Mr. Banks, would it 
not be a very simple matter then, 
since all of these accessories are 
put on at the request of the dealer, 
for the public to be able to go in 
and tell the dealer what they want 
and buy the car with whatever ac- 
cessories they want? You heard 
Mr. Kearney’s statement there. He 
says that they come through with 
all these extras and if the customer 
does not want the car with the ex- 
tras, they sell it to somebody else. 

Dealers May Reorder 

Mr. Banks: I am stating our pol- 
icy as the cars ordered from us. 

Mr. Reddan: How does it work 
in practice? 

Mr. Banks: Well, during the 
present economic conditions and 
such as we have had since pro- 
duction resumed, there is a ter- 
rific demand for cars, as you 
know, and the dealer may order a 
number of cars, equipment on 
them, and may not have assigned 
them to any one retail purchaser. 
The car comes in that may have 
been offered to a man who does 
not care for those certain items 
of equipment on the car. How- 
ever, it is stated if he does not 
want it, the dealer can reorder 
that particular customer’s car for 
the items he does wish and we 
will ship it. 

Mr. Reddan: In that connection, 
Mr. Banks, is there any reason why 
the dealer has to do that? We have 
found most dealers have a list 
about ten feet long of people who 
are waiting to get cars, and would 
it not be a very simple matter to 
order those cars according to the 
list with the accessories the people 
want? 

Why would they have to send in 
blank lists? They do not have to go 
out and try to sell the car. They 
know who their customers are 
ahead of time and they certainly 
must know what the customer 
wants. Why can they not order it 
accordingly? 

Mr. Banks: They can. 

Mr. Reddan: Do they? 

Mr. Banks: Generally speaking, 
yes. Our wholesale order carries a 
space on it for even the customer’s 
name and address. 

Mr. Reddan: Is that order by any 
chance signed by the customer? 

Mr. Banks: No, sir. That is the 
wholesale car that we do business 
with the dealer on. 

Mr. Reddan: Is there anything 
to indicate the approval by him of 
all of the accessories? 

Mr. Banks: That is a matter be- 
tween the customer and the dealer 
on the contract purchase agreement 
that he signs. 

Now, the only variation there is 
the Chevrolet Motor division ships 
all its cars with standard equip- 
ment only. The accessories and ex- 
tras or optional equipment are in- 
stalled by the dealer. That first ap- 
plies to Cadillac, Buick, Oldsmobile, 
Pontiac, those four. 

So far as the dealer’s sales of ac- 
cessories and extra or optional 
equipment to the public are con- 
cerned, we refer you to the provi- 
sion on the subject which appears 
in the standard form of selling 
agreement which is in effect with 
all General Motors Corp. dealers: 

Customers’ Rights 

“Right of Retail Purchaser to 
Buy a New Car Without Purchas- 
ing Optional Equipment or Acces- 
sories, 

“Dealer recognizes that a retail 
customer has the right to purchase 
new (General Motors) motor ve- 
hicles without being required to 
purchase any optional equipment or 
accessories and Dealer, therefore, 
will either remove any optional 
equipment or accessories which 
such purchaser does not want or 
will immediately order a new (Gen- 
eral Motors) motor vehicle without 
such optional equipment or acces- 
sories.” 

The provision of the selling 


agreement ifnmediately preceding 
the quoted provision and which was 
set forth in connection with our an- 
swer to Item 1 above similarly re- 
fers to the dealer charging the cus- 
tomer only the applicablesuggested 
price for the car “and the retail in- 
stalled prices of any optional equip- 
ment and accessories selected by 
the retail purchaser .. .” 

4.—Schedules of General Motors 
suggested prices for all makes 
and models of General Motors 
cars delivered in Washington, 
D. C., during the period Jan. 1 to 
July 31, 1948, are attached hereto 
as Schedule “A” as stated in our 
answer to point 1. 

5..—The motor serial number, body 
style number, and the model style 
number of all General Motors cars 
delivered during the first seven 
months of 1948 to the General Mo- 
tors dealers in Washington, D. C., 
referred to in your letters, are set 
forth in Schedule “B” attached 
hereto. 

We trust that this information 
answers your inquiries. 

All of the foregoing policies have 
been brought to the attention of our 
entire dealer organization and they 
are all well known to them. 


Several Dealers Cancelled 

Since production resumed in the 
fall of 1945, we set up and acknowl- 
edge and have acknowledged and 
investigated each customer’s com- 
plaint received at the home office or 
in our zone office. A complete in- 
vestigation has been made on each 
one of them. Such investigations 
have resulted in a number of cases 
of terminations of franchise agree- 
ments or their not being renewed at 
the expiration date. As for the 
hearing here today, we will care- 
fully evaluate the testimony given. 

Again I wish to thank you, Con- 
gressman Macy, your committee, 
and counsels for inviting us. 

Mr. Reddan: Did you find any of 
them justified? 

Mr. Banks: Yes, sir. I will qual- 
ify that statement. The results 
have been that in a number of 
cases termination of franchises or 
their not being renewed at the time 
of expiration date. Now, as for this 
hearing here today, we will care- 
fully evaluate the testimony given, 
and again I want to thank you, 
Congressman Macy, your commit- 
tee, and your counsel for the privi- 
lege of being here. 

Mr. Macy: We appreciate the 
attendance here and the state- 
ment by you, Mr. Banks, but we 
want to go beyond what you have 
just made in those few cursory 
remarks at the end of our evalu- 
ating here today. We were just 
wondering what your general im- 
pression was as to the character 
of the transactions as revealed 
here and ask if you can’t make 
some comments on them, 

Mr. Banks: I wish you would re- 
peat that. 

Interested, He Says 

Mr. Macy: You have heard a lot 
of testimony with reference to cer- 
tain kinds of operations in the sale 
of new cars and the tradein of old 
cars and the receipts of cash and 
these tips, and so forth, and we just 
wondered what impression you had, 
or any comments you care to make 
upon that testimony in addition to 
the general remarks that you have 
made. 

Mr. Banks: We are interested be- 





THE GOOD OLD DAYS—The same scene, the same names—but 40 
October, the 1908 Glidden tour to Bedford Springs, Pa., was relived 


Antique Automobile Club of America. 


the same as in 1908, to help motorists stranded with flats. 
three-wheeler are some of the old-timers: C. 


ears later, During 
y members of the 


A tire service truck again was provided by Firestone, 


Right to left in front of a Kelsey 
W. Kelsey (inventor and manufacturer of the 


Kelsey auto), Troy, N. Y.; Maj. Augustus Post, New York; George Crittenden, Brookline, Mass. 


These three men were on the original Glidden tours between | 


and 1910. Standing beside 


the 1903 Cadillac, in the center of the picture, is M. J. Duryea, president of the AACA and 


son of the co-inventor of the first automobile engine. 
A 1910 Ford is behind Duryea. 


Mrs. William F. Fleming, Wycombe, Pa. 


Seated in the Cadillac are Mr. and 





Macy Warns Industry 


T THE conclusion of the two- 
day hearing Rep. Macy issued 
the following statement: 


“In the past two days, we have 
attempted to present a factual story 
of certain practices being carried 
on by two of the retail automobile 
dealers in the metropolitan area of 
Washington, D. C. Almost four 
months have been required to un- 
cover and document the types of 
operations displayed. However, this 
subcommittee, with a very limited 
number of personnel available for 
this project has, I believe, conclu- 
sively proved that certain practices 
exist in the retailing of automobile 
sales today, which are anything but 
laudable and are most certainly not 
designed to help our national econ- 
omy or foster favorable public opin- 
ion for the retail automobile dealers 
and the manufacturers. 


“The figures released by the 
committee, stating in dollars the 
extent to which the public has 
been mulcted, are not based on 
conjecture or guesswork. They 
have been arrived at through a 
careful examination of records 
submitted by dealers through 
whom approximately 60 percent 
of the new cars sold in the metro- 
politan area of Washington have 
passed during the first seven 
months of 1948. 

“Consequently, we have estab- 
lished no arbitrary standard by 
which the practices of dealers may 
be judged. The books and records 
of the dealers themselves have es- 
tablished an average lying some- 
where between the dealer who ob- 
tains the least amount of money per 
transaction, and the dealer who ob- 
tains the greatest amount of money. 
Somewhere along that line is a point 
beyond which the dealers them- 
selves must recognize that good 
business ends and profiteering be- 
gins. 

“It is by no means our contention 
that the dealers are not entitled to 


a fair profit. But we do contend 
that the profits made by some deal- 
ers go fdr beyond this point, and 
the methods through which this 
profit is obtained go beyond what 
can be termed ethical business 
practices. ° 
* * * 
‘Ty. WOULD be deplorable if the 
greed and avarice of a few 
dealers, and the lack of an effective 
program on the part of the manu- 
facturers, should catapult an entire 
basic industry of the country into 
thorough disrepute and even the 
possibility of controls. 

“This committee from the very 
outset has been of the opinion that 
the American businessman can, if 
he will, police his own backyard 
and must realize that to survive 
and prosper over the years the pub- 
lic must be dealt with fairly. 

“We are anxious to obtain the co- 
operation of the automobile indus- 
try in eliminating the practices 
such as this committee has uncov- 
ered. We are convinced that such 
cooperation would produce imme- 
diate results. 

“To date we have shown only a 
few of the methods employed by 
certain automobile dealers to ob- 
tain exorbitant profits. It is our 
intention to present other types 
of operations as the time and the 
facilities of the committee permit. 

“The transcript of the last two 
days’ testimony will be made avail- 
able to appropriate federal and lo- 
cal authorities to determine whether 
any violation of law has been un- 
covered. 

“With the grave international is- 
sues facing us during the coming 
year, I am sure the Congress would 
welcome the opportunity to devote 
its full attention to those problems, 
secure in the realization that Amer- 
ican industry is putting forth a sin- 
cere effort to regulate itself and 
contribute to the refounding of a 
sound economy based upon actual 
business practices.” 
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cause it is of concern to us. People | has been put to no end of difficulty 


who buy our products are our cus- 
tomers and we want them to con- 
tinue to buy them, and, as stated in 


in finding out the technical points 
on these deals that we have learned 
of. It has been only at great labor 


our policy here, we want them to be|and at considerable diligence that 


treated fairly and in a high grade 
business way. 


Mr. Macy: Well, the committee 





we have been able to pry loose the 
information as you have heard it 
here today. It seems quite evident 
what has happened. I don’t think 
anyone is much in doubt as to what 
is taking place. I wondered whether 
you had any comments to make on 
that, as to the impression it created 
with you, 

Mr. Banks: Well, I stated be- 
fore we are very much interested 
and we are going to evaluate all 
this testimony and as to the final 
outcome, that is a matter which 
will be decided by our executives 
at the home office. 

Mr. Reddan: With the evidence 
as produced here at the hearing to- 
day, would it come within the scope 
of what you consider normal ethi- 
cal trade practices for representa- 
tives of the Oldsmobile company? 

Mr. Banks: No, sir. I do not 
agree to that statement. I think 
the things that were brought out 
here today and, in fact, for our | 


SITTING ROOM DISPLAY—Select-O-Seat, manufactured by L. A. Young Spring & Wire w it is | 
Corp., was exhibited at the convention of the American "society of Body Seasons in dealer organization, I will say it is 


Detroit. The seats are designed for adjustment to personal riding comfort of 


passengers. 


river and 


very much in the minority. 
Mr. Reddan: Do you know of any ' 
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other cases like this? Mr. Banks: 
There have been cases. As I 
stated, we receive numerous com- 
plaints. We have, since produc- 
tion was resumed — and I might 
cite you here some of our inner 
organization setup as war as in- 
vestigating complaints goes. We 
have a department in Lansing that 
answers every complaint. They ac- 
knowledge the letters. Then, in our 
zones organization, there are 24 of 
them. We have one here in Wash- . 
ington. Nationally we have 108 men 
which is not adequate to completely 
police the entire volume of business 
which is on dealers’ books. 
Rights of Purchaser 

Nevertheless, I would like to read 
you just one short letter here from 
our general sales manager, and it is 
one of three. I would like to say we 
recognized the rights of the pur- 
chaser back soon after production 
was resumed. 

The first step we took was to see 
that the deposits left with our deal- 
ers which ranged from a few thou- 
sand dollars, in a small dealership, 
to as much as more than half a 
million dollars in the larger dealers, 
we insisted and followed through 
and had dealers set up separate 
bank accounts so that money would 
be used for nothing else, and would 
be there available when the time 
for new car delivery came. 

Then as these complaints began 
to come in about non-delivery, 
which most of them were, and 
most of them are today, the type 
of complaint of overcharges and 
loading with accessories or under- 
appraisal in used cars is very 
much in the minority. We have 
recognized that and, as I say, our 
first letter went to our field or- 
ganization on May 13, 1947, 

One followed on July 1, 1947, and 
another one on April 23, 1948, and I 
would just like to take your time 
for one minute and read it, and you 
will see what is going on within our 
organization: 

“To All Our Zone Managers: The 
character of letters we are receiv- 
ing from customers who have or- 
ders placed with dealers for new 
Oldsmobiles has reached such in- 
tensity that I feel called upon at 
this time to state our position in so 
far as dealers’ handling of cus- 
tomers. 

No Tradein Needed 

“In the first place, we do not feel 
that a dealer should require a cus- 
tomer to trade in his used car in 
order to get delivery of a new one. 
The fact that there is no tradein 
involved and the customer wishes 
to keep his old car despite the fact 
that he may wish to sell it to a 
used-car operator at a higher price 
than a dealer will allow should not 
prevent the customer getting the 
same consideration on delivery as 
the customer who has the tradein. 


“In the second place, the prac- 
tice of our dealers trying to sell 
customers cars by allowing ridicu- 
lously low prices for used cars is 
also poor policy. It is recognized 
that the same used-car operators 
will allow more for the used auto- 
mobile than will our dealers on an 
outright sale. 

“On the other hand, any customer 
would readily agree that his used 
car should be traded in at a reason- 
able amount which is the so-called 
retail price, less reconditioning, and 
a reasonable profit for the dealer. 
But to try and get a customer's car 
for $400 that will retail for a thou- 
sand dollars is simply ridiculous. 
Both of the above practices, of not 
being willing to make delivery with- 
out tradeins and, secondly, the 
ridiculously low allowance made on 
used cars, are building up a lot of 
ill wills for dealers and for the 
Oldsmobile division as well. There- 
fore, as you contact your dealers 
and members of your organization, 
I want you to emphasize our feeling 
in this matter, and that: is, first, 
that a dealer should make deliv- 
eries on new Oldsmobiles to a cus- 
tomer who is in line for delivery 
regardless of whether or not there 
is a used car to be traded in. 


Sets Reasonable Profit 

“Secondly, the dealer allowance 

for the used car should be on the 
same basis of good business with 
the general formula for determin- 
ing the price of said used car, the 
amount for which it will retail less 
reconditioning expense and a rea- 
sonable profit, say, approximately 
20 percent. 

“I would appreciate your writ- 
ing me how you feel about this 
matter and if you are in accord 
with the new general policy out- 
lined above, we would appreciate 

(See BANKS, Page 28, Col. 4) 
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Legislatures Also Study Compulsory Si dniihdine 
More Stringent Liability Laws Loom 


NEW YORK. — Bills proposing 
new and more stringent motorists’ 
financial responsibility laws will be 
introduced in 1949 legislative ses- 
sions in many states, a survey 
shows. 

States in which it has already 
been indicated such measures may 
be proposed include Connecticut, 
Kansas, Minnesota, Missouri, New 
Mexico, Oklahoma, Oregon, Tennes- 
see and Texas. 

Bills providing for outright 
compulsory motor vehicle liability 
insurance also are expected to ap- 
pear in many legislatures, as in 
past years, but there is no present 
indication that this type of meas- 
ure will be favorably received on 
any broad scale. 

Thus far operative only in Mas- 
sachusetts, compulsory insurance is 
opposed on the contentions that it 
tends to result in excessive damage 
awards by juries and increased in- 
surance rates for motor vehicle 
owners, 

An increasing number of states in 
recent years have been turning to 
the type of financial responsibility 
legislation requiring suspension of 
the driving privileges of motorists 
involved in accidents who are un- 
able, upon reporting the accident, to 
demonstrate through liability insur- 
ance or its equivalent the ability to 
discharge their possible liability for 
injuries and damages. 

The trend toward wider adoption 
of this type of measure, and 
strengthening of such laws already 
on the statute books, is expected to 
feature 1949 legislative action in the 
states rather than serious consid- 
eration of outright compulsory in- 
surance proposals, 

Outright compulsory insurance 
proposals have been suggested re- 
cently in Georgia and Oregon, and 
may be expected to appear in 
many other states, however. 

Such bills in 1947, the last heavy 
year of state legislative activity, 
were unsuccessfully introduced in 
the legislatures of at least 14 states. 

As in the past, the Massachusetts 
legislature also will again be flooded 
with bills proposing changes in that 
state’s compulsory insurance sys- 
tem. One such Massachusetts pro- 
posal, already filed for 1949 consid- 
eration, would provide that classi- 
fication of risks and premium 
charges under the state’s compul- 
sory motor vehicle insurance law be 
uniform throughout the state, in- 
stead of by zones as at present. 

Latest state to start enforcement 
of a stringent responsibility law, 
along lines of the Uniform Motor 
Vehicle Safety Responsibility act, 
was California. 

Effective July 1, 1948, the Cali- 
fornia law requires a vehicle op- 
erator after an accident involving 
personal injury or property dam- 
age of more than $100 to give evi- 
dence of insurance coverage or 
post a bond with the State De- 
partment of Motor Vehicles. If 
the driver fails to comply he loses 
his license. 

Laws with similar intent are ef- 


K-F Contest Seeks 
To Make It Hard 
For Car Thieves 


| 
NEW YORK.—A drive against 
motorists who leave keys in their 
cars, a practice said to be respon- 
sible for about 90 percent of all car 
thefts, was the theme of a nation- 
wide radio contest launched last 
week by Kaiser-Frazer Corp. and 
the American Automobile Assn. 

The contest, with a new Frazer 
Manhattan and a year’s AAA club | 
membership as prizes, was intro- | 
duced on K-F’s radio program, “Ad- 
ventures of the Thin Man,” heard 
Thursday nights over the Mutual 
Network, 

It involves the fictional theft of a | 
car from Nick Charles, hero of the 
series. A brief description of the 
car was given on the Nov. 11 broad- 
cast, with additional clues due on 
coming programs. A car answering 
the description is being driven 
somewhere on the streets of the U.S. 
and the first person to spot it will 
be the winner. 


fective in some 37 other states, but 
their terms vary considerably. In a 
number of instances they are of an 
older type requiring a showing of 
financial responsibility and impos- 
ing penalties only upon failure to 
satisfy a judgment, 

This latter type of measure has 
been criticized as ineffective by vir- 
tue of the fact that injured persons 
have little incentive to seek a judg- 
ment against financially irrespon- 
sible drivers just. for the satisfac- 
tion of seeing their licenses sus- 
pended or revoked. 

Minnesota in 1945 joined the 
growing list of states enacting laws 
providing for revocation of licenses 
of drivers unable to demonstrate 
financial responsibility upon the 
happening of an accident. 

Several strengthening amend- 
ments are expected to be sub- 
mitted to the 1949 Minnesota leg- 
islature which would make the 
law go still further. One proposal 


* would provide for revocation of 


registration plates, as well as the 
driver’s license, of the owner in- 


| 


volved in an accident when he 
has failed to comply with require- 
ments of the law. 

A Connecticut proposal, which 
may come up for action next year, 
would provide for suspension of | 
driving licenses after the first acci- | 
dent until such time as restitution | 
for the damage caused is made by | 
the offending driver. 

Connecticut law now requires that 
a driver involved in an accident 
which was his fault must furnish 
insurance or other proof of future 
financial responsibility before he 
can continue driving. A proposal 
for compulsory liability insurance 
for all drivers was rejected by the 
Connecticut legislative council’s 
subcommittee on motor vehicle laws. 

Under a proposal submitted to the 
Kansas legislative council, for pos- 
sible legislative action next year, 
drivers involved in any accident 
causing death or personal injury or 
$100 property damage would be re- 
quired to report to a law enforce- 
ment officer within 24 hours. 

The state motor vehicle depart- 


THE TRAVELING BAR—A case designed for 
carrying beverages. Measuring 16 by 12 by 
6 inches, it is large enough to comfortably 
hold three liquor bottles and soda splits. The 
stainless steel mirrored drop front rests on 
a hinge and serves as an ideal mixing tray. 
It has waterproof linings and comes equipped 
with lock and key. Equipment includes four 
plastic tumblers, four jiggers, four long mix- 
ing spoons and the "'Ther-Mo-Pack,"’ a con- 
tainer for ice and mixer. It is offered by 
— Luggage Co., 170 Fifth Ave., New 
ork. 


ment would then suspend the li- 
cense of the person involved with- 
in 30 days unless he could give 


proof of his ability to meet dam- 


HOLIDAY 


HOLIDAY 


age costs. Suspensions would ex- 
pire after three years. 

Enactment in Tennessee of a uni- 
form motor vehicle safety responsi- 
bility act and other sections of the 
uniform code formulated by the 
National Committee on Uniform 
Traffic Laws has been urged by 
Governor McCord’s highway safety 
conference. 

The Texas Safety Assn. has pro- 
posed similar action in that state, 
with such a proposal also advanced 
in Oklahoma. 

A stronger financial responsibility 
law may be sought in Missouri, 
which now has a measure, enacted 
in 1946, providing for imposition of 
penalties only after failure to sat- 
isfy a judgment. 

Amendments to improve the ad- 
ministration of Oregon’s financial 
responsibility law may be sought 
next year, it hag been indicated. 

In New Mexico a financial re- 
sponsibility act amendment reduc- 
ing from 45 to 25 days the time 
within which a person involved in 
an accident must furnish proof of 
responsibility will be proposed. 

An increase from $25 to $50 in the 
amount of property damage which 
must be involved to require an acci- 
dent report also will be asked in 
New Mexico. An amendment mak- 
ing such a change in the New York 
act was passed this year. 


RESPONSE 


x 
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RESPONSE 


Throughout the contest the pro- | 
gram will stress the fact that with | 
few exceptions most cars that are | 
stolen are those in which keys have 
been left in the ignition switch and 
the doors unlocked. 


a aes 
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DEALER STAFF CONFERS WITH COMPANY MEN—Officials and sales personnel of Hamco 
Trucks, Inc., Ford truck dealer in Cincinnati, held a joint meeting with officials of Ford's 
Cincinnati district in the Queen city last week. Clockwise at the luncheon table are William 


Dalley, Perry Schmidt, Cari 


Sempf, Jack E. Eppensteiner, Al Lohman, Kerlin Doonan, general 


manager of Hamco; Maurie Hill, city sales manager, Ford; Paul E. Westendorf, president of 
Hamco; Ray Oth, truck sales manager in Cincinnati; William e Jack Lester, district man- 


ager; Mike Sollinger, vice-president of Hamco; Harry Longo, H. 


Al Roeding. 


Car Sales Peak 
In Cleveland 


CLEVELAND.—A total of 1,109 
new automobiles were sold in 
Greater Cleveland during the first 
five selling days of Armistice week, 
according to a report by the Fed- 


Chenoweth, Jack Scheper, 


eral Reserve bank. This is a new 
postwar high. 

Used-car sales in the Cleveland 
area during the same period reached 
1,721 units, compared with an Octu- 
ber six-day weekly average of 1,656. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 


Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


A FEW DAYS ago a reader wrote 

as follows‘ “One night we sold 
an automobile to a purchaser who 
gave his check as full payment. We 
did not deliver both the car and 
certificate of title that night. We 
let the purchaser have the car and 
told him we would not deliver the 
certificate of title until his check 
was paid by the bank. This pur- 
chaser sold the car that same night 
and forged the title. Can we sue 
and get possession of this automo- 
bile from the last purchaser? Can 
you cite a case to assist us?” 


According to a higher court a 
seller may verbally reserve legal 
ownership in the car until the pur- 
chaser does some specified act, as 
make full payment. 

For example, in Pugh v. Camp, 
210 S. W. (2d) 120, it was shown 
that Pugh owned a Ford coach 
and traded it to a used-car dealer 
for a 1942 model Chevrolet. 

In subsequent litigation Pugh tes- 


tified that Haynes told him he did 
not have the ownership papers to 
the Chevrolet with him, but that he 
would get them in a short time. 
Pugh let Haynes take possession of 
the Ford. Haynes sold it to one 
Camp. Then Pugh sued Camp to 
get possession of the Ford. This 
court held: 

“We think this evidence, if cred- 
ited by the jury, sufficient to sup- 
port a finding that he (Pugh) never 
did part with the title to the Ford 
car. If appellant (Pugh) did re- 
serve the title to the Ford car, its 
sale by Haynes passed no title, since 
he had none to pass.” 

. * 


+ 
Another Example 
For COMPARISON, see Sykes v. 
Carmack, 211 Ark. 828. Here a 
licensed dealer sold a car to one 
Young for cash and accepted a 
check. 

The dealer let Young take the 
car. The next morning the check 
was presented to the bank and pay- 
ment was refused. 

Young in the meantime sold it 


upsets one of the oldest theories — 


In the magazine business 


A statement of interest 
to everybody who reads magazines 


or advertises in them 


KE: as long as most of us can remember, magazines 
have been arbitrarily divided into two categories. Mass 
magazines and Class magazines. 

A publication was in the Mass group if it had a large 
circulation. It was in the Class group if it had a small cireu- 
lation of high-income readers. 

The theory was that a Class magazine could never 
achieve mass—and vice versa. You could have a lot of 
milk or a little cream. But you couldn’t have a lot of cream. 

This theory has been shaky for a good while now. 
Several magazines have built up large circulations that 
include a high percentage of high-income families. 

But the record of a magazine less than three years old 
—HOLIDAY—should demolish the old theory for all 
time. Consider these facts: 

With a current circulation that has passed 800,000— 
and an estimated 6,000,000 readers—HOLIDAY is quan- 
titatively a Mass publication. 

On the other hand, HOLIDAY families have a higher 
average income than those of any Mass publication and 
more incomes of $10,000-and-over than any Class publi- 
cation. 

HOLIDAY is America’s most beautiful magazine. A 
single copy costs 50 cents. Yet it has reached its present 
circulation among so many alert and eager people faster 
than any magazine selling for 35 cents or more. 

In short, you can call HOLIDAY the highest-class mass 
magazine. With equal accuracy you can call it the most 
massive class magazine. The important thing is that it is 
BOTH. This two-dimensional leadership is of considerable 
importance to advertisers because of the nature of the 


market involved—the biggest “best-able-to-buy” market 
that has ever been covered by a single publication. 

What would you expect the mathematical result of 
multiplying mass by class to be? You'd expect it to be 
response. And that is precisely what it turns out to be. And 
to a spectacular, record-breaking extent. 

HOLIDAY advertisers—now numbering more than 
900—have encountered a responsiveness to HOLIDAY’s 
pages that usually eclipses all their previous records, by 
inquiries and by sales. By the trade and by consumers. 
By both men and women. 

On the page opposite is a new formula for responsive- 
ness in advertising. It replaces an old theory that was worn 
out. And because its validity has been proved, HOLIDAY’s 
advertising revenue for 1948 is more than $3,000,000, a 
gain of 80 per cent. That’s a lot any time. This year it is 
doubly significant. 


Why do so many people hate 
to miss a HOLIDAY? 


No magazine can hope for success unless it fills a very 
real need. 

HOLIDAY fills a need that is as old as man himself 
and as new as this global age. The need to look beyond the 
everyday horizon. The need to lift the curtains of space 
and time. The urge to know more about the exciting world 
in which we live. The desire for a fuller life. 

Every month, HOLIDAY packs that wider world, that 
fuller life, between the covers of a magazine and does it 
lavishly. Its reporting is warm, lively, authoritative. Its 
pictures and its colors are unsurpassed. 

As a result, every HOLIDAY is awaited with eagerness 
by all the family, by men and women alike. They read it 
in a relaxed, Holiday mood. They clip it. They save it. 
They love it. 


And so will you. 


HOLIDAY 


¢ most Massive class market in the world / 





to another dealer. The higher 
court held that the first dealer 
could take possession of the auto- 
=— from the last dealer, say- 
ing: 

“A contract reserving title to an 
automobile in the seller until pay- 
ment of the purchase price thereof 
need not be in writing, but may rest 
wholly in patrol, and the seller may 
deliver possession to the buyer on 
such condition, and a subsequent 
purchaser without notice of such 
reservation acquires no title as 
against the original seller.” 

. = 


Thief Has No Title 


Anca to a recent higher 
court, under no circumstances 
may a purchaser of a stolen auto- 
mobile have legal title to it. This is 
so because a thief can convey no 
title valid against the rightful 
owner. 

For example, in Gay v. Huguley, 
34 So. (2d) 712, the testimony 
showed facts as follows: One Kirk- 
land bought an automobile from a 
dealer named Gay, paying $1,600 for 
it. At the time he acquired the 
automobile he obtained a bill of 
sale therefore from Gay. After using 
the car for several weeks Kirkland 
sold it to Huguley. The testimony 
showed that before Gay obtained 
possession of the car it had been 
stolen. 

The higher court held that the 
true owner could recover posses- 
sion of the automobile from Hu- 
guley and said: 

“It is of course basic that a thief 
can convey no title valid against the 
rightful owner, regardless of the 
bona fides of the purchaser. Posses- 
sion cannot, under such circum- 
stances, create any prima facie evi- 
dence of ownership as against the 
true owner.” 


Canada Reports 
New-Used Credit 
Shows Uptrend 


OTTAWA. — The Canadian gov- 
ernment report on new and used 
ear financing in Canada indicates 
an upward trend, mainly in the 
used car field, it was disclosed here 
last week. 

September financing covered 13,- 
008 new and used units at a 
finunced value of $12,093,584 as 
compared to 11,495 units valued at 
$10,u66,437 for the same period last 
year. 

New car sales in September this 
year showed 4,208 units financed at 
$5,947,141, compared to last year’s 
figure of 4,425 units valued at $6,- 
285,990. This year’s figure is down 
4.9 percent in number and 5.4 per- 
cent in value, it was stated. 

September used car sales totaled 
8,801 units valued at $6,146,440, as 
compared to 7,670 units valued at 
$4,380,480 in the same period last 
year, a gain of 24.5 percent in num- 
ber and 40.3 percent in value, the 
report indicated. 

For the first nine months of this 
year, new units comprised 37,886 of 
the total number of cars financed. 
These units were valued at $54,401,- 
610, showing a gain of 14.9 percent 
in number and 18.7 percent in dol- 
lar value over totals for the same 
period last year. Of the total, 27,790 
units were passenger cars, valued 
at $26,195,975, a gain of 10.4 percent 
in number and 20.1 percent in value 
over totals of last year. 

New commercial units financed 
during the first nine months totaled 
17,096 at a value of $28,205,630. This 
is a 20.9 percent increase in number 
and a 17.3 percent increase in dol- 
lar value over totals for the same 
period last year, it was stated in 
the report. 

Used car sales during the first 
nine months totaled 78,317 units at 
a financed value of $52,895,140, as 
compared to last year’s total for 
the same period of 52,545 units val- 
ued at $31,189,721. These figures re- 
flect a gain of 49 percent in number 
and 69.6 percent in dollar value 
over totals of last year, the report 
said. Of the total used car sales, 
62,990 units were passenger cars 
and were valued at $39,553,067. 
Commercial vehicles numbered 15,- 
327 units valued at $13,342,073, the 
report stated. 


Fairbanks Reelected 


Harold G. Fairbanks, Newport 
(N. H.) automobile dealer and for- 
mer president of the New Hamp- 
shire Automobile Dealers Assn., 
was reelected without opposition 
as.a member of the board of county 
commissioners. 









Text of a letter by Henry M. 
Hogan, general counsel of Gen- 
eral Motors, to John T. M. Red- 
dan, counsel of the House com- 
ittee: 

“Your letter of Sept. 11, 1948, ad- 
dressed to Chevrolet, and your let- 
ters of Sept. 28, 1948, addressed to 
Pontiac, Oldsmobile, Buick and Cad- 
illac, have been referred to me for 
reply because the information re- 
quested in the first three items of 
your letters will be the same with 
respect to each of our five car 
divisions. 

“As a background for a proper 
understanding and interpretation of 
the information herewith submitted, 
we wish to call to your attention 
the relationship of authorized Gen- 
eral Motors dealers to our car divi- 
sions. They are not agents; they 
are, and historically have been, in- 
dependent contractors. 

“Under the circumstances, there 
are legal limitations affecting the 
policies and practices which the 
manufacturer may adopt in con- 
nection with its relationships with 
its dealers, even though the 
manufacturer n has cer- 
tain rights in the distribution of 
its new car products to dealers. 
Furthermore, at least some of 
these rights move to the dealer 
when he acquires these new cars, 
although within certain legal limi- 
tations the contractual relation- 
ship between the manufacturer 
and the dealer may be dependent 
upon the proper exercise of some 
of these rights by the dealer. 

“On the other hand, with respect 
to its products which have moved 
into the used car market and are 
purchased as used cars by the 
dealer from third parties, the manu- 
facturer does not have the same 
rights, even though the manufac- 
turer may have certain legal rights 
flowing from the contractual rela- 
tionship as a whole, which em- 
braces all phases of the dealer’s 
operation, including his used-car 
business. 


Counsel With Dealers 

“Accordingly, our policies with 
respect to the distribution of our 
products by dealers are in the na- 
ture of recommendations and, in 
this connection, we counsel with 
our dealers regularly with respect 
to sound retail distribution prac- 
tices. Dealer advertisements on 
dealer retail policies are in many 
instances the result of cooperative 
effort on the part of the car divi- 
sions and their dealers, These co- 
operative advertisements are paid 
for jointly by the dealers and the 
car divisions. We are enclosing 
several sample copies of such ad- 
vertisements which have been run 
by General Motors dealers during 
the past several months, 

“We are also attaching copies of 
such advertisements which have 
been run in the Washington (D.C.) 
papers by the Pontiac, Oldsmobile, 
Buick, dealers referred to in your 
letters. Similar advertisements by 
Chevrolet dealers will be forwarded 
to you within the next few days. 

“We believe you will be interested 
ein the policies regarding the sale of 
new cars and accessories and the 
matter of tradeins as stated in the 
dealer advertisements mentioned 
above. These advertisements in gen- 
eral make the following points: 

1. “There will be no padding of 
the price. The customer will re- 


ceive an itemized bill of sale and ‘wi 


GM Tells Dealer Policy 


Here Is Text of General Counsel Hogan’s Letter 
To House Subcommittee 
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all prices will be displayed in the 

dealers’ showroom, 

2.“No customer will be re- 
quired to purchase accessories. 
Any car delivered to a customer 
will carry only accessories specifi- 
cally ordered by the customer. 

3. “Tradeins are not required. 
The dealers will accept the order 
of a customer and deliver a new 
car with or without a car in 

4. “Every effort will be made by 
dealers to deliver cars in regular 
sequence to bona fide customers. 

“Addressing ourselves specifically 
to the inquiries which you have 
made in your letter of Sept. 28, 1948, 
we will, for convenience, reply to 
each of your questions in the order 
in which you have asked them. 

Prices Not Fixed 

“1. Factory Policy on Car Prices. 
—General Motors Corp. does not fix 
or establish maximum delivered 
prices at which an authorized Gen- 
eral Motors dealer is required to 
sell any General Motors automobile, 
new or used. However, General 
Motors does suggest retail prices 
for new General Motors cars. Our 
policy relating to prices is perhaps 
best expressed by the following 
paragraph which appears in the 
Selling Agreement which is in ef- 
fect with every authorized General 
Motors dealer: 

“Seller will establish Adver- 
tised Delivered Prices on new 
Oldsmobile motor vehicles and 
chassis at Lansing, Mich., and it 
is the desire of Seller that all re- 
tail customers wherever located 
be able to purchase such vehicles 
at not more than these prices, 
plus transportation charges and 
the retail installed prices of any 
optional equipment and acces- 
sories selected by the retail pur- 
chaser, all as shown in the cur- 
rent sheet of Suggested Maximum 
Retail Delivered Prices issued to 
Dealer by Seller from time to 
time, plus applicable taxes, if any. 

“Dealer cooperate with 
Seller in advertising delivered 
prices in Dealer’s town and will 
inform retail purchasers of such 
prices, and will give them item- 
ized invoices covering the details 
of their purchases.’ 

“Copies of the schedules of Sug- 
gested Maximum Retail Delivered 
Prices, of the type referred to in 
the above-stated policy, for the pe- 
riod Jan. 1 through July 31, 1948, 
which were sent to our dealers in 
Washington, D.C., are enclosed 
herewith pursuant to your request 
and are marked Exhibit ‘A.’ 

Prices Not Suggested 

“So far as used automobiles are 
concerned, whether of General Mo- 
tors make or of another make, Gen- 
eral Motors Corp. does not suggest 
prices. In view of its policy of sug- 
gesting maximum retail delivered 
prices for new cars, however, Gen- 
eral Motors obviously would not 
subscribe to any policy or practice 
which would permit prices for used 
cars in excess of suggested maxi- 
mum new car retail prices, and, of 
course, prices below those levels 
would depend upon and vary with 
many factors. 

“2. Policy Regarding Tradeins.— 
In view of the legal relationship be- 
tween General Motors and its deal- 
ers, the dealer-customer relationship 
and the business factors involved, 
General Motors has not announced 
any general overall policy, as such, 
with respect to used-car tradeins. In 


AIRFLYTES LAND AT END OF LINE—First assembly picture of 1949 Nash cars. They are 
being given last inspection at final assembly plant in Kenosha, Wis. 







forth 
hereto.” 





FIRST SALE CEREMONY—After 25 years as regional manager for Chevrolet in Washing- 


ton, Robert 


F. Hicks has opened his own dealership in Towson, Md. The 
20,000 square feet. One of the first sales was a station wagon to the Patriotic 


covers 
rder of 


buildin 


Americans which held its 52nd annual convention in Baltimore. The president, Edith Waag, 
is shown (left) accepting certificate from Hicks. The other woman is Mrs. Katherine Block, 


president of the National Home for the Aged at Lambertville, N. J., 


wagon was donated. 





normal times, the used-car busi- 


ness is an important part of the 


dealer’s operation and we have al- 


ways encouraged the development 


of that part of the business. In an- 
ticipation of future business condi- 


tions, the Corporation would like to 
see its dealers maintain and con- 


tinue to develop their used-car op- 
erations. 
dealers on a fair and equitable basis 
by dealing with customers who wish 
to trade used cars. 

“Customers who do not have 
used cars should, of course, be 
treated as they would be in nor- 
mal times under normal condi- 
tions and sold a new car without 
a tradein. In this connection, 
General Motors Corp. has defi- 
nitely recommended that its deal- 
ers sell new cars without requir- 
ing tradeins and has enlisted the 
cooperation of its dealers in the 
formulation of advertised dealer 
policies accordingly. The news- 
paper advertisements referred to 
earlier state that no customer will 
be required to trade in a car as a 

condition to obtaining delivery of 
a@ new car. 

“3. Factory Policy on Dealer’s 
Sales of Accessories and Extras.— 
All cars which are shipped to deal- 
ers by General Motors Car Divi- 
sions, other than Chevrolet Motor 
Division, on which there are acces- 
sories or extra or optional equip- 
ment, are covered by dealer orders 
for such cars, including orders for 
the specific accessories and extra or 
optional equipment. Chevrolet Mo- 
tor Division ships all cars with 
standard equipment only; acces- 
sories and extra or optional equip- 
ment are installed by the dealer. 

Provisions Are Cited 

“So far as the dealer’s sales of 
accessories and extra or optional 
equipment to the public are con- 
cerned, we refer you to the provi- 
sion on the subject which appears 
in the standard form of Selling 
Agreement which is in effect with 
all General Motors Corp. dealers: 
“‘RIGHT OF RETAIL PUR- 

CHASER TO BUY A NEW 

CAR WITHOUT PURCHAS- 

ING OPTIONAL EQUIPMENT 

OR ACCESSORIES— 

“ ‘Dealer recognizes that a retail 
customer has the right to pur- 
chase new Oldsmobile motor ve- 
hicles without being required to 
purchase any optional equipment 
or accessories and Dealer, there- 
fore, will either remove any op- 
tional equipment or accessories 
which such purchaser does not 
want or will immediately order a 
new Oldsmobile motor vehicle 
without such optional equipment 
or accessories.’ 

“The provision of the Selling 
Agreement immediately preceding 
the quoted provision and which was 
set forth in connection with our an- 
swer to Item 1 above similarly re- 
fers to the dealer charging the cus- 
tomer only the applicable suggested 
price for the car ‘and the retail in- 
stalled prices of any optional equip- 
ment and accessories selected by 
the retail purchaser... .’ 

“4. Schedules of General Motors 
suggested prices for all makes and 
models of General Motors cars de- 
livered in Washington, D.C., during 
the period Jan. 1 to July 31, 1948, 
are attached hereto as Schedule ‘A’ 
as stated in our answer to point 1. 

“5. The motor serial number, 
body style number, and the model 


style number of all General Motors 


cars delivered during the first seven 
months of 1948 to the General Mo- 


tors dealers in Washington, D. C., 


referred to in your letters, are set 
in Schedule ‘B’ attached 


This should be done by 


to which the station 


Banks 


(Continued from Page 25) 


your saying so, or if you have any 

further comment or suggestions, 

we would be glad to hear from 
them, 

“D. E. Ralston, 
manager.” 

Mr. Reddan: What is the date of 
that letter? 

Mr. Banks: Aug. 23, 1948. But 
that is simply a follow-up to two 
other letters which outlined the pol- 
icy. The first one went out May 13, 
1947, 

So, gentlemen, we have been con- 
scious of our customer relationships 
when they have been called to our 
attention. 

As I say, we have checked and 
analyzed each complaint and we 
have effected a satisfactory settle- 
ment whenever it has been called to 
our attention. 

Mr. Ferguson: Mr. Banks, have 
you received any reaction and re- 
plies? What is the general gist of 
the replies you have received from 
your dealers from that letter? I 
believe you asked them to com- 
ment. 

Mr. Banks: 
men, 

Mr. Ferguson: 
the reaction? 

Mr. Banks: 
tion. 

Mr. Macy: Of course, there is 
hardly any need for selling these 
days. An automobile almost sells it- 
self from the way you speak, and 
the testimony here. That is true, 
isn’t it? 

Mr. Banks: Yes, sir. 

Mr. Macy: There could be some 
policing of that. The sales organ- 
ization could undertake that. We 
are going to put on some more 
testimony today to show that 
what was discussed today was 
not a lone example. If you care 
to stay and hear the balance of 
the testimony, we think it will in- 
dicate a fairly widespread viola- 
tion of the generally good trade 
practices, 

Do any other members of the 
committee wish to ask Mr. Banks 
any questions? 

No response.) 

Mr. Macy: If there is nothing 
further, and you have nothing to 
say further, we will adjourn until 
tomorrow morning at 10 o’clock. 


general sales 


That was our zone 
What has been 


100 percent coopera- 


Perry Opens New Plant 


Roy Perry celebrated his second 
anniversary as a Ford dealer in 
Lewisville, Tex., with the opening 
of a new plant. The building con- 
tains 10,000 square feet of space 
and is of modernistic construction 
and design. 


_—————— 























Caravan Tax 
Ruled Illegal 
In California 


LOS ANGELES.—California’s so- 
called “caravan law,” which places 
a financial duty on motor vehicles 
brought into the state over high- 
ways, has been declared unconstitu- 
tional by Superior Judge Harry R. 
Archbald. 

Judge Archbald asserted that the 
law “did not originate in any par- 
ticularly altruistic or humanistic 
motivation, or by any public de- 
mand.” 

“It was enacted,” he said, “solely 
through the efforts of new-car deal- 
ers and railroads who wanted first 
to stop strong competition on the 
part of second-hand dealers, and 
second to recapture the business of 
transporting cars by rail.” 

The law provided that owners of 
cars driven into the state from 
other states, or from one to the 
other of two zones within Califor- 
nia, had to pay a $15 license fee for 
each car, including trailers. 

When the law was enacted, pro- 
ponents claimed that caravans 
caused extra wear and tear on high- 
ways and increased traffic hazards 
and traffic policing—arguments 
which Judge Archbald said were 
unsubstantiated. 

“This was an arbitrary attempt 
on the part of the legislature to fix 
an arbitrary amount as a tax not 
justified by the facts,” he said. 


K-F Picks Merrin 


For Sales Course 


WILLOW _ RUN. -~ Appointment 
of John W. Merrin to head a lonz- 
range sales personnel program for 
Kaiser-Frazer Sales Corp. was an- 
nounced last 
week by Fred R. 
Cooper, vice-pres- 
ident in charge of 
sales. Merrin, a 
veteran _§ sales 
executive who 
has served with 
Packard, GM and 
Studebaker, is 
listed as man- 
ager of sales 
training, with 
headquarters 
here. 

Cooper said the new department 
will be responsible for training 
field men, distributors, dealers and 
salesmen in the most effective 
methods of modern automobile re- 
tailing. All persons engaged in dis- 
tribution and retailing of K-F 
products will be given an oppor- 
tunity to participate. 





John W. Merria 


Bearing Firm Increasing 
Ohio Plant Capacity 300% 


VAN WERT, O.—National Motor 
Bearing Co., manufacturer of oil 
seals and laminated metal shims, is 
increasing the productive capacity 
of its plant here approximately 300 
percent, it is announced by Lloyd A. 
Johnson, president. Johnson said a 
portion of the increased capacity 
would be utilized immediately to 
handle business formerly processed 
at Redwood City, Calif. 

Johnson said that National Motor 
Bearing’s sales this year will exceed 
$8,000,000, an increase of more than 
$1,000,000 over 1947 sales of $6,850,- 
595. He described the 1948 sales as 
again establishing a new high rec- 
ord, and as representing another 
big step toward the company’s sales 
goal of: $10,000,000 annually, estab- 
lished some years ago. 





FOR A SILVER ANNIVERSARY—New York Lincoln-Mercury District Manager Joe Lewis was 
quest of honor at a dual purpose testimonial dinner given by Ford dealers in the New York 


area. 


The affair marked completion of Lewis' 25th year of service with the 


Ford Motor Co., 


and his recent promotion to New York L-M district manager, after a number of years of 


service in the Ford division. 
George Patterson, Paterson, N. J.; 
N. J.; Lewis; Harry T. Flynn, Larchmont, N. 


Shown (left to right) extending gone 
Otto Ploetner, Irvington, J 
Y., and Ralph Horgan, New York. 


wishes are Ford dealers: 
-— Rubin Bennett, Bayonne, 
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Affecting Factories and Dealers . . . 
Auto Advertising 


By Jim White 
Associate Editor 
Results of the first large-scale 
attempt to examine adult attitudes 
toward comics has been published 
by Puck—The Comic Weekly in a 
report entitled, “Adult American’s 
Interest in Comics,” the first of a 
series of booklets based on a study 
recently completed by Stewart, 
Dougall & Associates under the 
auspices of New York University. 
Puck has prepared copies for dis- 
tribution to the advertising and 
business trades. 


The study is said to offer the 
first exact knowledge available to 
assist advertisers to a greater 
understanding of this medium 
and its possibilities. Succeeding 
reports will carry full, detailed 
statistical data, it is said. 

The complete series will com- 
prise a primary source of unbiased 
information on adult comic read- 
ing, according to Robert P. David- 
son, general manager of Puck. 

a * * 


Foreign Business 

Increased interest of foreign ad- 
vertisers has caused the New York 
Times to revise its preliminary 
plans. It now will publish its forth- 
coming Business and Financial Re- 
view in two sections, to appear 
Monday, Jan. 3, as part of the 
regular edition, and the Interna- 
tional Business and Financial Re- 
view and Forecast the following 
day, Tuesday. 

Revisions of plans followed the 
return to this country of Dr. Eric 
W. Stoetzner, Times foreign busi- 
ness promotion director, after a 
five-week visit in Europe. While 
abroad, Dr. Stoetzner conferred 
with leading business and trade 
groups in England, France, Bel- 
gium, Holland, Switzerland and 
Italy. 


* * * 


AFA Roster Grows 


Over 25,000 names are now | 
listed on the membership roster | 
of the Advertising Federation of 
America, according to George 8. | 
McMillan, chairman of the board. 
Growth of the membership is | 
credited to the recent affiliation | 
of the Cleveland Advertising Club | 
and others. 


Membership in AFA now in- 
cludes 86 affiliated clubs, 10 affi- 
liated advertising associations 
1,030 corporate firms, McMillan 
said. The Advertising Club of 
New York is the largest of these, 
with 2,200 members, it was point- 
ed out. Cleveland and Detroit fol- 
low with 1,100 members each. 

- * * 


Awards to DeSoto 


DeSoto dealers’ monthly maga- 
zine publication, People and Places, 
which is sent to DeSoto owners 
everywhere, received two awards 
from the National Assn. of Indus- 
trial Editors at the association’s 
annual meeting this year in Hous- 
ton, Tex. 

DeSoto received first prize, an 
Award of Excellence, in the multi- 
color field and received honorable 
mention for “editorial and repor- 
torial excellence” in the public 
service field. Fred O. Schubert is 
editor. | 

ca * * 


Miracle Power 


Appointment of Powell-Grant Ad- | 
vertising, Inc., to handle radio ac- 
counts for “Miracle Power” lubri- 
cant is announced by Albert Jos- 
eph, advertising manager, AP Parts 
Corp., Toledo, O. 

Initial plans include extensive 
spot campaigns in Detroit, Youngs- 
town, O., and other markets soon 
to be selected. 

* 





* . 


Up Packet 300% 


Advertising appropriations for 
Gasone, the fuel system anti- 
freeze, and Royal Flush, a cool- 
ing system cleanser, has been 
increased 300 percent over last 
year, according to A. E. Taylor, 
vice-president of Lion Chemical 





» Co., Chicago. 


_ The Jones Frankel Co., Chicago, 
ls handling the account which calls 
for advertising to appear this win- 
ter in trade journals, newspapers 


Pand on radio networks. 
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Peanuts Pay Off 

A large box of salted peanuts paid 
off for Erickson & Tibodeau 
(Chrysler), Windom, Minn., on a 
dealership promotion stunt de- 
signed to encourage visits by po- 
tential customers. 

The firm placed a display of 
peanuts in its showroom and in- 
vited townspeople to help them- 
selves. Advertisements declared 
that the peanuts were placed 
there solely for the purpose of 
increasing sales at an adjacent 
Coca-Cola container. 

Curious citizens flocked to the 
showroom by the scores and stayed 
to get acquainted with the firm’s 
personnel, it is reported. 

* * a 


Pigskin Guessers 

Slawik Motors (Plymouth - De- 
Soto), Minneapolis, Minn., is con- 
ducting a radio advertising pro- 
gram each week during the foot- 


(Studebaker), 
to worry about where his salads are coming 
from for a long, long time. In hooking this 
550-pound tuna about 20 miles off the coast 
of Ipswich, Mass., Bonesio made sure of his 
source of salad supply indefinitely. He had 
to rig up a big tackle to display the fish 
to full advantage. 


ball season called Rollie’s Rose 
Bowl Jamboree over station WTCN. 





QUARTER TON OF TUNA—Louis Bonesio, 
owner of Farmington Avenue Motor Sales 


Plainville, Conn., won't have 


Listeners try to correctly guess 





the scores of 10 football games and 
mail their entries to Slawik Motors. 
The winner who correctly guesses 
the most games during the season 
will win a free trip to the Rose 
Bowl game, financed by Slawik 
Motors. 
* * a 


Purolator to JWT 


Purolator Products, Inc., New- 
ark, N. J., has appointed the J. 
Walter Thompson Co. as its ad- 
vertising agency effective imme- 
diately. 

Thompson will handle all do- 
mestic and foreign advertising 
for Purolator. Tentative plans in- 
dicate schedules in national 
weeklies, trade magazines, and a 
national jobber dealer merchan- 
dising program. 

* + + 


Names 


Walter Scotten, until recently an 
independent film producer, has 
joined Marshal Templeton, Inc., as 
production supervisor, automotive 
sales and service training pro- 
grams. Other additions include 
Russell Carrier, cameraman and 
producer of Paramount News Reel, 
Pathe and March of Time in 





29 


the Detroit area, who is now mo- 
tion picture producer on automobile 
subjects, and Russell Werneken, 
who has been appointed unit pro- 
duction supervisor to produce and 
direct live shows, training meetings 
and films for automotive manufac- 
turers’ promotion programs. 


Thomas J. Cochrane, advertising 
manager of the New York Daily 
News, has been elected president 
and chairman of the board of the 
American Newspaper Advertising 
Network. He succeeds Charles J. 
Feldmann, national advertising 
manager of the Des Moines Regis- 
ter and Tribune. 


Harold E. Schachern has been 
added to the staff of MacManus, 
John & Adams, Inc. He was for- 
merly business editor for the De- 
troit Times and was public rela- 
tions director for the Detroit De- 
partment of Street Railways. 


John E. Boisseau has been ap- 
pointed assistant to the director of 
advertising for American Airlines. 
He is a former casting director 
and assistant director for Para- 
mount and Selznick International 
Pictures. 


There's EXTRA PROFIT in Good Luggage 






Car Dealers Across the Nation 
Have PROVED this Fact... 





24” 2-Suiter with over- 
lapping steel frame for 


extra strength. Dust and 
moisture-proof. 

Same style in extra-roomy 
24” 3-Suiter. 


Bs 





The VASSAR... 


Matched set of Ladies’ Luggage 


This graceful set available in beautiful 


matched pieces. The sturdy wood veneer boxes are 
covered in finest quality aniline Top-grain Cowhide. Each 


piece has spacious shirred pockets, lined 


Handsome solid brass hardware. Fortnighter has rayon 


lining for ladies, plaid twill for men. 


Style No. Item Dealer's 
Cost 
750 14” Train Case $26.50 
751 18” Overnight 25.00 
752 21” Weekend 27.50 
753 26” Pullman 37.50 
754 18” Hat & Shoe 38.50 
755 21” Wardrobe 39.50 
756 Men's 24” 2-Suiter 44.50 
757 29” Fortnighter 59.50 
758 29” Pullman Case 42.50 
759 18” Fitted O'nite Case 37.50 


YALE Locks Available ot $3.00 Extra Per Case 


21” Overnight bag... 
Same exclusive construc- 
tion features as 2-Suiter. 


Ww 












20” Zipper Clubkit with 
two big utility pockets, 





VASSAR FITTED CASE 

Glamorous O'nite case in Top- 
grain leathers to match VASSAR 
set. Elegant 7-piece gilded 
fittings. 





in rich rayon. 


List Price 
Incl. Fed. Tox 


' 
i 
t 
$49.50 ff 
47.40 §j 
51.00 
69.00 
75.00 | 
75.00 § 
85.00 
105.00 ff 
82.50 
72.50 


FIRM NAME... 
A SP ee ee 


& Signature.................... 


Waterproof Canvas LUGGAGE COVERS Available . . 









Read this from a DEALER in IOWA... 


“... By far the nicest Luggage we have had the oppor- 
tunity to examine. | believe it will sell pretty good.” 
Auto Dealers know that CONTEMPO LUGGAGE sells “good” 
everywhere. Dealers who handle Contempo as an accessory 
hit the “Bulls-eye” twice: They make a profit and offer 
their customers a valuable service. 


Note to Jobbers and Manufacturers — A gift of Luggage 
at Christmas time makes both a welcome and lasting gift. 


rite us about your requirements. 







The DUNLEIGH ... Matched luggage for men. 









ORDER 
BY 
MAIL 
WITH 














Here are handsomely sturdy bags for men who go places. 
Each piece fashioned in fine Top-grain cowhide and solidly 


constructed to retain its streamlines for years of wear. 
Scientifically designed for quick, easy packing. Solid brass 


locks. 
Style No. Item Dealer's 
Cost 
877 21” Overnight $32.50 
1077 24” 2-Sviter 41.50 
977 24” 3-Sviter 44.50 
699 20” Clubkit 24.50 


Cowhide . 







aan oe Send Order Form Today a= a= am a= a a my 
§ CONTEMPO Luggage Co., 170 Fifth Ave., New York 10,N, Y. Jf 
Gentlemen: Please ship the following numbers . 


["] (1 am enclosing check) 
1] (Ship Open Account. Bank and credit references attached) 4 


DD Ship ¢.o.0. 


Quantity * 





. Prices $7.00 to $10.00 each 


COLORS: London Tan, Indian Brown, Redwood or Black 


COLORS: 
Smooth Suntan or Ginger 
. . Brown Alligator 
grain Cowhide . 
White Rawhide. 


FULL 


CONFI- 
DENCE 


List Price 
Incl. 
Fed. Tax 
$63.00 

81.00 
87.00 
45.00 
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Heari 


s Resume This Week .. . 





Waiting Lists Slate 


For Attack 


by Macy 


(Continued from Page 1) 


though there may be no sure pros- 
pect of delivery for a year or 
longer. 

During this week’s hearings, 
Reddan said, evidence also is ex- 
pected to show that many pri- 
vate individuals also have dab- 
bled in car purchases and sales 
in hope of a profit on today’s 
soaring car market. Among these, 
it was said, is an individual 
whose attempts this year to turn 
over cars privately at a fat profit 
may involve three leading new- 
car dealers and one of Wash- 
ington’s largest used automobile 
enterprises. 

This prospective witness has 
been charged by a reputable dealer 
with representing that he was an 
agent of the Macy committee in 
order to get a clear title to one of 
his latest purchases. 

7 * * 

EMBERS of the Washington 

Automotive Trade Assn. here 
give only a conditional bill of sale 
which does not clear for six 
months, with an interim re-pur- 
chase right. This is in line with 
the WATA’s general efforts to pre- 
vent new cars being obtained by 
profiteers for immediate re-sale to 
either a used-car lot or an in- 
dividual. 

The individual in question, said 
to be now under subpoena, is re- 
ported to have purchased two 
Buicks, a Pontiac and a Chevrolet 
since last February, with a view 
to making a profit on each deal. 

According to Reddan, commit- 
tee investigators, who have been 
obliged to limit their studies to 
the Washington area because of 
a lack of funds for other probes, 
have found that at least three of 
the 37 dealers checked here 
maintain posted lists of cars re- 
ceived and the relative order of 


customers on the waiting list. 
He praised this policy, and added 
that if manufacturers could re- 
quire all their dealers to follow 
such a course, it might end many 
complaints. 


Reddan did say that the investi- 
gators had found “some real hon- 
est fellows” in Washington who 
were making money out of new 
cars without indulging in question- 
able practices. 

* + * 
eWeek, following the ini- 
tial hearings by the Macy com- 
mittee two weeks ago, the Olds- 
mobile division of General Motors 
ended the sales franchise of the 
Kearney Oldsmobile Co., one of the 
two firms under fire. The other 
was the New York Avenue Motor 

Co., a Hudson agency. 
An attorney for the Kearney 
company said the firm had re- 
ceived a registered letter from 

Oldsmobile headquarters in Lans- 

ing declaring the franchise at an 
end, “effective immediately,” be- 

cause of “adverse publicity.” He 
said the firm is seeking legal 
means to restore the franchise. 

At the Washington office of Gen- 
eral Motors, a spokesman ex- 
plained that Oldsmobile dealers in 
this area maintain one-year sales 
contracts with the factory. These 
expire Oct. 31 of each year. The 
Kearney arrangement had not yet 
been renewed when the hearings 
opened, Nov. 15. 

The local office official said the 
action means the Kearney firm 
may no longer handle new Olds- 
mobilé cars, although Lansing offi- 
cials of the division are discussing 
possibly shipping a number of cars 
to permit cleaning up of “legiti- 
mate” orders on the Kearney books. 

He said the entire matter is “em- 


barrassing to everyone in the busi-' 
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CHEVROLET TRUCK SHOW IN BOSTON—Thirty special equipment suppliers participated 


in the three-day exhibit which opened with a preview by dealers in the Boston zone. 
85 Chevrolet trucks were displayed. The show was under the direction of C. 


Boston zone commercial and truck manager. 


Over 
H. Beelby, 





ness” and declined to discuss it observer,” and would not partici- 


further. 
+ + + 

ATE LAST week no action had 

been announced by the Hudson 
Motor Car Co. against its dealer 
involved in the hearings. It is un- 
derstood that Hudson is in a less 
fortunate position than Oldsmobile, 
since its contract with the New 
York Avenue Motor Co. was up for 
renewal Aug. 1, and had been re- 
newed. Under the circumstances, 
Hudson could not act as promptly 
as Oldsmobile, it was pointed out. 

On the other hand, there appears 
to be considerable sympathy here 
for the elder Adlung, who heads 
the Hudson agency, and who im- 
pressively testified that he knew 
nothing about his son accepting 
tips for new-car deliveries. 

The testimony in the Hudson 
case showed that Adlung’s son 
was the one involved in the “tip” 
taking, while the father looked 
on in surprise as witnesses told 
their stories. As a matter of fact, 
young Adlung is reported to have 
said that he saw “no reason why 
the Hudson people should punish 
my father for my actions.” 

Announcement of further hear- 
ings this week naturally created 
considerable conversational buzzing 
both in and out of automotive 
trade circles, but no formal state- 
ment could be obtained from 
either NADA or the WATA. 

* + + 


SPOKESMAN said that NADA 
would be present merely “as an 


A shade better than the rest! 


EASILY INSTALLED IN 1O MINUTES OR 
8 Se eel ee 


SaaS 22 70 


aa 


MANUFACTURING CO., 





ABV ae 


Models Available 


AIRFORM CHROME t 


MAYWOOD, ILL. 


pate actively until the investiga- 
tion reached the national state, 
“if it does.” President Earle Baker 
of the WATA said his organization 
would make no further move in 
the matter until it was called for 
either by the House committee or 
by developments. 

So far as the investigation 
reaching the national stage is 
concerned, that is problematical 
at the moment. The present com- 
mittee is unlikely to begin any 
operations beyond the Washing- 
ton metropolitan area because, 
first, it is short of money to carry 
on and, second, it is partly “lame 
duck” and, except for Chairman 
Macy and Counsel Reddan, is shy 
of real enthusiasm for the job. 

But the feeling is quite general 
that, in view of the sensational and 
widely publicized automotive trade 
practices dredged up by the com- 
mittee investigators, the Demo- 
cratic 81st Congress is likely to 
take a lively interest in the pro- 
ceedings, bolster the committee 
with sharp talent, give it sufficient 
funds to operate, and send it out 
across the country on a nationwide 
trade practice investigation in the 
motor car field. 

* + 


Neb. Legislature Likely 


To Probe Auto Sales 

LINCOLN, Neb. —An investiga- 
tion of new and used-car sales is 
probable when the unicameral leg- 
islature meets Jan. 4. 

Complaints that dealers will not 
sell new cars unless the buyer has 
a used car to trade in may be the 
basis of the probe, it was said. 

Two years ago the unicameral 
failed to impose restrictions on fly- 
by-night used-car dealers. 

*” 


New York City’s BBB 


Cites Many Complaints 
NEW YORK.—“Some automobile 
dealers, but by no means all, have 


done irreparable damage to the in- | 


dustry through greed inspired by 
current economic conditions,” Hugh 
R. Jackson, executive vice-president 
of the Better Business Bureau of 
New York City, said last week. 
“Members of the public have filed 
many complaints with us. Some of 
these were based upon delays of 
more than three years in getting de- 
liveries of cars upon which deposits 
had been accepted, excessive finance 
charges and sales of used cars in 
bad mechanical condition at an un- 
conscionable price. Another cause 
of complaint has been the require- 
ment that accessories be purchased 
at a cost of upward of $500 as a 
condition for getting delivery of 


new cars.” 
a. * ” 


Few Cars Traded In, 
Palmer Declares 


NEW YORK.—C. Ray Palmer, | 


executive vice-president of the 
Brooklyn and Long Island Automo- 
bile Dealers Assn., took exception 
last week to the assertion by a 
Congressional subcommittee that 





$200,000,000 had been obtained by | 
new-car dealers throughout the 
country through undervaluation of 
tradeins. 

“Less than 15 percent of the used | 
cars on the market today were 
placed with new vehicle dealers,” he 
said. “As a rule the customer shops 
around and gets the best price he | 
— and then buys the new automo- | 

a” | 

As to charges by the subcommit- | 
tee that $250,000,000 was mulcted 
from new-car buyers through the 
mandatory purchase of accessories, 
Palmer asserted that 95 percent of 
the buyers demanded radios and 
heaters. 

“A large percentage of the cus- 
tomers call for deluxe models, all 
dressed up,” he said. “Most certain- 
ly it is not up to the dealer to 
refuse.” 





Olds Field Men 
Meet for Preview 


Of °49 Futuramic 


LANSING. -— Oldsmobile’s 1949 
Futuramic line, featuring a new 
higher-compression engine, is being 
introduced to the division’s whole- 
sale representatives at a three-day 
“convention” this week. 

Attending the meeting are more 
than 300 zone managers, assistant 
zone managers, service managers, 
office managers, district managers 
and top factory officials. 

“To introduce the new engine and 
the new 1949 Futuramic line, Olds- 
mobile has arranged the most im- 
pressive new-model presentation in 
its history,” Sales Manager D. E. 
Ralston said. 

The convention opens today (Nov. 
29) at the GM proving ground, Mil- 
ford, Mich. Here every member of 
the field force is to operate cars 
equipped with the high-compression 
engine over the proving ground’s 
network of roads. 

Tuesday the group will meet in 
Lansing for an extended tour of 
Oldsmobile’s new engine plant. The 
final day, Wednesday, will be de- 
voted to a preview of Oldsmobile’s 
advertising, sales promotion and 
other merchandising plans for the 
coming year. 





Special Train to Carry 


Fram’s ASI Delegation 

PROVIDENCE, R. I.—F ram Corp. 
has engaged a special train to ac- 
commodate its representatives from 
here to the ASI show in Chicago 
Dec. 6-10. 

The group, now in Providence for 
Fram’s annual sales conference, will 
entrain Dec. 2 for the run to Chi- 
cago. Numbering approximately 100, 
the party includes Fram executives, 
field sales executives and jobber 
guests. 


AUTOMOTIVE NEWS offers to adver- 
tisers a weekly audience of an estimated 
more than 100,000 cover-to-cover readers! 





PROTECT THE CARS 
WITH 
KELBO BARS 





Cost Less Than One New Grille— 
Safe and Speedy to Use—Light in 
Weight—Can Be Used with Stand- 
ard Towing Equipment. 

Write ter Literature 


Boyle Towing Equipment 
Compan 


2808 WOOD! AVE. 
CLEVELAND 15, OHIO 


Attractive 
Pre-Season Rates 
OPEN ALL YEAR 

@ 14 floors of luxurious livi 

@ An entire block of private beach 

© Swimming pool and Cabana Club 
@ Dining Room and Cocktail Lounge 
@ Radio in every room 

IRVING WEINBERG, MAN. DIR. 


DIRECTLY ON OCEAN, 39th to 40th Sts. 
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Survey of Ethics in East... 





Tipping Scorned by Dealers 


SPRINGFIELD, Mass.—The 
Springfield Union, a morning daily, 
has given a clean bill of health to 
local automobile dealers—or at least 
some of them — in the wake of 
charges made in Washington that 
“tips” and “gifts” were necessary 
to get deliveries on new cars. 


A reporter, posing as a buyer, 
reported that he got a frigid recep- 
tion in suggesting to dealers that 
he would give them a “tip” for a 
new-car delivery. : 

The news story, given prominent 
display, was headlined: 


“New Car ‘Customer’ Nearly 
Receives Heave Ho When 
Suggesting ‘Tip’ in City” 

Here’s what the Union story said: 


“Just to see what the reaction 
would be to a customer approach 
on that issue of whether any of 
the local new-car dealers or sales- 
men would accept a ‘tip’ or bonus 
for producing a new machine fairly 
quickly, a member of the Union 
staff visited two or three dealers’ 
places yesterday, in the guise of a 
customer. 

“His proffer was received frigidly 
by the dealers approached; in fact, 
it looked as if he might get the 
heave-ho out of the building in one 
instance but he did get the state- 
ment from one dealer that some 
of the boys in Springfield would 
accept a ‘tip’ for fast delivery. 

“The prospective ‘buyer’ shop- 
ping around yesterday approached 
an established new-car seller and 
hinted strongly that he might be 
willing to fork over a couple of 
hundred if it would mean he would 
get a car more quickly. 

“The offer wasn’t necessary, in 
the first place. Deliveries are | 
probably better than you think. 
In the second place, a fellow who 
makes a proposition like that 
isn’t welcomed in a number of 
places, 

“In this salesroom, for instance, 
the dealer responded to the hint: 


“‘No reputable dealer would take | 





any tip. If anybody makes that | 
kind of offer around here, that’s 
the end. We don’t:talk to him any 
more.’ 
“He continued: “There are some 
dealers who take tips, but not us.’ | 
“In this city?’ he was asked. ‘In 
this city,’ he replied. 
“A tip wasn’t necessary at this 
place, anyway. You may not be 
able to walk in, slap down your 
deposit, and drive off, but if you 
wanted to wait, oh, say. a month} 
or two or three, you’d be able to| 
get a car of a certain make. 
“It seems factory deliveries are 
pretty good now, at least to this 


Obituaries 


Maddux, 48, Dies; Served 


Timken Axle 25 Years 


CLEVELAND.—Horace C. Mad- 
dux, 48, sales manager of the trailer 
division of Timken-Detroit Axle 
Co., died suddenly here Nov. 21 of 
a heart attack. 

Mr. Maddux celebrated his 25th | 
anniversary with the Timken com- 
pany last July. 

a - + 
E. A, Bodelson 

FULDA, Minn.—E. A. Bodelson, auto- 
mobile dealer here, was killed when his car 
plunged into an embankment on a dead- 


end road in Graham Lake township 
7 . . 








Raymond T. MacLaren 
DETROIT. — Raymond Tait MacLaren 
45, Pennsylvania Rubber Co. sales repre- 


sentative for southern Michigan. died of 
a heart attack here Nov. 6. Mr. MacLaren 
had been with Pennsylvania Rubber three 
years. 
s . . 
Heyliger Church 
CLEVELAND — Heyliger Church, 55 


vice-president in charge of export sales of 
Weatherhead Co. here, died unexpectedly 
of a heart attack Nov. 13 in Buenos Aires 
while on a business trip. 

* * * 


Herbert S. Stevens 


RICHMOND, Va.—Herbert S 
51, general manager of Federal Trucks of | 
Richmond, Inc., was killed instantly Nov. 17 | 
when his automobile was struck by a freight 
train at a crossing several miles north of | 
here. Before World War II, Mr. Stevens 
7 branch manager of Autocar Truck Co 
ere. 


Stevens, 


* * * | 
Robert B. Huddleston 


FULTON, Ky.—Robert Bailey Huddle- | 
Ston, 61, owner of the Huddleston Motor 
Co., died here Nov. 17. Active in politics, | 
Mr. Huddleston had been postmaster here | 
for 11 years and, prior to that, served two | 
terms as sheriff of Fulton county. 


dealer, and the season may be a 
factor. Deliveries are good, it 
should be pointed out, on higher- 
priced makes—that is, a converti- 
ble, for example, which is in per- 
haps less demand than a sedan 
or business coupe. 

“Incidentally, this was a dealer 
of cars in the low-priced field. 

“The story was the same at an- 
other establishment. A tip wouldn't 
work at all. The fellow the buyer 
approached, as a matter of fact, 
got upon his high horse when such 
was proferred. 


“*A firm which values its repu- 

tation doesn’t take tips,’ the sales- 
man said. 
“If the prospective buyer wanted 
| to talk prices, credit, delivery dates 
and things like that, okay — but 
tips, no. 

“This particular dealer didn’t 
|think anyone in Springfield takes 
tips. 

“‘Some guy in Washington prob- 
ably got wind of one around there 
who did,’ he said, ‘and then got it 
in his head it’s done everywhere.’” 
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Higher Price OK 
On Credit Sales 


In Minnesota 


MINNEAPOLIS.—Minnesota deal- 
ers, if they so desire, may quote 
customers two prices on an auto- 
mobile, one for cash and another 
for credit, according to Clarence 
Holton, legal counsel for the Min- 
nesota Automobile Dealers Assn. 

“The dealer may quote the pur- 
chaser a cash price, and upon 
learning that the purchaser does 
not intend to pay cash, he may 
quote a credit price,” Holton ad- 
vised, 

However, Holton added, selling 
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an automobile on a time payment 
basis for more than 8 percent 
above the cash price may constitute 
usury in Minnesota. 

The test of a time payment deal, 
he pointed out, is whether or not 
the sale under a conditional sale 
pact is for a credit price or a cash 
price plus interest. 

In fixing a credit price, he ad- 
vised members, the difference from 
a cash price may be calculated on 
the return a dealer wants on his 
investment, handling charges, risk, 
insurance premium, or discount if 
he intends to sell the contract to 
a lending institution. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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FULLY 
UTOMATIC 


FASICHARGER | 


BIGGEST DOLLAR VALUE ON THE MARKET... 
Simple, Poolprool ta Operation... ONLY ONE METER DIAL TO 
WATCH, ONE TIMER SWITCH TO SET, NO NEEDLESS GADGETS 


TO CONFUSE... Fully Guaranteed! 





@ The new KRW FASTCHARGER is the simplest and most effi- 
cient on the market, regardless of cost. It has only a single meter 
to watch ...all unnecessary gadgets have been eliminated. It oper- 
ates off any 110 volt lighting circuit. Current draw 9 to 11 amperes. 


The KRW FASTCHARGER has a new electric timer which is fool- 


proof in operation ... it automatically discharges, 
fast charges, slow charges, and then shuts off com- 
pletely. Quick battery tests can be made at any time. 
The customer can be shown the exact condition of 
the battery on the easily understood meter dial. 


After FIVE MINUTES discharging and charging 
the METER shows the condition of the battery and 
whether or not it can be charged, or is worth 


charging. After that 


decision is made... if you 


want to charge it, proceed again in the same man- 
ner and recharge for 55 minutes, then a test can 


be made to see if the battery is fully 


charged, 


by means of the BUILT-IN, DISCHARGE, 


TEST UNIT. 


This charger has all and more features than 
any HIGHER PRICED charger. Our illus- 
trated circular will convince you. Our 24 
years reputation is your guarantee. 


The KRW FASTCHARGER is the last word in 
battery charging equipment. It is built of the 


finest materials and 


incorporates all the latest 


quality features. Fully Guaranteed, it will give 
years of highly profitable service. Order one today. 
No. 778, KRW FASTCHARGER, $130.00 F. O. B. 
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twelve 3-cell batteries 







and aircraft 


Factory, Arcade, N. Y. Shipping weight 90 lbs. 


New, Heavy-duty Charger handles one to 


for safe chaning of all types of car, truck 

atteries. Latest design and 
construction features. Write for descriptive 
literature. Low Price for 110V,60 cycle only 
$39.00 F. O.B. Factory, complete with 
bulb, wiring connectors and terminal leads. 
Prices for other power requirements will 
be furnished on request. 
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Used Car Auction Prices 


AUTOMOTIVE NEWS, NOVEMBER 29, 1948 


(Eprror’s Note: While we try to eliminate wrecks from all of these 
listings, occasionally some get by us. So if the price is abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 


ALBANY, N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale of 
Nov. 15.) 

(Slightly higher on wrapper models of 

'48s and °49s. Others held steady at 

new price levels. Sold 36 units out of 

74 offerings.) 

BUICK—'47 Super sedanette, $1,580; conv., 


$2,000. 

CHEVROLET—’'48 FM conv., $2,000; FL 
4-dr., $2,000; SM 4-dr., $1,910. '47 FM 
conv., $1,625; SM club coupe, $1,500; 4- 
dr., $1,500, $1,385. °46 SM 4-dr., $1,330. 
‘42 MD business coupe, $750. ‘41 SD 
4-dr., $940. ‘39 Deluxe coupe, $380. 

FORD—'49 Custom sedan, $2,120, $1,960; 
club coupe, $2,140. °48 %-ton (6) pick- 
up, $1,675. ‘47 Sportsman conv., $1,475; 
Deluxe tudor, $1,450. ‘46 SD tudor, $1,- 
160. °41 SD tudor, $740. 

HUDSON—’48 Commodore (8) 4-dr., $2,160. 

KAISER—’'48 4-dr., $1,500. 

NASH—’'49 (600) 4-dr., $2,400. 

OLDSMOBILE—’47 (68) club coupe, $1,770. 

PLYMOUTH—’18 ©D tudor, $1,880. '47 SD 
club coupe, $1,650, $1,610. ‘46 SD club 
coupe, $1,250 





PONTIAC—’48 (6) station wagon, $2,210; | 


"46 Torpedo (8) se- 
‘41 Deluxe sedanette, 


(8) conv., $2,250. 

danette, $1,440. 

$850. 
WILLYS — '48 Jeepster, $1,750; one-ton 

pickup, $1,700. 

DENVER 

(Denver Auto Auction, Inc.. Littleton, 
Colo. Jack Layton and Harold Henry, 
operators. The following is a partial lst 
of cars sold Nov. 9.) 
CHEVROLET—'48 FIL aerosedan, $2,085; 

1-ton pickup, $1,975. °40 sedan, $945, 

$735, $720. ‘39 4-dr., $760. 
DODGE—’48 Deluxe sedan, $2,275. °46 

sedan (cab.), $1,335. °39 2-dr.. $725. 
FORD—'49 Custom 4-dr., $2,375; 2-dr., 

$2,335; club coune, $2.320. ‘48 (6) half- 

ton pickup, $1,500; 2-dr., $1,590. ‘47 (6) 

2-dr., $1,650. ‘41 club coupe, $790; 2-dr., 

$815, $655. °38 coupe, $545. 
HUDSON—'48 (6) 4-dr., $2.350. 
MEROCURY—’'49 2-dr.. $2,700. 
OLDSMOBILE—'41 (66) 4-dr., $880. 
PLYMOUTH—'47 SD club coupe, $1,485. 
STUDEBAKER — '41 Commander 4-dr., 

$575. 

VALDOSTA, GA. 

(Tom Hewitt Auto Auction Sale. Sale 
cou Friday. Prices are for sale of Nov. 
12.) 

(Market shows 142 cars sold out of 

254 offerings.) 
BUICK—’48 Super convertible, $2,350. ‘47 

Super sedan, $1,875. '42 Special sedan- 

ette, $580. ‘39 Special sedan, $750. 


CHEVROLET—'48 FL aerosedan, two at 
$2,200; half-ton pickup, $1,750. °47 FL 
sedan, $1,500; FL aerosedan, $1,700; 
half-ton pickup, $1,425, $1,325, $1,225. 


"46 FL sedan, $1,425. °41 SD sedan, two 
at $950. °40 SD sedan, $1,025, $925. 
CHRYSLER—'47 Windsor sedan, $1,750. 
DODGE—’48 Custom sedan, $2,225, $2,375. 
‘40 Deluxe sedan, $675. 
FORD—'49 Custom (8) sedan, two at §$2,- 
220, $2,175, $2,135. °48 2-ton truck, $2,- 
000; half-ton (6) pickup, $1,700, $1,400, 


$1,260. °47 SD club coupe, $1,540, $1,- 
300; SD sedan, $1,650, $1,562, $1,525, 
$1,500, $1,450. '46 SD sedan, $1,420, $1,- 


$1,175. ‘41 sedan, two at $1,025, 


350 
$925, $870, three at $850, $800. 
MEROURY—'49 sport sedan, $2,725, $2,- 


650. ‘47 club coupe, $1,650; sedan, $1,- 
625. ‘41 sedan, $825 ‘40 convertible 
$635. 


NASH—'49 (600) sedan, $2,350 
OLDSMOBILE—’48 (66) club coupe, §2,- 
150 


PACKARD—'42 Clipper sedan, $720 


PLYMOUTH—'48 SD vedan, $2,050, $1,900, 
$2,150. °47 club coupe, $1.485. ‘46 SD 
sedan, $1,195. ‘42 sedan, $540. ‘41 se- 
dan, $550. 

PONTIAC-—~'48 (6) club coupe, $2,150. ‘46 
(8) sedan, $1,525. 

STUDEBAKER—'48 Land Cruiser sedan, 


$2,125 
WILLYS—’'48 Jeepster convertible, $1,750. 
MISCELLANEOUS-—'18 GMC 1'4-ton H.D. 
truck, $1,850, 


LOS ANGELES 


(California Auto Dealers Wholesale Auc- 


tion, Sale twice-weekly on Thursdays and 
Tuesdays. Prices are for sale of Nov. 
4-9.) 


(Market shows softening and bidding 
below normal, Sold 45 cars out of 187 
offerings.) 





| 


‘41 2-dr., $580. °37 sedan, $350. 
FORD—’49 Custom 2-dr., $2,050, $2,000; 
(6) 2-dr., $1,925. °48 (6) half-ton pick- 
up, $1,585, $1,600, $1,615; station wagon, 
$1,775. ‘47 SD sedan, $1,560, $1,350, 
$1,470; half-ton pickup, 1,000; business 


coupe, $1,125. ‘46 Deluxe 4-dr., $1,025, 
$1,000, $1,200, $1,180, $1,175. °41 sedan, 
$775. 
| FRAZER—'47 sedan, $1,275. 
HUDSON—'‘40 2-dr., $435. 
MERCURY—'47 sedan, $1,395, $1,150. 
NASH—'46 (690) sedan, $1,060; club 


| BUICK—’48 RM sedan, 


BUICK—'47 Super sedan, $2,175. ‘46 Su- 
per sedan, $1,870. ‘41 Super club coupe, 
$1,200; Special sedan, $960. ‘39 Special 
coupe, $545. 

CADILLAC—’27 sedan, $90. 

CHEVROLET—'48 FM sedan, $1,895. ‘'47 
FL aerosedan, $1,875. ‘46 FL aerosedan, 
$1,700. ‘41 SD sedan, $1,095; half-ton 
panel, $500; sedan, $985. °40 SD club 
coupe, $810. °'39 sedan, $640. °38 coupe, | 
$420. '35 sedan, $205, 

CHRYSLER—'46 Windsor sedan, $1,860. 
*41 Royal sedan, $815. 

DODGE—'47 Custom convertible, $1,895. 


‘46 half-ton pickup, $950. ‘41 business 
coupe, $645. 

FORD—’'49 Custom club coupe, $2,280. ‘47 
SD sedan, $1,500. ‘46 SD sedan, $1,310. 


'41 station wagon, $900. ‘40 Deluxe con- 


vertible, $950; sedan, $425. ‘38 sedan, 
$360. ‘33 coupe, $160. 
HUDSON—’16 Commodore (8) sedan, $1,- 


330. 

LINCOLN—’40 Zephyr club coupe, $505. 

MERCURY—’'46 sedan, $1,465. 

OLDSMOBILE—’41 (66) sedan, $890; (98) 
sedan, $950. 

PLYMOUTH—'48 SD sedan, $1,750. '47 
SD sedan, $1,600. ‘41 business coupe, 
$915. ‘39 coupe, $540. °'37 sedan, $240. 

PONTIAC—’'46 (6) sedanette, $1,740. ‘41 
sedan, $1,015. °37 sedan, $325. 

STUDEBAKER—’40 Champion sedan, $470. 

WILLYS—’'36 sedan, $45. 


MISCELLANEOUS—’37 International %- 
ton panel, $135. 
CONCORD, MASS. 
(Concord Auto Auction, Inc. Sale twice- | 


weekly, Friday and Monday. Prices are for 

sales of Nov, 12-15.) 

(Market shows 129 sold out of 248 
offerings.) 

BUICK—'48 Super sedan, $2,450, $2,250. 
’47 Super sedan, $1,875. ‘46 RM sedan- 
ette, $1,625; Super sedanette, $1,625. °'42 
Special sedan, $775. '39 4-dr., $550. 

OADILLAC—’42 (62) sedan, $1,310. 
(61) sedan, $1,050. 

CHEVROLET—'48 FM sedan, $1,950; half- 
ton pickup, $1,625, $1,435; FM converti- 
ble, $1,850; FL aerosedan, $1,850. '47 
FL aerosedan, $1,750; FM sedan, $1,580, 
$1,400, $1,650, $1,425. ‘46 FM sedan, 
$1,400. ‘42 sedan delivery, $555. °41 SD 
sedan, $860, $825, $765, $910, $935; MD 
sedan, $675, $910, $850. 

DODGE—’46 Custom club coupe, $1,335. 


"41 





coupe, $1,135. ‘49 Ambassador sedan, 


$600. ‘37 sedan, $225. 

OLDSMOBILE— ‘47 (66) sedanette, $1,730. 
‘41 sedan, $400 ‘40 sedan, $475. 39 
sedan. $690, $375. 

PLYMOUTH —'48 SD sedan, $2,050, $1,850. 
‘47 SD sedan, $1,375, $1,300. ‘41 sedan, 
$610 "39 coupe, $350, $490 ‘37 sedan, 
$390. 

PONTIAC—'48 strtion wagon, $2,025, ‘47 
Torpedo (8S) sedanette, $1,610. ‘46 (6) 
sedanette. $1,419. '42 Torpedo (6) sedan, 
$750, $700. 

STUDEBAKER —-'48 Champion 4-dr., $1,- 
925; 2-dr., $1,850. ‘40 4-dr., $385 

, ro ~ v 7 
KANSAS CITY 
(Kansas City Automobile Auction. Sale 


every Wednesday. Prices are for sale of 
Nov. 10.) 
(Market shows wholesale buying 
stronger. Sold 206 units out of 323 
offerings.) 
$2,815; Super se- 
dan, $2,655, $2,557, $2,550. ‘47 Super 
sedan, $2,297. ‘41 Special sedan, $950, 
$922. °37 Special coupe, $127. 
CADILLAC—'48 (62) sedanette, $3,910; 
(61) sedan, $3.845. 
CHEVROLET ‘48 FL 
220, $2,210, $2,175: SM sedan, $2,005, 
$1,910, $1,875. ‘47 FL sedan, $1,825, 
$1,680; SM sedan, $1,640, $1,600, $1,590. 
'46 FL sedan, $1,700, $1,675; FM sedan, 
$1,480, $1,232. 
DeSOTO—’'48 club coupe, $2,365, $2,300. 
DODGE—'48 sedan, $2,180, $2,177, $2,140, 
$1,925. °47 club coupe, $1,655. ‘46 con- 
vertible, $1,670. ‘41 sedan, $655. 
FORD—’'49 sedan, $2,220. ‘48 sedan, $1,- 
705, $1,700, $1,695, 61,675; club coupe, 
$1,790. ‘47 sedan, $1.592, $1,345, $1,317, 
$1,475; convertible, $1,692, $1,515. °46 
sedan, 1,425, $1,395, $1,390, $1,365. 
FRAZER—’47 sedan, $1.410. 
HUDSON—'48 sedan, $2,320. 


MERCURY—’'49 convertible, $2,825; sedan, 
$2,727, $2,710, $2,697, ‘48 sedan, $1,902. 
"47 club coupe, $1.632, 

OLDSMOBILE — '48 (98) sedan, $2,820; 
(76) sedan, $2,485, $2,345. ‘47 (76) se- 
dan, $1,980. °46 (7€) sedan, $1,455. °'40 
(66) sedan, $735. 

PLYMOUTH—'48 SD club coupe, $2,105. 
‘47 sedan, $1,505, $1,600, $1,295. ‘'42 
sedan, $597. °41 sedan, $850, $662, $647, 
$602. 

PONTIAC—'48 (8) 
"42 (6) sedan, $840. 

STUDEBAKER—'48 Champion sedan, §2,- 
232. °47 Champion club coupe, $1,860, 
$1,805. 

WILLYS—'48 Jeep, $1,400. 


CHARLOTTE, N. C. 


sedan, $2,280, §2,- 


‘46 sedan, 


sedan, 


(E. M. Stafford, Inc. Sale every Wednes- | 


day. Prices are for sale of Nov. 10.) 
(Market shows greater number of offer- 
ings in past two weeks. Prices steady 
for last two weeks. Sold 196 out of 
274 offerings.) 


BUICK—'48 RM sedan, 


(dyna. ) 


Super sedan, $2,575, $2,530; convertible, | 
'41 Special | DeSOTO—'41 sedan, $,1010. 
‘37 sedan, $225. | 


$2,530; Special sedan, $2,175. 
sedan, $1,250, $1,090. 
CADILLAC—’48 (62) convertible, 
"42 (60) sedan, $1,150. 
CHEVROLET—'48 FL aerosedan, $2,165, 
$2,130, $1,910; FM sedan, $1,950; SM 
club coupe, $1,750. ‘47 FL aerosedan, 
$1,725, $1,700, $1,675; FL sedan, $1,610, 
$1,595; FM sedan, $1,625. °46 FL aero- 


$4,250. 


sedan, $1,505; FM sedan, $1,575, $1,525. 


'42 sedan, $1,120, $835, $900, $875. ‘41 


Announcing Immediate Delivery 


KNOX PICKUP BODY 


“Built to Stand Hard Knocks” 





These bodies are offered in 4-ton, 34-ton and 1-ton sizes. 


Bodies shipped in prime and can be shop installed with minimum 


effort and will fit Ford, Chevrolet, 


GMC trucks. 


International, 


Dodge and 


Immediate Delivery — Wire or Call — Prices and Literature on Request 


Office 


Knox Metal Products, Inc. 
Thomson, Georgia 


Plant 


Knox Metal Products, Ine. 
Waynesboro, Georgia 











sedan, $900, $875; club coupe, $1,125, 

$1,060. ‘40 sedan, $1,050, $860. 
CHRYSLER—’48 Windsor sedan, $2,210. 

’42 Windsor sedan, $1,025. ‘41 converti- 


ble, $955. 


DeSOTO—’48 Custom sedan, $2,050, $2,005. | 


'47 Custom sedan, $1,875. ‘46 Custom 
club coupe, $1,455. 

DODGE—’48 Deluxe sedan, $2,225. ‘47 De- 
luxe sedan, $1,575, $1,525. °46 Custom 
club coupe, $1,600. 

FORD—’49 Custom sedan, $2,205, $2,120, 
$2,075; club coupe, $2,160, $2,100; sedan, 


$2,050. °48 SD sedan, $1,805, $1,650; 
club coupe, $1,750. ‘47 sedan, $1,575, 
$1,435; club coupe, $1,610. ‘46 sedan, 


'42 sedan, $865. 


$1,400, $1,325, $1,200. 
’40 sedan, $1,- 


‘41 sedan, $1,000, $810. 
180, $930, $800. 
HUDDSON—'48 (8) 
(6) sedan, $2,175. 
MERCURY—'49 convertible, 


club coupe, $2,225; 


$2,625. ‘47 





$2,397, $2,377. | 
"39 (6) sedan, $502. | 


$2,825; | CROSLEY—'48 convertible, $700. 





club coupe, 


station wagon, $1,630. ‘46 
‘41 sedan, 


$1,460. ‘42 sedan, $1,040. 
$890, $740. °40 sedan, $855. 


NASH—’42 club coupe, $710. 


OLDSMOBILE — '48 (98) sedan, $2,650; 
(66) station wagon, $2,250. ‘°46 (76) 
sedan, $1,500. 


PLYMOUTH—'48 sedan, $2,000, $1,975. °47 
sedan, $1,555, $1,550. ‘46 Deluxe sedan, 


$1,150. °41 sedan, $850, $820. 

PONTIAC—'48 (8) sedan, $2,575; (6) se- 
dan, $2,385. °47 (8) sedan, $1,665, $1,- 
625; (6) sedan, $1,675, $1,505. 


STUDEBAKER 47 Commander sedan, 
$1,680, $1,530; Champion sedan, $1,500. 
WILLYS—’'48 Jeepster, $1,750, $1,680. 


DANVILLE 


(Danville (Va.) Auto Auction. 
Friday. Prices are for Nov. 12.) 
(Market shows prices steady and cars 
are selling again. Had 101 offerings.) 
BUICK—’47 RM sedan, $2,170, $1,990. °41 

Suver sedan, $890. 

CHEVROLET—'48 FL sedan, $2,000; SM 
sedan, $1,855. °'47 FM sedan, $1,590. 
"46 SM sedan, $1.380; FL sedan, $1.610. 
‘42 SD sedan, $690. ‘41 MD ae. 

"4 


Sale every 





| $650; SD sedan, $950, $1.050. 
sedan, $570, $985. °39 sedan, $600. ‘38 
| business coupe, $125. 
CHRYSLER—’40 Windsor sedan, wi 
"47 se- 


dan, $100. 


| DODGE—’38 sedan, $220. 
FORD—'49 Custom sedan, $2,150, $2,025. 
$2,015. ‘48 SD sedan, $1,720. ‘47 SD 
convertible, $1,390, $1.580, $1,470; sedan, 
$1,600. $1,500, $1,800, $1,525, $1,675; 
(6) sedan, $1,350. '46 SD sedan, $1,350, 
$1,000, $1,280, $1.210, $1,230, $1,100; 
(6) $680. ‘41 sedan, $750, $475; 
convertible, $910. "40 sedan, $1,000, 
$970, $950, $820, $750, $670. ‘39 sedan. 
$890, $650, $600, $500, $430, $380. ‘36 
sedan, $105. ‘32 sedan, $270, °31 coupe, 


$550. 
FRAZER—’47 sedan, $1,400. 
MERCURY—’'49 sedan, $2,560, $2,425, $2,- 


250. °'41 sedan, $800. ‘40 sedan, $400. 
NASH—’'47 Ambassador sedan, $1,405. °46 

(600) sedan, $1.160, $1,140. 
OLDSMOBILE—'47 (76) sedan, $1,500. ‘37 


sedan, $100. 
PACKARD—’39 (120) coupe, $520. 
PLYMOUTH —’47 Deluxe sedan. $1,740; SD 





| 


Average Used Car Prices 


(Compiled by Automotive News) 


sedan, $1,530. °42 sedan. $820. °’41 se- 
dan, $160. °'38 sedan, $325. ‘36 business 
coupe, $250. 

STUDEBAKER—'46 Champion sedan, §$1,- 
130. 

INDIANAPOLIS 
‘(Ken Schaefer's Auction. Sale every 

Thursday. Prices are partial listing for 

sale of Nov. 11.) 

BUICK—'47 RM 4-dr., $1,910. ‘'46 Super 
4-dr., $1,835: Super convertible, $1,560. 
‘41 4-dr., $985, $690. ‘40 4-dr., $870. 
"39 club coupe, $425. 

CADILLAC—'47 (61) 2-dr., $2,650. 

CHEVROLET—'48 FL 2-dr., $2,080, $1,- 
975; 1-ton pickup, $1,855: FM 4-dr., $1,- 
810; half-ton pickup, $1,545, $1,380. ‘47 
FL 2-dr., $1,840; FM 2-dr., $1,625; SM 

| 2-dr., $1.575. °'46 FM 2-dr., $1,440, $1,- 
390. ‘42 2-dr., $610. ‘41 club coupe. 
$1,035; 2-dr.. $690. "40 2-dr., $700; 

| coupe, $300. '39 club coupe, $660. $400: 
2-dr., $320. ‘38 2-dr., $475, $310. '37 
4-dr., $315. °'35 4-dr., $305. | 

DeSOTO—’'48 club coupe, $2,500, ‘41 4-dr., 
$790; coupe. $600. °40 4-dr., $860. 

DODGE — ‘47 4-dr., $1,810, $1,475. ‘46 
2-dr., $1,500. ‘41 2-dr., $835: 4-dr., 
$600. ‘40 2-dr., $790; 4-dr., $525 "39 

|_ 4-dr., $300. 

FORD—’'49 2-dr., $2,205; club coupe, $2,- 
140. $2,130; (6) 2-dr., $2,090. ‘48 2-dr., 
$1,660; 4-dr., $1,500. °'47 club coupe, 
$1,570, $1,490; 2-dr., $1,410; (6) 2-dr., 
$1,375, $1,250. ‘46 club coupe, $1,400; | 
4-dr., $1,325; convertible, $1,250; 2-dr., 
$1.225. '42 2-dr., $1,000. °41 2-dr., $825, 
$625. ‘40 2-dr., $630, $530. ‘37 2-dr., 
$200, $120. ‘35 2-dr., $140. ‘29 2-dr., 
$155. 

HUDSON—'48 4-dr., $2,290; 2-dr., $1,950. 





NASH—'49 (600) 4-dr., $2,400. 
OLDSMOBILE—'48 (98) 2-dr., $2,575; (66) 


STUDEBAKER—’'48 Champion 4-dr., $2,- 





4-dr., $1,870. ‘47 (6) convertible, $1,900; 
4-dr., $1,620. ‘46 2-dr., $1,670. ‘41 club 
coupe, $805; 4-dr., $700. °40 4-dr., $600. 
"39 4-dr., $475. ‘37 2-dr., $250. | 

PACKARD—'48 station wagon, $2,505. 

PLYMOUTH—’'48 2-dr., $2,180. ‘47 2-dr., 
$1,705; club coupe, $1,500 *41 2-dr., | 
$825. ‘40 2-dr., $415; 4-dr., $340. ‘39 
4-dr., $300. ‘37 2-dr., $225. 

PONTIAC—’'48 (8) 2-dr., $2,500; (6) club 
coupe, $2,125. ‘46 4-dr., $1,560. '40 
4-dr., $725; 2-dr., $610, ‘39 2-dr., $540. 
"38 2-dr., $395. ‘36 2-dr., $230. 








Nov. 1948 Oct Sept 

1,321 $1 383 $ 450 Model (to date) 1948 1948 
“_ 1, eee $2,245 $2,849 $2,474 
1947. 1,715 1,812 1,922 
See 1,476 1,548 1,655 
Mee icicet « 913 973 974 
A 816 874 913 
eee 732 746 765 

Overall - 

er. Oe. Se — Average.. $1,321 $1,383 $1,450 


(The above figures are averages of used car auction prices, ail 
makes and models, carried regularly in Automotive News.) 





080, $1,960. ‘47 Champion 4-dr., $1,650; 
2-dr. $1,460. 
WILLYS—'48 Jeepster, $1,680. ‘46 Jeep 
$725, $540. 
DETROIT 


(C & M Motor Sales. Auction held every 
Friday. Prices are for sale of Nov. 12.) 

(Market shows more activity. Bidding 

stronger on °49s and clean °39, °40 and 


‘41 models, Dealers are showing more 
confidence, Sold 35 cars out of 94 
offerings.) 

BUICK—’'48 Super sedanette, $2,650, §2,- 
450. ‘47 Super 4-dr., $1,850, $1,890. ‘41 
Special sedanette, $635, $825. 

CADILLAC—'48 (62) 4-dr., $3.845. 47 
(62) 4-dr., $2,680. °46 (62) 4-dr., $2,450 

CHEVROLET—'48 FI. aerosedan, $2,135, 
$2,065. °47 SM club coupe, $1,560 46 
FL aerosedan, $1,695; FM 4-dr., $1,385; 
2-dr., $1,600. °41 SD 2-dr., $775. 

DODGE—'48 Deluxe 2-dr., $2,145. 

FORD—'49 Deluxe 2-dr., $1,985; converti- 
ble, $2,450. '47 Deluxe 2-dr., $1,550. ‘46 
SD 2-dr., $1,300, $1,250. "41 Deluxe 
2-dr., $575. °40 2-dr., $675. ‘'39 4-dr., 
$380. 

KAISER—’48 4-dr., $1,625, $1,635. 

MERCURY—'49 4-dr., $2,550. 

NASH—’46 (600) club coupe, $1,225. 

OLDSMOBILE—'48 (78) 2-dr., $2,400. ‘47 


(98) 2-dr., $1,980. °46 (66) 4-dr., $1,560 
PACKARD—’47 Clipper 4-dr., $1,750. 
PLYMOUTH—’'48 SD 4-dr., $1,915. 
PONTIAC—'46 (8) 4-dr., $1,550. 


TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 
11.) 


day. Prices are for sale of Nov. 
(Market shows 34 cars sold out of 64 
offerings.) 

BUICK—'48 RM sedan, $2,375. ‘46 RM 





(Continued on Page 33, Col. 1) 





PROFIT DOLLARS 


& TOP NOTCH REPAIRS 


The new, speedier, low-cost, all-purpos 
method that requires NO HEAT for perma- 
nent, non-shrinking repairs of car and 
truck bodies, panels, fenders . dents. 
cracks and scratches! Approved by ¢# 
manufacturers .. . proven by thousands of 
dealers and body shops from coast to coa*! 
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A finished, 
FIRST CLASS, 
permanent re- 
pair job at low 
cost. 


HOWARD PAINT DIVISION 


of Reconditioning Products, !n¢. 
5201 Denison Ave. » CLEVELAND 2, 2: 
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Austin-Canada 
Eyes 500 a Week 
By Late 1949 


HAMILTON, Ont.—A production | Diversion of highway users taxes 
schedule of 500 cars per week will | in New York state for “non-high- 
begin the middle or latter part of | way purposes” was scored at a 
1949 at the Hamilton plant of Aus-| luncheon of member organizations 
tin Motor Co., and 1,200 men will 
be employed when this level is 
reached. 

This is the prediction of E. Dun- 
can Brown, chief engineer of the 
gigantic home plant, now super- 
vising the partial demolition and 
reconstruction of the former Lib- 
bey-Owens glass plant and Cana- 
dian army trades school, Kenil- 
worth Ave. N. 

“The first one 
equipment are already on the wa- 
ter,” Brown said. “Shipments will 
be building up between now and 
the end of December, when there 
should be a heavy flow. 


“At 


| Users Conference in Buffalo. 

At the same time, more than 
80 representatives of these groups 
pledged a campaign to demand 
highway and street progress in 
the state. 

Objectives of the drive will be 
to end the spending of highway 
| user taxes for other than highway 
purposes, establish a highway fund 


or two cases otf | . : 
|such as those in existence 


| states, and establish a joint high- 
|way planning committee which 
“will be charged with the respon- 


least one-third of the jigs) 


PPPS ip 


and tools are now ready for ship- | spits ict St i : 
ment from England, judging from | * righ bbanes 
late reports. The main volume of | htpaee ibe. 38°40 . 


installation should begin about the| §=— ~~ 
end of December, and there is a| ae 
reasonable hope that we can be) 
in production in March.” 
Meanwhile, the plant has been | 
“spruced up” with a fresh paint | 
job, and employes are making com- 
plete alterations to give light, oe | 
working conditions with the best | 
| 


RRS Ae fF 


ventilation. 


Clark Acquires | 
Patent Rights 


CHICAGO.—New Products Corp., 
506 S. Wabash Ave., here, has an- 
nounced a licensing arrangement of | 
its patent holdings with Clark 
Equipment Co. in the bus, truck, 
industrial and agricultural fields. 

The company, a pioneer in auto- 
matic transmission development, | 
said that passenger car rights un- 
der these patents are held by Borg- 
Warner Corp. 


O. H. Banker, president of New 
Products Corp., said that he would 
be active with the Clark company 
as a consultant. 


Ford's ‘Hot’ Lab. 
Auto Maker Studies Use 


Of Atomic Energy 


DEARBORN. — Radio-active iso- 
topes produced from the uranium 
chain-reacting pile of the U.S. 
Atomic Energy commission at Oak 
Ridge, Tenn., are being used experi- 
mentally in industrial research by 
Ford Motor Co., it was announced 
here. 

A survey of possible practical 
production applications of atomic 
energy has been conducted by re- 
search engineers in the company’s 
applied physics laboratory for the 
past five months. 

Ford is believed to be the first 
automotive concern to undertake 
research experiments with pile-pro- 
duced isotopes. Ford’s first ship- 
ment of isotopes arrived last May. 

Radio-active isotopes are being | 
investigated specifically at Ford for | 
their possible use in material pro- 
cessing, radiography, liquid level in- 
dication in foundry cupolas and 
thickness control in sheet steel- 
making. 


er BR ay 
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Auction Prices 





(Continued from Page 32) 


sedan, $1,760. 

CADILLAC—'48 (62) sedan, 

CHEVROLET—'48 FL aerosedan, $2,160. 
‘47 FM sedan, $1,585, $1,565, $1,575. ‘46 
SM sedan, $1,360, $1,435. °42 club coupe, 
$915. °40 sedan, $675. 

DeSOTO—'48 sedan, $2,220. 

DODGE—’48 %-ton pickup, $1,610. 

FORD—’'49 Custom club coupe, $2,185, ‘47 
SD sedan, $1,400. ‘41 SD club coupe, 
$500. 

HUDSON—’47 Super Six sedan, $1 430. 


$4,000. 


MERCURY—’'47 sedan, $1,575. ‘46 sedan, 
$1,425. 

NASH—'47 (600) sedan, $1,490. °39 (600) 
sedan, $300. 

OLDSMOBILE—'48 (66) club coupe, §2,- 
145. ‘46 (76) sedan, $1,655. ‘41 (78) 
sedan, $975. 

PLYMOUTH—'48 SD sedan, $1,875; club 
coupe, $1,810. ‘47 Deluxe sedan, $1,445, 
$1,450, two at $1,460, $1,440. ‘42 SD 
sedan, $800. ‘39 coupe, $425. 


PONTIAC—’'41 (8) sedan, $845 


AUTOMOTIVE NEWS WANT ADS have | 


, quickest, least expensive 
mothod of reaching the men who want 
» what you have or have what you want! 


See the back pages of this issue 


|of the New York State Highway | 


in 43) 


CARBURETORS— 
AND CARBURETORS ONLY 
FOR NEARLY 40 YEARS 


N. Y. Dealers Help Fight 
User Tax Diversion 


| sibility of studying the highway 
|needs of New York and setting 
| forth a detailed and comprehensive 
program for meeting them.” 
Conference Chairman Jerome B. 
| Rusterholtz of Syracuse asserted 
|that “the time has come for defi- 
nite action in behalf of this state’s 
highway system,” and “we must 
fight to restore New York state to 
its rightful place in highway de- 
| velopment.” 
| William Duffy of Cortland, re- 
gional representative of the Na- 
| tional Highway Users Conference, 
told the group that highway user 
taxes in New York state amount- 
| ed to $1,173,034,000 from 1934-1946 
| and that $509,763,000 has been 
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You Can Depend on the Name 


jl 


Wie ye 


diverted to non-highway pur- 
| poses. 


Charles D. Henderson of Albany, 


executive vice-president of New 
| York State Automobile Dealers 
| Assn., urged that “pressure” be 


put on the Albany legislators to 
spend some of the money they now 
have to put our highways in good 
condition.” 

| Other speakers who urged action 
included Frank B. Kurtz of New 
York City, president of the New 
York State Motor Truck Assn., 
Inc.; Edward D. Cray of New York 
City, secretary of the New York 
State Petroleum Industries com- 
| mittee; Walter F. Hofheins, presi- 
dent of the New York State Auto- 
|mobile Assn.; Henry W. Osborne, 
traffic engineer of the Buffalo 
Board of Safety, and George Gre- 
gor, president of the Automobile 
| Club of Buffalo. 





for the finest carburetion 


ECLIPSE-MACHINE DIVISION OF » 
© Standard Equipment Sales: Elmira, N. Y. 


© Service Sales: South Bend, Ind. 


AVIATION CORPORATION 


Auto Maniacs 
Plan Directory 


DETROIT. — Announcement has 
been made here by the Auto Ma- 
niacs of America that the club is 
starting work on a directory which 
is intended to be a “Who’s Who” 
of automobile fans. 

Oliver E. Barthel, president of 
the club, said the proposed direc- 
tory would divide the hobbyists 
into three general groups—collec- 
tors, amateur engineers, and “talk 
auto” people. 

Harold L. Mayer of Stockbridge, 
Mich., executive secretary of the 
club, also revealed that an exten- 
sive membership drive is under 
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| in America’s No, 1 Industry .. . an esti- 
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Ue Clears Up 
Credit Rule on 


Demonstrators 


WASHINGTON. — Official inter- 
pretation and clarification of the 
section of Regulation W covering 
sales of demonstrators to salesmen 
was supplied by the Federal Re- 
serve Board last week in reply to a 
query from NADA, 

The FRB communication was ad- 
dressed to NADA General Counsel 
Robert Deo and makes clear a point 
that has been of considerable con- 
cern to dealers for some weeks. 

The letter to Deo follows, with 
the interpretation specially desired 
italicized by NADA: 

“In your letter of Nov. 3 you ask 
for clarification of the exemption 
under Section 7(b) of Regulation W 
with respect to the circumstances 
under which credit, extended to an 
automobile salesman to finance the 
purchase of a new automobile for 
use principally as a demonstrator, 
would be properly exempt from the 
regulation’s requirements. 

“The Federal Reserve banks have 
been advised as to the following ef- 
fect and we expect this interpreta- 
tion to be published in regular 


course. 

“Questions have been raised con- 
cerning the exemption under Sec- 
tion 7(b) of Regulation W of credit 
extended to an automobile salesman 
to finance the purchase of a new 
automobile for use principally as a 
demonstrator. The questions relate 
to the circumstances under which 
the exemption is applicable. 

“The board’s view is that (a) the 
salesman must be a bona fide sales- 
man of new automobiles of the 
same make and year as the auto- 
mobile purchased as a demonstra- 
tor—the exemption is not applicable 
to salesmen whose sales are con- 
fined to used cars nor to persons 
who are not employed principally 
as salesmen, such as mechanics, 
parts clerks, office workers, etc.; 
(b) the phrase “used by him prin- 
cipally as a demonstrator” is not 
intended to require that the auto- 
mobile be used principally for the 
transportation of his prospective 
purchasers, since the phrase may 
also include the salesman’s use of 
the automobile for other fide 
demonstration practices. 

“From a practical administrative 
standpoint, although not specifically 
required by the regulation, it would 
be desirable in all such cases for 
the registrant, whether the dealer 
or a financing institution, to have 
in his or its records a statement or 
other record of the facts establish- 
ing the exemption of any such 
paper.” 


PATA Will Hear 
Talk on Congress 


PHILADELPHIA. — At its 47th 
annual dinner meeting Tuesday 
(Nov. 30) the Philadelphia Automo- 
bile Trade Assn. will hear a con- 

discuss “The Effect of 
the 8ist Congress on You as a 
Small Businessman.” 

Rep. Hugh Scott will be the 
speaker. The meeting starts at 7 
R. m. in the Warwick hotel. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 







25 STORIES HIGH—Ford Motor's new 226- 
foot high blast furnace, called the William 


Clay Ford, one of the largest iron smelters 
in the world, has been completed at the 
Rouge plant. Daily production capacity of 
between |, and 1,400 tons of iron will 
bo igh pg double Ford's present output 

meals iron. Diameter of the hearth is 
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WAR COMMITTEE HOLDS PEACETIME REUNION—Members of the Automotive Parts 
Advisory Committee for both the War Production Board and the Office of Price Adminis- 


tration met recently in Detroit. Seat 


ed (left to right): Karl Ammerman (Borg-Warner); 


James Coolidge (Thompson Products); Clarence Skinner (Automotive & Aviation Parts Mfrs., 
Inc., and secretary of the committee); Clarence Carlton (Motor Wheel); a Crimmins 


(Ford Motor); Dick Koch (International Harvester); John Anderson (Anderson 


0.). Stand- 


ing (left to right): Fred Bahr (Chrysler service parts); Edgar Hamilton (Automotive Gear 


Works); J. D. Eby (Wagner Electric); M. D 
Norris): Max Miller (General Motors Truck and Coach); George 


Arthur Drefs (McQuay- 


Douglas (General Motors Truck and Coach); 


Souther (Electric Auto-Lite). There were four who were unable to attend. They were Burke 
Patterson (formerly Thompson Products, now a Chrysler Airtemp distributor in Arizona); 


Freeman Allen (White Motor, Cleveland); W. E. 


Moore (Federal Mogul). 


Schirmer (Clark Equipment), and Neil 


Knetzer’s Liabilities Total 


$2,444,570 to 


ST. LOUIS.—Liabilities of $2,444,- 
570, assets of $181,299 and names of 
596 creditors were listed in the 
bankruptcy schedule filed by Robert 
L. Knetzer, indicted auto dealer, in 
the U.S. District court at Spring- 
field, Ill., last week, 

Most of the creditors are owed 
from $1,000 to $2,000, but one St. 
Louis resident is owed $11,300 and 
another $6,300. In the list of un- 


Used-Car Dealers 
Seek Licensing 
Change in Seattle 


SEATTLE.—Four different attor- 
neys are retained by as many seg- 
ments of the car sales business here 
to iron out differences in the city’s 
proposed used-car license ordinance. 

The new-car dealers, the regular 
used-car operators, the brokers and 
the “curbstoners” all have different 
ideas, but likely a fairly satisfac- 
tory result will develop. 

The new-car dealers feel present 
regulations suffice for them. The 
Seattle Used-Car Dealers Assn. is 
sponsoring the proposal and its 
membership is quite in accord in 
wanting the following: an annual 
fee of $50, although $250 was at 
first proposed; a $3,000 performance 
bond; a 10-car lot or building as 
minimum, as well as a fixed office 
on the premises; in advertising, one 
proviso would be that a dealer must 
have the car advertised for sale on 
his premises to show prospective 
buyers. 

Phil Cook of Phil Cook & Son, 
used-car firm, is chairman of the 
association legislation committee. 

Officers of the used-car associa- 
tion are John Farrell, Ballard deal- 
er, president, and Jack Simms, of 
Automobile Exchange, secretary- 
treasurer. 


Ind. Dealer Tests 


Repurchase Pact 


FORT WAYNE, Ind.—A suit 
charging violation of a repurchase 
agreement and seeking $622.90 dam- 
ages has been filed in Superior 
court here by Davis Auto Co, (Pon- 
tiac) against Joe H. Zimmerman. 

The $622.90 sought in the suit 
represents one-fourth the purchase 
price of a new car which the com- 
pany sold Zimmerman and which, 
the suit alleges, appeared on a used- 
car lot three days after being de- 
livered. 

Haywood W. Davis, of Davis 
Auto, who is also president of the 
Automobile Dealers Assn. of In- 
diana, said that if the suit is suc- 
cessful, he will turn over the money 
collected to the Community chest. 








Fort Wayne Area Assn. 


Headed by McColl 


FORT WAYNE, Ind. — The 
Fourth District Automobile Dealers 
Assn. of Indiana has elected A. C. 
McColl, Fort Wayne, president of 
Aero Motors, president; Roy Gage, 
LaGrange county, vice-president; 
O. W. P. Macklin, Adams county, 
secretary, and Niles Shrader, Whit- 
ley county, treasurer. 


596 Creditors 


secured creditors is the name of 
Arthur F, Kramer, Jerseyville (Ill.) 
associate of Knetzer, and this total 
is $1,658,509. The next largest cred- 
itor listed is C. C. Moss, Paris, IIl., 
with claims totaling $174,000. 

The names of 1,151 persons to 
whom Knetzer made refunds dur- 
ing the past year also are listed. 
Refunds averaged about $1,500. 
For Knetzer Motor Sales Co., for- 
mer Oldsmobile dealership in Ed- 
wardsville, IIL, Knetzer listed lia- 
bilities of $14,996 and assets of 
$23,587. 

Knetzer also reported he owed 
about $20,000 in Illinois sales tax 
and $2,410 in rent. His secured 
claims were listed at $15,000. 

Mentioned at the end of the 
schedule are the three $500,000 notes 
to Kramer that were issued Sept. 1. 

“The bankrupt had credit against 
said notes on account of delivery of 
243 automobiles at $1,537 each,” 
Knetzer’s statement said. 

Deductions of the indicated $373,- 
491 from the $1,500,000 would leave 
a balance of $1,126,509 owed Kramer 
on the notes. In addition, other 
debts to Kramer totaled $532,000. 

Knetzer listed real estate valued 
at $8,500 in his assets. It did not 
list Knetzer’s $50,000 home in Ed- 
wardsville, a $5,000 vacant lot there, 
or a $45,000 home in Oak Ridge, a 
Chicago suburb, where Dorothy 
Kelch, who posed as Knetzer’s wife, 
has been living. 

These, it was explained, were 
excluded pending approval of a 

romise agreement which 
we add $72,500 to the amount 
of Knetzer’s assets made avail- 
able for the creditors, 

Many of the 300 creditors who 
have filed claims against Kramer 
attended a meeting at Jerseyville, 
and during a recess one attempted 
to strike him. However, an attor- 
ney intervened before any damage 
was done. 

Kramer acknowledged assets of 
$2,632,402, which include notes for 
$1,500,000 owed him by Knetzer; an 
unsecured loan of $1,000,000 owed 
by Knetzer, real estate valued at 
$65,000; furniture worth $400; a 
Cadillac valued at $2,000, and cash 
in the bank totaling $2,400. 

Kramer said he owed creditors a 
total of $2,387,065 in deposits for 
automobiles he could not deliver. 

Because Kramer said he did not 
see Knetzer sign the $1,500,000 notes, 
the bankruptcy referee said he 
would have the handwriting exam- 
ined to determine whether they 
were actually signed by Knetzer. 





Washington Dealers 


Delay Parley Date 


TACOMA, Wash.— Date of the 
scheduled 1948 convention of the 
Washington State Auto Dealers 
Assn. has been shifted from Decem- 
ber to next March, it was announced 
here. 

The twin southwest Washington 
cities of Centralia and Chehalis will 
continue as convention site. Reason 
given for the shift was nearness of 
the NADA convention in January 
in San Francisco. 


AUTOMOTIVE NEWS offers a weekly 
audience of an estimated more than 100,000 
cover-to-cover readers! Want to buy or 
sell something? Try AUTOMOTIVE NEWS 
WANT ADS! 


Cost of Living Declines... 


UAW Wage Case Hit 
As GM Rates Hold 


(Continued from Page 1) 


justment, if any increase or de- 


crease is necessary, will be made | 


in March based on the BLS con- 
sumer price index for Jan. 15. 
* * i 

EUTHER, never one to shirk a 

fight, served notice in his Port- 
land address that President Tru- 
man’s election has inspired labor to 
re-intensify its battle for a greater 
voice in national and corporate 
affairs. 

Calling for a “better balance” be- 
tween wages, prices and profits, the 
UAW chief declared that collective 
bargaining should be conducted 
with company “books” open to the 
union and the public. 

He reviewed the 113-day strike 
against GM in 1945-46 and casti- 
gated the corporation’s refusal to 
bare production-cost and other 
data before union negotiators. The 
“open-the-books” demand was not 
made an issue in the second and 
third-round postwar wage cam- 
paigns. 

“What we're trying to do,” Reu- 
ther said, “is raise collective bar- 
gaining above the level of competi- 
tion between two economic pressure 
groups propagandizing the public. 

“What we've got to do is ask: 
What are the facts? That isn’t the 
way it’s done, though. Everybody 
wears an economic blindfold. 

“We've got to talk wages in rela- 
tion to prices and profits. We’re 
going to keep making that fight.” 

* * +. 

15-CENT DEMAND by the 

UAW would be lower than the 
original demands that opened the 
first three postwar pay rounds. In 
all cases auto makers followed up 
wage settlements with price in- 
creases. 

In the first round, marked by the 
GM strike, the union asked for 30 
percent—or nearly 40 cents at pay 
levels existing after V-J day. Set- 
tlements in the spring of 1946 were 
18% cents at GM, Chrysler and most 
independents, and 18 cents at Ford. 

The union accepted 15 cents as 
the settlement pattern in the second 
round, which it had opened by ask- 
ing 23% cents. Several of the 15- 
cent agreements were on a flat 
hourly basis, but most included an 
11%-cent hourly raise, plus an esti- 
mated 3% cents extra an hour for 
six paid annual holidays. 

This years third round was 
launched with a demand for 25 
cents, but the UAW won only 13 
cents from Chrysler after a three- 
week strike. Ford and the inde- 
pendents followed suit with 13- 
cent raises, 

The initial raise under the new 
GM cost-of-living agreement, how- 
ever, was only 11 cents—a figure 
which embraced the first three-cent 
“standard-of-living” increase. On 
Sept. 1 three cents was added to 
GM pay scales in the first quarterly 
adjustment of the cost-of-living 
plan. 

* + * 


HE AFL concluded its annual 
convention at Cincinnati by call- 
ing for restoration of the Wagner 
act and demanding outright repeal 


of the Taft-Hartley law. William 











Green was elected to his 25th term 
as AF'L president. 
+ 


* * 
Tacoma Dealer Salesmen 


Win Flat-Salary Pact 

TACOMA, Wash.— Members of 
the Tacoma Automobile Dealers 
Assn. and the AFL Salesmen’s 
union recently concluded a new 
agreement which will run_ until 
Dec. 31, 1950. 

Features include provision for a 
$250 monthly salary plus a 4 per- 
cent commission on volume over 
$4,500. This is the first time a flat 
salary provision has been included 
in the dealer-union agreement. 

No Sunday work and no con- 
signments are allowed. Dealers will 
furnish demonstrators, with the 
salesmen paying for gas and in- 
surance. 

Negotiations between the Lewis 
County Auto Dealers Assn. and 
the Twin City auto mechanics 
(Centralia-Chehalis, Wash.) | still 
were deadlocked over three months 
after a work stoppage began. 

* * + 


Deer Hunting No Snag 


To Production at Reo 

LANSING, Mich.—Eleven and a 
half percent of Reo Motors’ factory 
employes can’t be found in Lansing 
this week. 

Gerald W. Byrne, director of per- 
sonnel, arranged with Reo nimrods 
last spring to take their vacations 
during Michigan’s deer - hunting 
season, if they so desired. Other- 
wise, a plan was worked out to 
grant leaves of absence during the 
season. 


Montana Dealers 
Convene Dec. 3-4; 


Kneebone to Talk 


HELENA, Mont. — Robert Knee- 
bone, NADA managing director; 
John W. Stokes, tax expert, and 
Louis Milan, Wisconsin Automotive 
Trade Assn. manager, will be the 
principal speakers at the annual 
convention of the Montana Auto- 
mobile Dealers Assn. 

The meeting will be held Dec, 3-4 
in the Florence hotel at Missoula, 
according to John J. Jewell, asso- 
ciation secretary-treasurer. 


Auto-Lite Slates 


Output in Africa 


TOLEDO.—Arrangements for the 
production of Auto-Lite batteries in 
the Union of South Africa have 
been completed by the export divi- 
sion of Electric Auto-Lite Co., and 
will begin early next year, R. C. 
Thompson, export manager, report- 
ed last week. 

Production, to be in the Johan- 
nesburg plant of Power Electric, a 
subsidiary of Steel Power Products, 
Ltd., will be at the rate of 6,500 
batteries a month and will help 
supply the African market, Thomp- 
son _ said, 
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FUN AT THE END OF THE CAMPAIGN—More than 400 persons, including Chevrolet 
dealers, officials and employes of the St. Louis Metropolitan Chevrolet dealers, attende 
an "S.A." victory banquet which climaxed a nationwide ‘'Satisfaction All-Ways" campaign. 
During September and October many added features and special services were offered the 
motoring public. Posters were displayed in showrooms and service departments, and book- 
lets were available explaining the theme of the campaign—which was courtesy, considera- 


tion, satisfaction and efficiency on the part of the dealers’ employes toward the 


customers. 


Speakers were George Bilgere, president of the Chevrolet Dealers Assn. of St. Louis, and 
| T. C. Naquin, Chevrolet-St. Louis city manager. 
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Sales Policies Revamped .. . 





Half of Hudson Cars 


Due Minus Extras 


(Continued from Page 1) 


dorsement of its dealer body, has 
further broadened its sales pol- 
icies, 

Under these broadened sales pol- 
icies dealers are to order 50 per- 
cent of all Hudson Super Six and 
Super Eight models with no extras 
to be installed either at the fac- 
tory or by dealers, and so offer 
the cars to the public. 

The only exceptions to this are 
bumper guards and weather con- 
trols (heaters), which are in uni- 
versal demand; and oil bath air 
cleaners, which may be ordered by 
dealers only in those territories 
where extreme dust conditions 
make this item a necessity. 


The reason this program applies 
to only 50 percent is to take care 
of the many people who desire a 
wider assortment of extra equip- 
ment. 

- + * 
6 ap policy applies to cars or- 
dered from now on, for ship- 


Du Pont Probe 
Hears Former 


GM Official 


CHICAGO.—A former divisional 
purchasing agent of General Mo- 
tors, G. H. Domedion, now retired 
and living in Snyder, N. Y., ap- 
peared last week before a special 
grand jury here in the federal anti- 
trust investigation of E. I, du Pont 
de Nemours and Co. and its rela- 
tionship with 63 other companies. 

Domedion testified Monday, after 
which a spokesman for the Depart- 
ment of Justice said the jury would 
not reconvene for an_ indefinite 
period. 


Hoffman to Speak 
At NAM Session 


NEW YORK.—Paul G. Hoffman, 
chief of the Economic Cooperation 
Administration, will be principal 
speaker at a luncheon Wednesday 
(Dec, 1) during the 53rd annual 
meeting of NAM’s Congress of 
American Industry at the Waldorf- 
Astoria hotel. 


Other speakers will include Sec- 
retary of Commerce Charles Saw- 
yer and Morris Sayre, president of 
the National Assn. of Manufac- 
turers. 

Discussions during the Dec, 1-3 
meeting will center about inflation 
and the tax problems, the foreign 
aid program, labor relations, na- 
tional security and international re- 
lations, it was announced. 





Miami Beach Car Leasers 


Fight $575 Tag Fees 

AMI, Fla.—Miami Beach auto 
1eatal dealers have voted to con- 
tinue their campaign against high 
license fees, which are $575 as com- 
pared with $50 imposed by the city 
of Miami. 

The Car Rental Assn. heard their 
plea, which was backed by Walter 
Jacobs, president of a national 
U-Drive-It company. 





“Why, no, I never refuse anyone 
my tools. Go take whatever you 
need,” 





ment to dealers starting about Jan. 
1 and thereafter. It means that 
every body type in the Hudson 
Super line-—jincluding business 
coupes, club coupes, two-door se- 
dans, four-door sedans and con- 
vertible broughams—will be avail- 
able to the public without extra 
equipment. 

Furthermore, this policy calls for 
all dealers displaying these cars 
with no extras of any kind; that 
they advertise the cars with no 
extras; and that they offer the cars 
to the public with no extras. Also, 
that these “standard” cars and all 
other new Hudsons will be sold: 

1. With or without a trade-in, 
and if there is a trade-in, allow- 
ance will be made at a fair mar- 
ket price. 

2. At  not-to-exceed 
factory delivered prices. 
3. For cash or time payments. 
4. With no special considerations 

whatsoever. 


suggested 


* * * 


To program applies to all non- 
equipment extras such as un- 


| dercoating and polishing jobs. Our 


instructions are that absolutely 
nothing is to be added to these 
automobiles, and that no acces- 
sories or extras are to be made a 
consideration to any transaction. 


Naturally, a good many custom- 
ers will want dealers to install 
extra equipment. This is only to 
be done on the customer’s explicit 
order. 


We feel that this policy will ade- 
quately provide for those new-car 
buyers who want automobiles with 
little or no extra equipment. For 
the many customers who like the 
added comfort and convenience ac- 
cessories afford, the company will 
continue to fill dealers’ orders on 
other models more liberally equip- 
ped, as it has done for many years, 
and will permit additional installa- 
tions in the field on specific cus- 
tomer order. 


Starting next week we are sup- 
plying all dealers with postcards 
for direct mail; samples of news- 
paper and radio advertising; and 
suggestions for painting their 
windows. All this material will 
call the public’s attention to the 
program outlined above and in 
addition, will quote the delivered 
price, for example, of a Hudson 
four-door sedan in the dealer’s 
city. 

This policy, as outlined above, 
is in line with the present thinking 
of by far the majority of our deal- 
ers and also is in keeping with 
their expressed desire during the 
entire postwar period to treat the 
public in a fair and equitable man- 
ner and build customer goodwill. 

Commenting on this particular 
policy, Congressman Macy stated: 

“The committee sincerely appre- 
ciates this prompt action on the 
part of the Hudson Motor Car Co. 
designed to eliminate questionable 
trade practices such as have been 
uncovered by this committee in its 
investigation of the sales and dis- 
tribution of automobiles by dealers. 

“I feel that the strict enforce- 
ment of such a policy will do much 

to reduce the cost of automobiles 
and to restore and maintain public 
confidence in the industry. 

“I think it advisable for other 
manufacturers to review their 
sales policies and to make any 
changes necessary to insure fair 
trade practices in the retail sale 
of automobiles.” 


New-Car Sales 
Down in B.C. 


VANCOUVER, B. C.—New-car 
registrations in British Columbia 
during the period March-September 
this year showed a slight decline, 


but new truck registrations gained | 


during the same period, it was re- 
ported here. 

During the seven-month period, 
12,392 new cars and new trucks 
were registered. This compares 
with 13,010 for the same period last 
year. Of the total this year, 7,683 
were cars, it was reported. 
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BIG LOAD FOR A GOOD CAUSE—Williams Auto Co. (Chevrolet), Woodward, Okla., 
has collected more than 500,000 pounds of scrap in the nationwide drive of General Motors 
dealers to send badly needed scrap metal to the steel mills. Left to right: John Razier, of 


Razier Metal Co.; E. 
and Harold Baker of Williams Auto. 


P. Williams, president of Williams Auto; F. E. Moss of Chevrolet, 


Tucker Faces Trial Dec. 17 
In Receivership Suit 


By Mel Adams 
Staff Correspondent 
Othe 4 ruling of Judge 

4 Michael L. Igoe, the Tucker 
Corp. must stand trial Dec. 17 in 
Federal District court here in a 
case wherein two stockholders and 
two Tucker dealers, all residents 
of New York City, seek appoint- 
ment of a receivership for the 
company on grounds of misman- 
agement and misapplication of 
funds. 

The court denied a petition of 
the company to dismiss the suit 
and another petition of the com- 
plainants that he immediately ap- 
point a receiver. 

He also allowed a petition of 
three Tucker dealer groups per- 
mitting them to intervene in the 
case. The dealer groups oppose 
appointment of a receiver. 

On behalf of the Tucker Corp., 
Thomas Thomas, legal counsel, 
said the firm has total capital and 
surplus of $12,000,000 as against 
liabilities of $4,000,000. A Tucker 
spokesman forecast that the court 


trial will be “extensive, compli- 
cated and long.” 
* x * 


NOTHER aftermath of the de- 

cision by Judge Igoe was spec- 
ulation as to possible completion 
of refinancing and its effect upon 
the case. 

President Preston Tucker, in 
Washington, said Wednesday 
that he had ordered the Chicago 
plant closed until today (Nov. 29), 
when he expects $1,000,000 in new 
financing to be available. 

Luis Kutner, attorney for the 
plaintiffs, read in court a letter of 
resignation from Herbert Morley, 
vice-president of Tucker in charge 
of procurement. Judge Igoe com- 
mented that the letter “almost sup- 
ports the entire complaint.” 

* * *” 
\ UTNER in his plea added that 
the Tucker Corp. “is insolvent 
to the tune of almost a million dol- 
lars.” The three dealer groups 
granted intervention are the Tuck- 
er Distributors and Dealers com- 
mittee, an independent organiza- 
tion; Tucker Distributors Assn., 
which is company sponsored, and 
Chicago Dealers Assn. 

Last week opened with the fil- 
ing of another bankruptcy suit 
by three Tucker creditors. This 
case was also assigned to Judge 


Igoe. 
The firms and the amount each 
claim as due include Cadillac 


Gage Co., Detroit engineering con- 
tractor, $2,052 for machine parts; 
Uarco, Inc., Chicago manufacturer 
of business forms, $447, and Camp- 
bell & Westerlin, Chicago manu- 


facturer, $569 for Freon gas used| 
in air conditioning and refrigera-| 


tion equipment. 
Discrimination 


Motoramp Expands 
Lammerts Motoramp Corp., own- 
ers of the Motoramp garage, Ni- 
agara Falls, N. Y., has applied for 
a building permit to construct a 
$20,000 4%-story addition to the 


garage. 


in payment of | 
bills was alleged by attorneys for 





the three firms, who stated that 
the Tucker Corp. had taken care 
of bills from Gary Steel Co. and 
other creditors in the past few 
months while ignoring invoices 
from these three plaintiffs and 
others amounting to “many thou- 
sands of dollars.” The attorneys 
said that liabilities exceed assets 
by more than $1,000,000. 


Elder 


(Continued from Page 2) 


Swingle Motor Co., Zanesville, O. 

(1922); Wilson S. Renaker, Kyva 
Motor Co., Inc., Whitesburg, Ky. 
(1922). 

C. Y. Blakeman, Pinnacle Motors, 
Inc., Middlesboro, Ky. (1924); Wil- 
liam A. Otto, Otto & Son, Mauston, 
Wis. (1916); Harry L. Meyer, Meyer 
Bros. Auto Co., Belleville, Ill. 
(1922); Harry T. Jones, Owl Ga- 
rage, Greenview, Ill. (1923). 

Charles T. Hill, Hill Pontiac Co., 
Arkansas City, Kans. (1922); John 
Gallagher, John Gallagher, Inc., 
Mason City, Ia. (1924); W. Theo 
Proctor, Proctor & Proctor, Inc., 
Tallahassee, Fla. (1924); J. W. 
Julian, Julian Auto Co., Pine Bluff, 
Ark. (1924). 

Wentworth W. Meek, Abbott Au- 
tomobile Co., New London, Conn. 
(1922); B. E. Gridley, Gridley Mo- 
tor Co., Wichita, Kans. (1924). 


Breadmore Motor Puts 


Fire Damage at $25,000 


BELOIT, Kans. — Damages esti- 
mated at $25,000 were caused here 
Nov. 9 by a fire which broke out in 
Breadmore Motor Co., local Chrys- 
ler firm. Thirteen cars belonging to 
patrons and the firm were damaged, 
one new car being a total loss. 

Firemen speculated that the blaze 
originated in a basement furnace 
room. It then apparently spread 
rapidly to the paint department and 
auto storage facilities. Discovered 
shortly after midnight, the fire was 
brought under control less than two 
hours later. 
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Limited Introductory Offer 


DEA 


LER 


LICENSE PLATE CLIPS 


GL ae ie 


40e¢ EACH 


EACH IN LOTS 
37 %e OF 12 OR MORE 


JOBBERS: Infor- 
mation on Request. 
722 Anderson Ave. 


Orders Shipped Prepaid ©.0.D. in Lots of 12 or More 


Bell Auto Supply 


- + - Oliffside Park, N. J. 
Phone—Cliifiside 6-3334 


e CADMIUM RUST-PROOF SPRINGS 
e HEAVY DUTY BRONZE ENDS 
e DOUBLE LOOP ENDS 


GUARANTEED 
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Used-Car Notes... 





Classified Ad Code 
Studied in Milwaukee 


MILWAUKEE. — The Milwaukee | ments, criticisms or suggestions to 
County Automobile Dealers Assn. | the association secretary. 


has submitted to its membership | 
copies of the used-car advertising 
code drafted by the Better Business 
Bureau of Milwaukee, according to 
Robert M. Blanding, executive sec- 


retary of the association. 


The present standards, re-estab- 
lished by the bureau last spring, 
carry certain provisions which have 
been in controversy, Blanding 


pointed out. 


Directors of the association were 
asked by the bureau and the Mil- 
waukee area newspapers to adopt a 
revised set of standards which would 
be more timely and which would 
alter some of the provisions in the 


present 18-point program. 

The directors then asked for the 
appointment of a committee to 
meet and form a set of current 
standards to guide future asso- 
ciation activity. Such a set of 
standards is essential to good 
public relations, the committee 
said. 


Dealers were asked to review the 
Standards as now administered by 
the bureau and to send their com- 


isor 


Colorful di 


New 


WS*O-SHADIF 
display rack 


VIS-O-SHADE continues to set 
the pace in visor sales—with 
the new, all-metal VIS-O-SHADE 
‘‘merchandiser”’. 

It's your key to the vast after 
market—driver after driver who 
NEED visors, WANT them—and 
will BUY when they're displayed. 

It's yours—FREE with order 
for 12 visors. Write, wire today. 
Orders placed through distribu- 
tors. Fair-Traded. 


splay card 


VIS-O-SHADE CORP. 





2439 SOUTH MICHIGAN AVE., CHICAGO 16, ILLINOIS 











The bureau’s 18-point program is 
as follows: 

1. All statements and claims shall 
be accurate and truthful in every 
detail. 

2. Advertised cars must be avail- 
able for sale and willingly sold at 
the price and on the terms quoted. 

3. Price or payment figures ap- 
pearing in used-car copy shall be 
accurate, clear and free from de- 
ception. 

4. Advertising offering “will you 
take” or similarly described allow- 
ances, shall not be used and unless 
the new car on which the offer ap- 
plies is fully described as to year, 
model and accessories. 


5. The quoting of a bottom or 
“as low as” price on a group of 
cars shall not be used. The maxi- 
mum as well as the minimum 
price should be quoted, and all 
cars in the group should be avail- 
able within the stated price range. 

6. Price advertising which states, 
“pay only $........ per month,” should 
state the number of months re- 
quired to complete payment in full. 


7. Copy using such words as 
“save” or “downpayment” in con- 
nection with a quoted amount, shall 
also quote the actual selling price 
of the advertised car. 

8. No prices of any kind shall be 
quoted under the “Automobiles 
Wanted” classification. 

9. Claims such as “we pay more,” 
“will pay highest prices,” “pay above 
the limit,” etc., shall not be used in 
automobile advertising. 

10. No advertisement shall direct- 
ly or indirectly reflect upon the hon- 
esty, integrity or trustworthiness of 
any other advertiser or automobile 
dealer. 

11. Offers _of “free” 


Buses Warmed 
Overnight by 
New-Type Unit 


ST. PAUL.—Seventy of a fleet of 
353 buses operated by the Twin 
Cities Lines have been equipped 
with an engine heating unit to keep 
the interior and engine of the buses 
from freezing during a _night’s 
“rest.” The unit, mounted on each 
bus, has no name and costs about 
$750, but saves about $4,000 per bus 
in garage building. 

The newly developed units, based 
on Twin City Lines specifications 
following experimental use the past 
two winters, consist of a small flash 
boiler heated by a gasoline flame 
supplied from the bus’ tanks; a fuel 
pump and a circulating pump in the 
bus itself, controlled from a panel 
mounted in the engine compart- 
ment. 

The unit draws its current from 
the bus’s 12-volt battery. When a 
switch is thrown, the burner goes 
on, water is heated with gasoline 
forced into the burner by the fuel 
pump, and hot water is circulated 
by the circulating pump to keep the 
bus and engine warm. 

While the heaters are drawing 
current from the bus battery, the 
battery is recharged by a cable 
strung from a box at each outside 
parking stall. To supply this cable, 


merchandise 


a motor generator unit transforms | 
220-volt alternating current into 12- 


volt direct current. 

The unit is actually an adaptation 
of the type used to heat airplanes 
in Alaska and used to keep boat en- 
gines warm and operable. Most of 
the buses have garage space avail- 
able but at least 70 must park out- 
side during the winter months. 
When the bus is in operation its 
conventional heating ape is used. 





Kent Motors Enlarges 


Building at Kent, Wash. 

Kent Motors (Buick-Chevrolet), 
Kent, Wash., celebrated extensive 
additions to its plant with a big 
open house. 

Cc. L. Knudtsen is owner of the 
firm. The enlarged operation now 
covers a square block. 











or service shall not be advertised. 

12. If a car is advertised as 
“guaranteed,” “warranted,” etc., the 
purchaser shall be provided with a 
written document stating the terms 
of the guarantee. 

138. Demonstrators, officials’ 
cars, etc., may be so advertised 
only by an authorized dealer in 
the make of car offered and then 
only when the cars have been 
used as such, 

14. Automobiles which are not in 
running condition, used as taxicabs 
or squad cars, shall be so described 
in advertising. 

15. Statements such as “wanted 
for western buyer,” “out of town 
buyer wants,” etc., shall not be used. 

16. Local dealers advertising that 
cars are being bought or sold for 
their out-of-town stores, shall pro- 
vide proof of such statements. 

17. Advertising to buy or sell au- 
tomobiles by dealers or agents for 
dealers, from residence address, 
shall make clear that they are not 
private parties. 

18. Dealers maintaining more 
than one location should clearly in- 
dicate in their advertising the ad- 
dress at which each car or group of 
cars is on display. 

* > > 


Gift Watch Booms Sales 


For Pittsburgh Operator 


PITTSBURGH.—tThe offer of an 
“attractive, guaranteed men’s or 
women’s 17-jewel wrist watch for 
one week only with every pur- 
chase of a used car” is proving a 
real business stimulator during 
these slow times, reports Henry 
Baer, owner of South Hills Auto 
Sales, 2536 W. Liberty Ave., here. 

The outright gift of the watch is 
doing more for the firm’s used-car 
business than the firm gains by 
reducing the price of a used car 
twice the amount of the gift, Baer 
said. 

* 


Barrar Named Chairman 


Of °49 NUCDA Parley 
DETROIT.—Marty Barrar of De- 
troit has been named chairman of 
next year’s convention of the Na- 
tional Used Car Dealers Assn., 


scheduled Oct. 16-19, 1949, at the | 


Hotel Book-Cadillac, Detroit. 


Cincinnati Dealers 


Hear Buick Plans 


CINCINNATI. — More than 200 
Cincinnati zone Buick dealers hon- 
ored Harlow H. Curtice and Wil- 
liam F. Hufstader, former Buick 
general manager and sales man- 
ager, at a luncheon Nov. 12 during 
which dealers were given a pre- 
view of the 1949 Buick. The lunch- 
eon meeting was attended by deal- 


|ers from southern Ohio, Indiana, 


Kentucky, Virginia and West Vir- 
ginia. 

Curtice and Ivan L. Wiles, his 
successor as Buick’s general man- 


ager, outlined the firm’s produc- 
tion, sales and distribution plans 
and then introduced Buick’s 1949 


models, which will be shown pub- 
licly Nov. 26. 

Other speakers included Huf- 
stader, Otis L. Waller, Buick gen- 
eral sales manager; H. K. Poffen- 
berger, central area regional man- 
ager, and Robert Kelly, Cincinnati 
zone manager. 


Temporary OK 


Ban on British Cars 


Lifted in Mass. 


BOSTON. — Foreign-made auto- 
mobiles are to be accorded “diplo- 
matic immunity” under a new di- 
rective handed down by State Reg- 


|istrar of Motor Vehicles Rudolph 


F. King. 

King—who originally had refused 
to pass British Austins and Hill- 
man-Minxes because their head- 
lights and taillights did not come 
up to the American standard—has 
now countermanded that order and 
told official inspection stations— 
charged with the job of examining 
and approving vehicles for opera- 
tion on tHe highway—to issue tem- 


|porary stickers to these cars. 


The foreign makers, according to 


|King, have agreed to replace the 


lights on the cars with adequate 
substitutes as soon as possible. 
Minimum standard for Massa- 
chusetts is a seven-inch sealed 
beam, while the foreign cars cur- 


| rently have a six-inch headlight. 
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| capacity he handled the production 
| scheduling of the engines for the 
|company’s war program until 1945, 
|when he was appointed chief in- 









A GEORGIA PEACH—Jimmie Haynes is the owner of this Chrysler dealership in Gaines. 


ville, Ga. Haynes is also active in civic affairs. 


$1,777, 000, 000 Plan Urged 
For Iowa Highways 


| proposed expenditures of $482,000,- 


DES MOINES.—An Iowa legisla- 
tive highway study committee has 
recommended that the state em- 
bark on a 20-year $1,777,000,000 pro- 
gram of highway construction and 
improvement. 

The committee’s 350-page report 
containing its conclusions after 
an 18 months study of Iowa high- 
ways has been filed for transmis- 
sion to the 1949 legislature con- 
vening Jan. 10. Gov.-elect William 
S. Beardsley, who takes office Jan. 
2, was one of the 17 committee 
members. 

The committee said its program 
would provide: 

“Dustless surface highways on the 
entire 2,200 miles of the state’s pri- 
mary (major roads) system and ac- 
cess to a surfaced secondary (coun- 
ty and local) road for every reason- 
ably located Iowa rural home.” 

The program was divided 


2 Plant Chiefs 
Named by Mack; 
Moran Shifted 


NEW YORK.—Promotion of T. J. 
Zeller to factory manager of its 
Allentown, Pa., plant, succeeding 
C. J. Moran, and advancement of 
A. C. Schliewen to manager of its 
Plainfield, N. J., plant, succeeding 
Zeller, has been announced here by 
Mack Trucks, Inc. 

In replacing Moran, who has been 
transferred to Mack’s western sales 
headquarters in Los Angeles, Zeller 
assumes direction of the company’s 
largest plant, in which all Mack 
trucks and buses are assembled, 
such components as cabs and front 
ends, frames and axles are manu- 
factured, and fire apparatus chassis 
are produced. 

Zeller, a veteran of 25 years’ ex- 
perience with Mack, joined the 
company as a tool designer and be- 
came successively assistant testing 
engineer, chief bus engineer, pro- 
duction engineer, Plainfield plant | 
superintendent and, in 1943, Plain- 
field factory manager. 

Schliewen’s promotion to factory 
manager of Mack’s Plainfield plant 
places him in charge of the produc- 
tion of all the company’s gasoline 
and Diesel engines. 

Holder of a 15-year service record 
with Mack, Schliewen joined the or- 
ganization in 1933 as a tester in the 
Plainfield laboratory. Early in 1942 
he was made assistant superintend- 
ent of the Plainfield plant, in which 


into 





spector for the Plainfield plant. 


a Contract 


Upheld in Va. 


PEARISBURG, Va. — A Circuit 





| way patrol from its present 160 to 





court jury here upheld a resale 
contract between Narrows Motor 
Co. and Daniel Dowdy and awarded 
the dealership $300 damages. 

It was shown in evidence that 
Dowdy had signed an agreement 
with Narrows Motors in which he | 
agreed to give the company first | 
chance at repurchasing his car if 
he decided to sell within six} 
months. A $300 damage clause | 
came into effect when Dowdy sold | 
within the six-month period to a 
private party. 


AUTOMOTIVE NEWS, the Newspaper of | 
the Industry, read by everyone who counts 
in America’s No, 1 Industry ... an esti- 
mate of more than 100,000 readers weekly! 
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000 for the primary road system; 
$463,000,000 for the secondary sys- 
tem, and $832,000,000 for right-of- 
way, engineering, administration, 
and $9,000,000 extra for local city 
streets 

The committee said that the 

state would need $88,350,000 a year 

for the 20-year period, or $14,211,- 

000 more per year in road reve- 

nues than it now receives. 

The committee proposed several 
methods of raising this extra reve- 
nue, most of which consisted of 
transferring certain present road 
use tax funds from the state gen- 
eral fund into which they now go to 
a new all-inclusive state road fund. 

The report did not recommend 
any increase in Iowa’s present four- 
cents-a-gallon gasoline tax nor in 
its present motor vehicle license 
fees, except a suggestion that pres- 
ent state policy of reducing the li- 
cense fee beginning with the fourth 
registration of the vehicle be de- 
ferred until the sixth registration. 

In a special safety section the re- 
port proposed: 

1. An increase in the state high- 


275 members. 


2. A state-wide annual inspection 
of all motor vehicles at highway in- 
spection lanes operated by the high- 
way patrol in each of the state’s 99 
counties. 

3. A night-time maximum speed 
limit of 50 miles per hour. 


4. Additional authority for the 
state highway commission to set re- 
stricted speed zones in rural areas. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Nov. 27, Week Nov. 20, Nov., Nov. 29, Nov. 27, 
1948 1947 1948* 1948 1947* 1948* 
CHRYSLER .......... 10,574 15,252 19,049 69,321 723,074 
oes sarescves 2,316 1,979 2,408 9,586 97,753 105,476 
aE RS Se 1,769 1,532 1,182 6,585 71,497 178,222 
de Cos 604veneey 4,551 4,218 5,806 22,086 205,121 205,667 
Plymouth ........... 1,938 7,523 9,658 31,114 310,152 333,709 
ES vivin'y bu nN 00 dna 7410 21,208 176,557 680,016 649,454 
Ge cess ee ccreee us 9,788 5,729 16,403 58,534 642,380 473,568 
BEN Bc vesicvesdve 956 425 1,401 5,230 26,486 36,762 
BUOY ocicsicceses 2,228 1,256 3,399 12,793 111,150 139,124 
GENERAL MOTORS... 25,455 27,465 30,332 112,790 1,298,249 1,431,329 
BE SUSU CS es occces 4,022 4,885 4,354 14,684 246,865 
pihadees obs 1,045 1,444 1,166 2,462 58,054 657,286 
Chevrolet ........... 13,5449 18,608 17,061 64,102 624,102 
Oldsmobile .......... 2,812 3,462 2,977 12,189 174,515 180, 
UD cc bcctccccs.cs 4,027 4,066 4,774 19,408 199,713 230,107 
KAISER-FRAZER 2,534 4,140 3,487 14,365 127,587 170,529 
BEE 6.505060 008000 1,160 1,750 1,336 5,766 64,722 
EE ecb s seen teense 1,374 2,390 2,101 8,599 62,815 113,724 
CROSLEY ............ 151 233 225 628 17,585 27,129 
SEIG ‘Seivicccecscus 3,604 1,078 4,545 16,365 92,608 122,951 
PUM BUSS ss cccccecs 1,606 1,857 2,085 7,577 +102,758 104,406 
PACKARD ............ 2,012 1,056 2,678 9,964 47,104 85,395 
STUDEBAKER ....... 2,684 1,876 3,434 12,681 110,873 150,759 
WOMEN vcs teccceses 808 515 986 3,950 29.960 
Total Cars, U.S. . 62,400 87,974 $24,698 3,191,208 3,491,806 


" 60,882 
7Station wagons and Jeepsters. *Revised. 


COMMERCIAL CARS 
(U.& PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
Ended Same Ended _ Total to to 
Nov. 27, Week Nov. 20, Nov., Nov. 29, Nov. 27, 
1948 1947 1948* 1948 1947 1948* 
CHEVROLET ......... 6,741 8,641 7,810 29,742 297,187 358,741 
CROSLEY ............ 20 51 17 72 2,912 2.547 
DIAMOND T......... 158 221 209 166 614,346 12,095 
CE Sabess leew ens es 71 34 95 206 5,535 6,179 
Sa 2,814 2,634 3,536 13,204 151,854 
FEDERAL ........... 208 23 126 9,402 3,758 
SE Giiwiseuesce mine 2,741 22 4,595 16,745 240,400 280,533 
are ce vee neey 6<e% 1,611 1,592 2,155 7,408 cons 85,443 
INTERNATIONAL.... 2,487 2,765 3,208 11,695 188,580 150,315 
EE. 546.4066606600s¢'0 113 317 120 432 19,067 11,328 
ED: xis awteide'o%anee os 141 330 103 689 19,860 10,695 
STUDEBAKER ....... 1,240 960 1,686 5,958 61,422 60,711 
ee 160 273 272 986 617,713 11,352 
PE .echeanes se +e 1,179 1,650 1,587 6,018 77,168 96,694 
» MISCELLANEOUS 284 287 353 1405 14,976 12,747 
Total Trucks, U. 19,782 19,980 25,714 95,402 1,135,178 1,254,992 
Total Cars, Trucks 
Se eee 82,182 80,862 118,688 420,100 4,326,386 4,746,858 
Total Cars, Trucks 
a 5,679 5,884 22,874 287,503 284,407 
Grand Total, 


. 88,179 86,541 119,572 442,974 4,563,889 4,981,265 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 
way, Four-Wheel Drive, Sterling, Nash, etc. 








Holiday Holds Production 
To 82,182 Vehicles 


(Continued 


inary tabulations indicate that final 
accounting for the month will be 


about 358,000 cars and 105,500 
trucks, for a total of 463,500 units. 


Such an effort will be almost 
18,000 units below the volume ob- 
tained in October, when U. S. 
plants rolled out 376,792 cars and 
104,345 trucks—a total of 481,137 
vehicles. 

In automotive circles last week 


Reds Far Behind 
In Road Building, 


Kneebone Says 


BALTIMORE.—(UTPS) — At the 
rate Russia is building improved 
highways, it will take about 100 
years for her to develop a system 
like that of America, according to 
Robert W. Kneebone, NADA man- 
aging director. 

Speaking before a special meeting 
of the Automobile Trade Assn. of 
Maryland anent the production of 
the nation’s 100,000,000th motor ve- 
hicle, Kneebone said: 

“Russia, with but 90,000 miles of 
hard-surfaced highways, has em- 
barked on a much publicized road- 
building program calling for the 
building of an additional 12,000 
miles of such highways each year 
for the next five years.” 

Kneebone praised the influence 
of the automotive industry for 
much of the progress of highway 
construction in the U. 8S. 


from Page 1) 


there was still plenty of diversified 
opinion as to what the industry’s 
steel situation will be in 1949. Some 
officials clung to their predictions 
that enough steel will be available 
to hike vehicle production 10 per- 
cent. Others saw less steel in the 
future and a 10 percent output de- 
cline as likely. 

Opinion in the steel industry ap- 
peared to bear out those holding 
a pessimistic viewpoint in the auto 
industry. 

Steel sources predicted a “con- 
tinued stringency in steel supply” 
for months to come. Supply-de- 
mand balance was said to be as 
far in the future as at any time in 
recent months. 

Following is a resume of passen- 
ger car output in U. S. plants last 
week: 

CuryYs_er: Built 2,316 cars in four 
days, compared with 2,403 week 
before. As of last week approxi- 
mately 16,000 more 1948 models re- 
mained to be built in current pro- 
gram, which will run into January, 
1949. However, 500 or more 1949 
models are scheduled for produc- 
tion in December, with 1,600 more 
to follow in January. Official orders 
are reportedly: “Changeover to new 
models is not to disrupt normal 
output for more than a five-hour 
period.” 

DeSoto: Built 1,769 in four days 
of activity, compared with 1,182 
week before. Approximately 18,000 
DeSotos remain on current model 
program. First 1949 DeSotos will 


roll in January. Changeover will 
be made with same expediency as 
at Chrysler division. 

Dopce: Daily output schedules 
steady. Built 4,551 last week, com- 
pared with 5,806 previous week. 
Model changeover activity has 
plant in dither. Dodge tentatively 
scheduled as corporation’s first 1949 
model offering. 

PiymMoutH: With Detroit plant 
down, built only 1,938 cars, com- 
pared 9,658 week before. 
Preparations for model changeover 
moving forward at rapid pace, in- 
dicating that signal will be given 
soon. New Plymouth reportedly 
will have v-shaped dashboards and 
vertical grille treatment, somewhat 
similar but not as elaborate as 
present DeSoto. 


Forp: Built 9,788 in three days 
last week, after 16,403 week before. 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


HELP WANTED—MALE. Manager for 
new-car dealer in metropolitan New York 
area, Must have had considerable ex- 
perience in similar position. Ability to 
create large volume of retail sales most 
essential. To 
steady, well-paying position with an ag- 
gressive, hard-hitting organization. Kindly 
give complete business kground in 
reply. Box 2670, c/o Automotive News, 
Detroit 26. 


such a man, we offer a 





WANTED 
DIVISIONAL MANAGERS 


To call on distributors and dealers of fine 
cars for maunufacturer of premium quality 
tires distributed exclusively through car 
dealers. Splendid earnings available to men 
who have had previous successful experi- 
ence. Address replies, outlining brief sum- 
mary of your experience, to: 

Cc. L. MASON, 
Vice-President in Charge of Sales 
DENMAN TIRE & RUBBER Co. 
WARREN, OHIO 








AUTOMOTIVE ACCESSORY SALESMEN. 
Car dealer and gas station market. 
Handling new and already proven suc- 
cessful line of multiple-beamed, factory- 
precision pre-set gap spark plugs. Fit all 
cars, trucks, tractors. Possibilities un- 
limited. Territory still open some areas, 
State qualifications and previous experi- 
ence, All replies confidential. Write Box 
2660, c/o Automotive News, Detroit 26. 


AUTOMOTIVE SALES MANAGER for well 
established manufacturer. Zone or 
regional automobile 
manufacturer desired. Good _ salary, 
bonus incentive, age 35 to 45, all replies 
confidential. Please give full ‘details first 
letter. Box 2659, c/o Automotive News, 
Detroit 26. 


SALESMEN WANTED WITH CAR—For 
west, midwest and south. To call on 
new and used car dealers for large manu- 
facturer of finest quality custom tailored 
automobile seat covers; may carry allied 
lines; liberal commissions. Apply Box 
1259, Newark 1, N. J. 


WORKING SERVICE MANAGER with 
Chrysler experience. New dealership in 
mid-Nebraska town of twenty thousand, 
Salary and bonus. Replies held confiden- 


experience with 












tial. Give full details and references. 
a = c/o Automotive News, De- 
tro! le 









To encourage this 

benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 7% cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance, 















OFFICE MANAGER-ACCOUNTANT, expe- 
rienced for any size dealer operation, 
cial, taxes, sales, service. Metro- 
politan New York. Box 2663, c/o Auto- 
motive News, Detroit 26. 


TWENTY-ONE YEARS’ successful expe- 
rience with two large independent auto- 
mobile lines as district manager and 
block man. Most of employment under 
distributors, but familiar with direct 
tory operations. A wide acquaintance in 
N.W. Ohio. Finest of references. Serv- 
ices now available. Address Box 715 or 
phone 69102, Lima Ohio. 

ACCOUNTANT BOOKEEEPER—G. M. ex- 
perience. Capable of fe oe e, 
preferably in the Chicago area. 

2662, c/o Automotive News, Detroit 26. 

OFFICE MANAGER—Auto dealership — 
perience. Income tax consultant. 
manency eee. Box 2661, c/o a. 
motive News, Detroit 26. 








A leading manufacturer of a complete line 
of gaskets, rials 


North and South Dakota, Minnesota and 
Wisconsin. 
providing basis for a most satisfacotry re- 
muneration to successful applicant. Expe- 
rienced representative, 
engineering 
resent company with Industrial Buyers and 
Automotive Parts Jobbers. Write in 
fidence. 
Address Box 2685 
DET 


In the heart of Boston’s automobile row. 


month, Rent, $95 month. Lease for 1% 
years or more as 
optional, Price $6,800. 


FOR SALE: Auto, truck and farm equip- 





LincoLn: Built 956 last week, 
compared with 1,401 week before. 
Material problems resulting in 
shaky daily schedules. 

Mercury: Built 2,228 last week, 
compared with 3,399 previous week. 
Materials also deterrent factor. 

Buick: Built 4,022 in four days, 
compared with 4,354 previous week. 
— gradually nearing nor- 
mal. 

Capmtac: Built 1,045 in four days, 
compared with 1,166 in previous 
full week. This week should see 
average of 300 cars daily obtained. 

CuHevroteT: Built 13,549 in four 
days activity after 17,061 week be- 
fore. 

OtpsMosite: Schedules on new 
models improving steadily. Built 
2,812 in four days; 2,977 week be- 
fore. 


Pontuc: Production continues 


(For Rates, Etc., See Next Page) 





POSITION WANTED 


ACCOUNTANT-OFFICE MANAGBR. G.M. 
experience, excellent references. Anywhere 
in Southeast. Write Box 2671, c/o Auto- 
motive News, Detroit 26, 


SUCCESSFUL BUSINESS management 
manager, presently employed. Age thirty- 
three. Desires position division or zone 
office, automobile manufacturer; college 
graduate . Box 2672, c/o Automotive 
News, Detroit 26. 


REPRESENTATIVES WANTED 


WANTED 


FACTORY SALES 
REPRESENTATIVE 


Southern California, to take over dis- 
tribution of well known line of motor 
trucks with capacities ranging from % 
to 35 ton for Southern California terri- 
tery. Old established manufacturer. 
Previous experience selling heavy-duty 
motor trucks essential. Also dealer re- 
lations field experience. Car necessary 
for traveling. Attractive commission 
contract with expense allowance for 
transportation. Excellent opportunity for 
right party to build up permanent 
worthwhile business with substantial 
income. Advise age, previous business 
experience and some facts relative to 
financial ability. Address 


GENERAL SALES MANAGER, 
P.O. Box 4356, 
Detroit 9, Michigan. 













Representative Wanted by 
Industrial and Automotive 
Manufacturer 











mate and allied 







The territory is established, 










con- 








c/o Automotive News 
ROIT 26 





BUSINESS FOR SALE 













USED-CAR LOT FOR SALE 






Ideal for retail and 
Proven net profit $2,000 per 















you desire, Inventory 







Box 2683, c/o Automotive News 
Detroit 26 









ment business in town of 10,000 in deep 
south. Big Three auto franchise and Big 
Two implement franchise, Best building 
















and best location in territory. e 
used car and tractor lot adjoining. will 
net above $40,000 this year. Reason for 








selling, owner's health. Price complete, 
$85, cash. Must be able to qualify 
with one of Big Three. Write Box 2679, 
c/o Automotive News, Detroit 26. 


Close-Out Special 
NEW FORD PARTS WHILE THEY LAST 
Truck Master Cylinders (91T2140) 


For All Ford Trucks, 
Fan Assembly 


For All Passenger Models, 1939-1942......$2.25 
THE HARRISONS, 


$5407 MICHIGAN AVENUE 








































DEALERSHIP. 
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steady. Built 4,027 last week; 4,774 
previous week. 

Kaiser: Built 1,374 in four days; 
2,101 week before. 

Built 1,160 last week; 
1,336 previous week. 

Hupson: Sustaining postwar high 
pace. Built 3,604 in four days last 
week; 4,545 week before. 

NasH: Model changeover prob- 
lems still hampering volume ef- 
forts. Built 1,606 last week in four 
days; 2,085 week before. 

Packard: Output steady. Built 
2,012 in four days last week, com- 
pared with 2,678 previous week. 

Strupesaker: Continuing to pro- 
duce at pace that has passenger 
car volume at near-all-time high. 
Built 2,684 last week, compared 
with 3,434 week before. 

Witys: Built 808 in four days 
last week; 986 previous week. 





=2--- Classified Want Ads -- - 





DEALERSHIP WANTED 
AUTOMOBILE DEALER INTERESTED in 


motive News, Detroit 






WANTED: Ford or General Motors fran- 
chise by responsible party ready to deal. 
Box 2680, c/o Automotive News, Detroit 


DEALERSHIP WANTED in California by 
Brooklyn new-car dealer, Write full par- 
ticulars and photo of premises in frst 
letter. All replies held strictly confiden- 
tial. Thomas A. Ferrante, 3105 Victory 
Bivd., Staten Island 14, N, Y. 





DEALERSHIP FOR SALE 








WILL SELL up to 50% interest in ‘‘Big 


interest, on terms red. Replies 
held confidential, Box 2673, c/o Auto- 
motive News, Detroit 26. 








TRUCK DISTRIBUTORSHIP FOR SAL¥ 
in Kansas. Established 19 years fy beau 
til brick building, 50x24U, w large, 
showroom, pep te shop with 

aul ul, . and paint room. 
new equipmen —_ 


to date $500, u00, to retire. 
Box 2639, c/o Automotive News,  Detrett 
26. 





NEW-CAR DEALERSHIP, 150 car, one of 
Big Three, in progressive community 
forty miles from Boston. 
modern throughout. Building and lot lo- 
cated in the heart of business district. 
Largest used car factor in community. 
Business of all departments averages 
close to $300,000 annually. Net assets 
close to $100,000, Replies confidential. 

Box 2677, c/o Automotive News, Detroit 





FOR SALE in South Carolina city over 
100,000. Used car business for thirty 
years. Small new car agency sold last 
seven months 100 cars. Show room, spa- 

car lot, large repair and body 


of bad health. Box 2655, c/o ‘Automotive 
News, Detroit 26, 





100-CAR DEALERSHIP. Popular one of 
Big Three. Excellent location in county 
seat near large city Middle East. 
2674, c/o Automotive News, Detroit 26. 





FLORIDA DEALERSHIP. 200-300 cars, 


new building, favorable lease, good equip- 
ment, good location, Should net thirty 
to forty thousand per year. Selling price 
thirty-five to forty thousand, according 
to inventory at purchase date. Replies 
confidential, Box 2676, c/o Automotive 
News, Detroit 26 





In Washington town of 
30,000, 125,000 immediate trade territory. 
An old, well-established independent, 
with complete facilities. Price $35,000. 
2675, c/o Automotive News, Detroit 









1939-1948......$3.25 
(91A8600) 








INC. 
WAYNE, MICHIGAN 
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DEALERSHIP FOR SALE 


500-CAR DEALERSHIP. A real opportu- 
nity for experienced operator. Medium- 
priced popular line, Finest and most 
modern building available anywhere. Less 
than one year old. Absolutely the last 
word in design, construction and location, 
Established 20 years. City of 500,000 
within 400 miles of Chicago, All equip- 
ment brand new, Substantial, long- 
established service business. Net profit 
for year ending September 30th approxi- 
mately $187,000. Business and real estate 
must be sold together. Priced at real 
estate value plus inventory, Approxi- 
mately $300,000 cash required. Box 2678, 
c/o Automotive News, Detroit 26. 





OHIO DEA 
Unusual opportunity for wide-awake dealer 
to acquire popular new car agency in thriv- 
ing city of over 250,000. Business well 
established in strategic location. Heavy 
profits. Minimum cash required $150,000 
plus inventory. Act quickly! 


Box 2684 
c/o Automotive News 
DETROIT 26 





ONE OF THE BIG THREE. Very desir- 
able dealership with 140-car quota, Com- 
plete new building and fixtures, a splen- 
did used-car operation. Netting $50,000 
clear per year now. $300,000 will take 
everything. $100,000 will swing deal. 
Will sell all or part. Box 2665, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP IN WEST TEXAS Irrigated 
farm district, one of ‘‘Big Three’’ fran- 
chises, large repair volume. $65,000 will 
handle, Can lease or buy building. Box 
2681, c/o Automotive News, Detroit 26, 
Michigan, 


USED CARS WANTED 





WANTED! @ WANTED! 


FLEET CARS, U-DRIVE-IT CARS 
TAXI CABS 


Will Buy 
10 to 10,000 Units 


CHICAGO AUTO MART 
Chicago’s Largest Wholesale Dealer 
5325 Broadway 


Longbeach 1-2937 
CHICAGO, ILLINOIS 





USED OARS FOR SALE 


(eo tacecianeyststnsowreetipenepnseiindindasteedibisheeptatiamamegionetannsinametiman 

AUTO BUYERS — Best wholesale deal at 
LEO AD INC., DeSoto-Plymouth. 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN, 3-7400. 


FOR SALE: Taxicabs. All makes, 


1942 
through 1948, Lowest prices, Box 2682, 


c/o Automotive News, Detroit 26. 


AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 








Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange A Chicago, Ill. 
“Chteage Is the Finee te Buss Your Cars’’ 





























DEAR Mr. AUTO DEALER: 


on any car. 


2-0400). 


CCC 


FOR SALE 


We hope the above attracts your attention to our letter. 


Not being auctioneers or dealers ourselves, we are using 
the medium of Automotive News to dispose of a large 
number of our privately owned fleet of cars. They con- 
sist of 1946-1947-1948 Chevrolets, Plymouths and 
Fords, 2-Doors, Club Coupes and 4-Doors. All cars 
have been carefully maintained at all times and are in 
excellent condition. A large variety of colors are pres- 
ent in this group, and there is no lettering or markings 


We are interested in disposing of these cars quickly 
and offer them in lots of 10 or more at prices that will 
enable you to make a Good Profit on your investment. 
Some cars are in Toledo, Ohio, in care of our Mr. W. A. 
Wright, 3958 Funston St. (Phone Kingswood 1302), 
and balance of cars in Philadelphia, Pa., in care of Mr. 
Paul Minnich, 4038 Chestnut St. 


In the event further information is desired on these 
vehicles, phone, wire or write the above persons. 
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Waa WANT ry) ag ae 


USED CARS FOR SALE 


FOR SALE: 1948 Willys Jeepster converti- 
ble, new, yellow with dark red leather 
upholstery. Radio, heater and overdrive. 
White sidewall tires. $1,995. Hammond’s, 


Teaneck, N. J. Phone Teaneck 7-8205. 


WE WHOLESALE 
* 
SID SAVAGE 


TWO BIG LOTS! 
Livernois at Grand River 
TExas 40160 HOgarth 8400 
DETROIT 











Ken Schaefer’s — 100% Dealer 


AUCTION 
Inside a Comfortable Building, Every 
T 


Reliable—Fair—Honest—Protective Service 
Right in the HEART of 
INDIANAPOLIS, INDIANA 
“The Great Mid-West Market’’ 

915 N. Illinois St. 








AUCTION SALE 


(Dealers only) 


Repossessed and Dealers Oars 
TUESDAYS—Dec. a 28th 
11:00 A.M., E.S. 
Sale = 2nd and 4th ee 
f Each Month 


Associates Discount Corp. 
287 Vinewood 
DETROIT 
Dealers’ Cars Sold 

Auctioneer—“DOC” 








WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 






(Phone Evergreen 





THANK You, Mr. DEALER. 





Phone Lincoln 5383 



























USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


\ Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
50 Cars Each 


Buyers coming in by 
call—we will meet you. Hotel aecom- 
modations available, transportation fur- 


nished. Call early for reservations. 
Transports available to move cars. 


Gee. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 
Res.: Lansing, Ill. 730 and 
Lansing, Ill, 107R 


LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DHALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 











AUTO AUCTION 


TIM ANSPACH 
Albany, N. ¥ 


(For Dealers Only) 
EVERY MONDAY .. . 12 NOON 


AUTO AUCTION 


DEALERS ONLY 








Sale Starts at 12 Noon (C.S.T.) 


Every Thursday 
e 
Weekly prices mailed eon request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 








DEALERS’ 
AUTO AUCTIONS 


WHEELING, ILL. 
25 Miles North of Chicago 
Every Friday ... 12 Noon 
Phone Wheeling 348 


DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Every Monday ... 12 Noon 
Phone X-1573 


JOHN CORRIGAN, Auctioneer 


AUTO AUCTION 
DUNKIRK, N. Y¥. 
(Dealers = 
Every Tuesday . 1:30 P.M. 
Large Heated Building 
Can be vadaed by Route 5 or 20, 
between Erie, Pa., and Buffalo, N. Y. 
(Located on Rt. 60 in Dunkirk 
Pair Grounds) 


Auctioneer: Warren A. Godfrey 


EVERY FRIDAY... ae — 


WE BELIEVE “TOP DOLLAR” 
IS PAID RIGHT HERE!!! 


3 
QUINCY AUTO AUCTION 

Held at Broadway Motor Mart 

3200 Broadway - Phone 3200 - Quincy, Ill. 
(Ill, Rt. No, 104 at 32nd St.) 

Bring Your Cars on Thurs, or Early Friday 

(Goodwill Offer: ‘‘Free Buy-back Fees 
on '48 and '49 Models) 








USED CARS FOR SALE 


1948-1935 


Wholesale Buyers 


Baldy Hall Doesn’t Love Any Car! 
He’ll Sell Them All!!! 


Detroit Headquarters for 
Out-of-Town Dealers 


HALL-DODDS 
OF FERNDALE 


JOrdan 4-5801 21500 Woodward 
DETROIT 











WHOLESALE 
1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
‘‘Philadelphia’s Largest Used Oar Dealer’ 
4539 Chestnut St. Philadelphia, P: 

Wire or Phone ALlegheny 4-4450 





DOC GREINER’S 


BIG AUCTION EVERY THURSDAY 
Telegraph Road, Rt. 24 
At the Ohio-Michigan Line 
One mile north of Toledo 


° 
Col, Carl Marker, Auctioneer 
Auction Phone on Thursday, a 2675 
Business ——- Adams 6397 


80 Cars on hand for Wholesale at All Times 


Flying Dutchman, Inc. 
Madison & 17th Sts. | TOLEDO, OHIO 


BUSES FOR SALE 


FOR SALE—1 new Mack CBL 60-passenger 
school bus, Superior insulated body, 2 
heaters. Wholesale price, Johnson's Auto 
Service, Meadville, Pennsylvania. 

NEW AND USED SCHOOL BUSES. 48 
and 60-passenger, Save up to $1,000 on 
each unit. Why wait for higher prices? 
Write for details. Park ee Com- 
pany, Ebensburg, Pa. Phone 233. 


TRUCKS WANTED 

DODGE DEALERS. 

new truck stock. Call or write Zeder 
Motor Sales, Bay City, Michigan. 


TRUCKS FOR SALE 
TWO NEW MARMON HERRINGTON 
trucks, MH 440-4, front axle declutcher, 
10:00 x 20 tires, dual rear, 170’ WB 
fishplated. Close out $9,800 FOB Wheel- 
ing. Wheeling Motors, Inc., 1510 Main 
Street, Wheeling, West Virginia. 


FOR SALE. Transport 1947 Federal, three- 
ton tractor, overdrive, two-speed axle. 
Cost new $4,400 with Whitehead & Kale 
car trailer. Will haul new Hudsons. 
Sacrifice $1,400 for complete outfit. Con- 
tact Hudson Kreager, Inc., 316 West 5th 
Street, Joplin, Missouri. 





3431 N. sie St. 
¥ 








| ROBERTSON BUICK CO. 


We will buy your} PARTS AT WHOLESALE 















H.P. motor, 3,000 miles. 
to go to work, $795. 
Co., 126 North Porter, Norman, 





ae 












PARTS FOR SALE 
























































Pontiac, 16-20 Passaic St., 
New Jersey. 


OLDSMOBILE — 


And All General Motors 
PARTS AT WHOLESALE 


Trenton 8, 








oI 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 
Hoods Core Supports 
rilles ydramatic Parts 
Hub Caps Shock Absorbers 
‘enders Distributors 
Gas Tanks juretors 
Trunk Lids Steering Wheels 
‘uel Pumps Clutch Parts 
And Many Other I 


SELMI MOTORS, INC. 


a By PARTS 


4 


Philadelphia, Pa. 
‘el, Baldwin 9-0352 and 9-7295 


BUICK PARTS 


“WORLD’S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Wholesalers: We Are Quantity 
Shippers ... Same Day Service 
On Mail Orders and Inquiries 





All Shipments on C.O.D. Basis 





“EDGE OF THE LOOP” 
1000 S, Wabash 
CHICAGO 5, ILL. 
Phone WABash 10630 








FORD 
GENUINE PARTS 
Buy a Little or a Lot of Scarce Items 


at Attractive Trade Discounts—Prompt 
Service 


—Authorized Ford Parts Distributors— 


BOULEVARD MOTOR CORP. 
2392 Boulevard 
Jersey City, N. J. 
Delaware 3-3400 


OLDSMOBILE 























The Largest Oldsmobile Parts 
Depot in the United States 
INCLUDING SHEET red, FRAMES, 

HOODS, DOORS AN. 
HARD-TO-GET PARTS 


HYDRAMATIC PARTS AND SERVICE 
CENTER 





Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


KAISER BROTHERS 


Prospect 2331 
1540 S. Figueroa St. Los Angeles 15 























































for hard-to-get Ford parts 














short list. 





FORD PARTS QUICK! 


FORD DEALERS AND PARTS MANAGERS, try us 


one of the largest inventories in Texas, including parts 
for all model Ford cars and trucks from 1928 through 
1949. Orders shipped same day received. Send us your 
We can ship the parts you need QUICK. 
Special discounts to dealers. 


and accessories. We carry 






































1101 West 7th Street 










Write, Wire or Phone 
TEXAS MOTORS 


FORT WORTH, TEXAS 







Phone 2-7291 





















Cal 
e. Tranter-Williams Motors, 
Inc., "4016 Allston Ave., Cincinnati 9, 
Ohio, Melrose 7275-6-7. 


FORD RADIATORS 


IMMEDIATE SHIPMENT 
1928-'47 Pass. 1928-'47 Trucks 


Write for Complete Listing 


FORT WAYNE 2, IND. 








Woody Pontiac 


Largest Pontiac Parts Dealer 
In the Midwest 


° 
We Carry a Large Stock of 
Fenders, Grilles, Doors 
and Panels 


* 
SEND US YOUR ORDER 
SAME DAY RECEIVED 
. 
12140 JOS. CAMPAU 
1-1600 DETROIT 12 








Oldsmobile Parts 
Expediters 
Write or Wire 
John E. Vollmer, Inc. 


(Oldsmobile Dealer) 
WEBSTER GROVES 19, MO. 





l, FOR IMMEDIATE DELIVERY. 
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PARTS FOR SALE 


Replace- 

ment fenders, 1941 Ford; manufacturer's 

No. 11A- 16030-1, Lots of six. $14 each, 
cash. 


K. B. Whitworth, Oneida, N. Y. 





Write! .. Wire! .. Phone! 


$600,000.00 
NEW WAR SURPLUS 
AUTOMOTIVE PARTS 
Up to 80% Off List 
BRAKE LINING (BLMA) 
N List NO’ 


——— $50.00 $4.50 
GBC Set Of 4....cccccecseree 25.00 3. 
DODGE TRUCK Se. 
1196 Brake Lining......$10.00 $2.00 
Radiator tor Pressure 
CRO crccrsceenves 1.75 -25 
Wheel Studs........ d 
SFE Fuses 20/30 06 01 
G.M. PARTS 
List Now 
TRRBBB  ccccececsceccevessscccscesveccczce -06 0 
Chev. Blocks (Rebore).. $27.00 
Chev. Crankshafts 
( a 12.00 
4 Gas Tanks............ 11.00 
G.M. Cargo End Curtains 1.00 
FORD ——. 
Now 
Wheel Studs ..........ccccsesceee or} 025 
ey Goce ‘Cable (100t) ..-0-s000 375 =. 
aepiacinmnesiceeten 07 01% 


BALFOUR SALES CORP. 


3633 MICHCIGAN AVENUE 


DETROIT 16, MICHIGAN 
Phone: TAshmoo 5-1640 


FOR SALE! 
USED CARS ... From 11 New-Car Dealers 


AT PRICES YOU CAN’T RESIST! 


Combined PARTS Stock of Association 
Members Totals Largest Inventory in U.S. 


Write — Phone — Wire — Now! 
Parts Orders Shipped Same Day Received 


CONNELL CADILLAC 
COUSINS MOTOR Hudson 
DICK CONNELL Chevrolet 
EDMOND MOTOR oildsmobile 
GEORGE MOTOR _ studebaker 
JOHNNY MOTOR 
KRAJENKE BUICK 


12020 Jos. Campau, TWinbrook 3-5100 


13138 Jos. Campau, TW. 2-5300 
12240 Jos. Campau, TW. 1-0600 
12101 Jos. Campau, TO. 8-1230 
12200 Jos. Campau, TW. 2-9290 


DeSoto-Plymouth 12040 Jos. Campau, TW. 2-6565 
11620 Jos. Campau, TWinbrook 1-2700 


MARGOLIS AUTO  Chrysier-Piymouth 11810 Jos. Campau, TW. 2-7500 


MOWBRAY-FINCH Fora 
T. A, GRISSOM 
WOODY PONTIAC 


12401 Jos. Campau, TW. 3-1000 


Dodge-Plymouth 11500 Jos. Campau, TW. 2-6100 
12140 Jos. Campau, TWinbrook 1-1600 


HAMTRAMCK AUTO DEALERS 
ASSOCIATION 


Detroit, Michigan 
11 Strong — You Can’t Go Wrong! 





EVERY THURSDAY — 12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 
AT EARL A. SCHOTTS 


2300 READING ROAD 


CINCINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 


University 2-8457-8 


University 1-9773 


DETROIT AUTO AUCTION 


“The Hub o 
EVERY FRIDAY — 12 


COL. CARL 


the Industry” 


OON — RAIN OR SHINE 


E. MARKER 


America’s Ace Auctioneer 


Bring your cars or send them 


renter night 


Thursday, 
er Friday A.M. OUR Guarantee: You must be satisfied! 
accommodatio 


CALL US for reservations and 


C&M MOTOR SALES 
14550 LIVERNOIS 


DETROIT 


DETROIT 





PARTS FOR SALE 





MARGOLIS 
AUTO SALES 


e 
CHRYSLER - PLYMOUTH 
DODGE - DeSOTO 


& 
One of the Largest Chrysler Parts 
Dealers in the Midwest 


* 

WE CARRY A LARGE 
STOCK OF FENDERS, 
GRILLES, DOORS, PANELS 
Genuine Mopar 


e 
Send Us Your Order: 
We Ship Anywhere 


* 

11810 JOS. CAMPAU 
DETROIT 12 
Phone: 
TWinbrook 2-7500 





ACCESSORIES FOR SALE 


ATTENTION NEW-CAR dealers. Jones 
compass, Accessory for your fine car. 
Write for circulars and discounts, Box 
1833, Wichita, Kansas. 


AUTO EQUIPMENT FOR SALE 





IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 


Tow Bar Sales Company 
Factory Distributors 
100 S. Clinton St. Chicago 6, Ill. 
DE 2-0700 AN 38-8888 DO 38-8373 





SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require, All re- 
quests cheerfully acknowledged. We 
stock what you sell. Machinery and 
Equipment Exchange, 3100 W. Fort St., 
erg 16, Mich, Telephone TAshmoo 


FOR SALE. Ford Laboratory test set. 
Heyer H-1. Perfect condition. Reason- 
able. 8S. E. Clarke and Son, Inc., 709 


10th Avenue, Belmar, N. J. 
ANTIQUE CARS FOR SALE 


1913 MODEL T FORD touring car that 
cannot be told from new. A new paint 
job, new top, tires, etc. Runs like new. 
re Samuel Wexler, Box 261, Liberty, 


608 MODEL FORD, motor No. 385 
. 385, price $ 


Norman, oO 


AIRPLANES FOR SALE 


AIRPLANE FOR SALE. Stemson Voyger, 
4 place, 150 horsepower, Franklin motor, 
1946 model. Actual use 110 hours, per- 
fect condition. Just relicensed for 12 
months; 2-way radio, fully equipped in- 
strument panel. Purchased October, 1946, 
cost $5,862. Will sell at 40% discount. 
Will consider trade for late model Cadil- 
lac or Chevrolet, E, J. Wyatt Chevrolet, 
South Boston, Va. 


MISCELLANEOUS 

MAKE YOUR OWN “‘SCOTCHLITE”’ 24- 
hour visibility signs; all colors, 17 inches 
by 17 inehes; government surplus; $1 
sheet, six for $5; guarant 
day. Consolidated Equipment Company, 
420 Lexington, New York. 

FIRE EXTINGUISHERS, NEW — Surplus 
CO2s, foam, carbon tetrachloride. Save 
from 40 to 60%. Write for —_ descrip- 
tive literature. Tow Bar Sal ., 100 
South Clinton Street, ame 4 6, Illinois. 

ENGINE REBUILDING — Crankshaft 
grinding and  metalizing. John } 
Hughes Motor Co., = 300 Commerce, 
St. Lynchburg, Virginia 


GOLD MEDAL WIMEOGRAPHING. High 
quality, low prices, samples sent. Mackie, 
81 Dales, Jersey City 6, New Jersey. 





PRESTONE 


and other permanent name 
brands of Anti-Freeze such 
as ZEREX, FRIGITONE, 
PEAK, and TEXACO P.T. 
all with Ethylene — 
Base, 


Will Sell to Dealers in 
Limited Quantities. 


Phone or Write 


BECKER MOTOR MART 
850 MAIN STREET 
BUFFALO, N. Y. 

GA. 5412 GA. 6642 
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BUY YOUR STOCK OF USED CARS 


AT OR 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


DEALERS ONLY 


Both of these auctions are conducted by the same management. So 
you know you will receive the best of service and accommodation. 


Horseheads, N. Y., and Danville, Pa., Auto Auctions 
Ronald D. West — Owner 


Jos. E. Johnson — Auctioneers — Tex Rickard 
2 
ASK FOR OUR WEEKLY MARKET REPORT 


DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 
the world today is held at Joplin, Missouri, the Cross 
Roads of America, where the East meets the West? 
We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 
sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 
date. We need new automobiles and trucks, lots of 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th STREET JOPLIN, MISSOURI 
Phone 4600 






The Happy Swede Invites You To... 
Two of the Finest Auto Auctions in the Country 













Every Tuesday / Every Friday 
at 1 O’Clock / at 12 O'Clock 
4500 N. MAIN 665 W. GOODALE 
DAYTON, OHIO COLUMBUS, OHIO 
TAylor 8441 MAin 4307 





$10.00 SALE ... . $5.00 NO SALE 








New Subscription Order 


for One Year $8 [] or Two Years $14 [_] 


| 

| | 
Send Automotive News to Address Below 
| 
| for which check is attached [_] or send bill []_ | 
| 

| 
| 

| 

| 

| 
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Gentleman - 
four leading 

over three- 


lead- 


with Rural Dealers 

In a nationwide survey by R. L. Polk & Co. Automotive 
Dealers gave Country Gentleman @ 171 % lead over 
the next magazine when voting for the farm magazine 


**most effective in helping sell rural customers.”’ 


with Advertisers 


Automotive advertisers invest more advertising dollarg 


e. ° — 
in Country Gentleman than in any other farm magazines 





azine 


2° 





